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UTAH AANA NANT 


BLACK & DECKER 
4 inch PORTABLE ELECTRIC DRILL 


“With the Pistol Grip and Trigger Switch”’ 
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Owing to the large de- 
mand for the Black & 
Decker Quarter-Inch 
Portable Electric Drill 
our production on this 
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unit this year has been 
practically trebled. This 
has enabled us to reduce 
our manufacturing costs, A new folder describing this unit in detail, INCLUD- 


and in accordance with ING SPECIFICATIONS, is yours for the asking 


our established policy we 
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This is the standard 
Black & Decker Quarter- 


Inch Drill, exactly the Guaranteed ‘by 
THe BLACK & DECKER MFG. CO.’ 


Towson Heights, Baltimore, Md., USA. 
been sold for $39.00 ex- BRANCH OFFICES AND SERVICE STATK CARRYING oMPLETE STOCKS 


»F PARTS AND OF ATED BY FACTORY TRAINED MEN LOCATED IN 
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6¢The Sweetest Acting 
e t a Ford Brakes You Ever 
Put Your Foot On 99 


Designed to Operate Perfectly 
in the Ford Transmission 
EFORE Feltbak was designed, no lining had 


been perfected to meet the actual working con- 
ditions of the Ford Transmission. Feltbak is a $3 
lining of mechanically perfect design. It overcomes 
the troubles of a Ford transmission by meeting the 
conditions as they exist. 







Enlarged Cut Away Section= 


ne Feltbak Cushion & Oil Reservoir 


Oil Supply Hole in Cork 


You readily recognize the faults of the ordinary Gta 
lining. It grabs and slips. Requires unnecessary 
pressure to stop the car. Chatters and vibrates 
causing discomfort and expensive repairs. 


Feltbak meets the actual conditions in the Ford trans- 
mission. Feltbak overcomes the trouble so familiar to the 
Ford owner. Feltbak does this because it is designed 
properly. It is the result of engineering experience that 
has solved the problems of the Ford Transmission Lining. 


Feltbak Makes the Ford Owner 
Satisfied with Fords 
The feltbacking cushions the braking action and acts as F ] b k 
a reservoir for the oil. The greater the pressure, the e t aKk—a New Idea 
greater the flow of oil. Feltbak softens braking action, Lubcleates MectfinGitiies Beale Action 
makes Fords easiest, most responsive, car to handle. 
"Tv feltbacking absorbs and holds oil like a 


Patented July 4, 1922 


Feltbak lasts so long that it is far the cheapest—and it 


wick. When pressure is applied, oil spouts 
actually prolongs the life of your Ford car. 


k through the oil holes on to the surface of the 
lining. More pressure forces out more oil. Thus the 


Ask your dealer for Feltbak. He has it or can get it immediately braking surface gets oil during braking action—right 
from any wholesale house. Our 1923 catalog will be sent free when needed to prevent burning or glazing. Hard, 
to any established dealer who writes us on his letterhead. glazed brake lining is what causes the chattering 


. P 2 ibration in Fords. 
Advance Automobile Accessories Corporation ae pes 


1721 Prairie Avenue Dept. 957 hicago. Illincis Feltbak is an improvement over the cork-in-fabric 

Ady j Te af . hes eyo brake lining. Add to this the felt cushion backing 
ance equipment is recognized from coast to coast as the finest made. en you : . : HW 

buy an article of our anaitalistore for your automobile, you are sure that it is the and the automatic lubrication to prevent burning and 

best article for the purpose which money and manufacturing skill can produce you have the correct brake lining for Fordsx—FELTBAK. 
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RED STAR TIMER | 


BsOBRAKE LINING SHOCK ABSORBERS FOR 
f /or LARGER CARS FOR FORDS FORDS 















The scientifically correct 
timer for Fords: Roller of 
100 Pt. carbon tool steel; 


The Shock Absorber for, Rough 
Roads. Eliminates bounce, side- 


sway, vibration. You wouldn't 














Made from genu" 


] er cars 














for use on larg ez; 
: torsion Oven ’ 

tter Brakes believe a Ford could ride so easy. SPring type rot Cspeci and tr : 

Buy it for Bette assembly, shay aly lor Food 
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and Longer Wear. 


ADVANCE EQUIPMENT 
very Product the Best of its Kind’ 
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ROOF OF the superiority of 

PerFect CircLe Orl- Regulating 
Piston Rings can be found on every 
hand— in the experience of dealers 
who install them—in the growing de- 
mand for them from motorists—in 
the racing victories of Jimmy Murphy 
and Tommy Milton—in their adop- 
tion as standard equipment in some of 
the finest motors and motor cars built. 


| These rings stop oil-pumping and give 
an oil mileage of 1000 to 1500 miles to 


the gallon. 


They regulate the oil without scraping 
the cylinder wall, and provide positive 
lubrication, always. 


Install a set of PERFECT CIRCLE Oil- 
Regulating Rings—one to a piston— 
and you'll see their possibilities for in- 
creased business and profits. And when 
you want a “regular job”, put in 
PERFECT CIRCLE Compression Rings, 
too. These rings have an annular 
groove turned on the face midway be- 
tween the edges, which serves as an oil 
reservoir, and helps seal the ring against 
loss of power and compression. 





You will never know what a difference 
A piston rings make until you have tried 
cy et ee a complete set of PERFECT CIRCLE Pis- 


PRICE $1.00 EACH ton Rings. Write for a trial set today! PRICE 25c and up 
Up to and including 5 in, diameter 





Marketed through recognized automotive jobbers, only. 


Indiana Piston Ring Company Hagerstown, Indiana 


eu Harkrader & Harkrader: Western Sales Agents, 1603 S. Michigan Ave., Chicago 
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- MUCKY WEATHER 
FRIENDS 


Assow GRIP Chains and Jacks 
are more than “fair weather 

friends." They are at their best 

when roads are at their worst. 


ARROW GRIP CROSS CHAINS 


with QuicK REPLACEMENT FASTENERS 





new one securely. 


Grip Cross Chains 


any side chain. Carry a few with you. 


ARROW GRIP JACKS 


HANDLE CONTROLLED 
Keep out of the muck and mire. Jack 
pushes under car with long extension 
handle. A few turns, while standing 
upright, raise or lower the car. Stows 


away in small space. Three sizes fit 





| all cars and trucks. 


| 


Just what 
looking for. 


your customers are 
Ask your Jobber 


or write for Literature. 


ARROW GRIP MFG. CO., Inc. 


GLENS FALLS, N. Y. 
Export Office: 280 Broadway, N. Y. 


Arrow Grip Replacement 
Fasteners make cross chain 


repairs easy. No _ tools 
needed. A turn of the 
button releases broken 


chain; another turn fastens 
Arrow 
and 


Fasteners are sold separately. Economical. Use with 
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.to express himself on the Oldsmobile product and the 


. 
Ay 
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GENERAL MOTORS BUILDING—DETROIT ) aaa 
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‘We take this opportunity to compliment you on the quality 
of the Oldsmobile product, which is everything we could wish 
for. Also, it gives us pleasure to be able to add conscientiously 
that the policy of your company today is better than that of 
any other manufacturer we have ever come into contact with, 
and all these things mean much to the dealer in his efforts to 


achieve success. JOHNSON TIRE & AUTO COMPANY 
MONTGOMERY, ALA. 
(December 24, 1922) 
















































The above is an unsolicited expression from one of our 
dealers. The letter, of which it was a part, dealt with 
routine business—yet the dealer voluntarily took occasion 





Oldsmobile contract. 


We are constantly publishing signed letters like this one— 
a standing invitation to ambitious dealers to ask our 
dealers what they think of the Oldsmobile contract. 





OLDS MOTOR WORKS, LANSING, 


Division of General Motors Corporation 


MICHIGAN 


The remarkable combination of high 
quality and low price that characterizes 
Oldsmobile, is possible because of 
Oldsmobile’s connection with the 
General with 


the manufactur- 
ing and purchasing facilities which 
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Hendering Service to Help You Render Service 
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An Old Favorite Returns 


Bill Fixit was at the Chicago Show. 


Many of the readers of MOTOR AGE will remember Bill. He was intro- 
duced to the MOTOR AGE readers about two years ago by A. H. Packer, 
then a contributor to this magazine. Bill is an electrical expert and he made 
many friends by his informal but effective way of spreading information about 


things electrical. Since then, Packer has joined the MOTOR AGE family and 


now Bill is to come back to us for a period. 


Since his former appearance, Bill has "made money, as naturally follows in 
the business efforts of a man who is honest and intelligent. 


Contrary to the advice of sorne of his friends, Bill put this money into an 
automobile dealership that was not going any too well, but Bill is a somewhat 
original man. In fact, he is so original that he has gone back to some of the 
very old fundamentals for his inspiration and his business guide posts. In this 
he reminds us of the story that E. S. Jordan of the Jordan Motor Car Com- 
pany, so often tells: 


“‘Henry L. Leland once said to me: ‘Young man, if you try to be clever 
and foxy in business you will have much competition. If you will be just 
plain honest, you will be lonesome and be so without competition that you 
cannot help but succeed.’ ”’ 


So Bill, too, believes that in coming into this somewhat halting dealer's estab- 
lishment with his plain honesty, his insistence upon understanding, his plan 
to use only people who believe in the products they sell, that he can make 
this establishment succeed. 


In this series, Bill will undertake as his special mission in this establishment 
a complete understanding of the electrical part of the car. He will meet 
with the personnel of this organization at frequent intervals and will talk 
electricity to everybody in the shop. He will tell the salesmen what they 
should know about electricity and its equipment and what they should tell 
the car buyer. After this message is conveyed, he will go further into the 
subject and tell the technical men what he believes they should know. 


Each of Bill's talks will be of a dual nature, one part for the non-technical man 
and then he will carry the message into the best form for the technical man. 
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Nash Leads the World in Motor Car Value 


Think What a 


February 8, 1923 





Nash Franchise Means 


Stop for a moment and figure how much better you 
might du with a Nash franchise. 


There’s many a good dealer handicapped by the line 
he now handles. 


It is well worth a little serious study to see how much 
farther you can go with the backing of a powerful 
organization like the Nash Motors Company. 


Sit back and picture to yourself what you could do 
with the new line of Nash Fours and Sixes that are now 
being displayed at the Shows. 


Analyze the favorable features of the Nash dealer 
contract. 


Look at the record the company has made already —the 
fastest growth in the industry during the past six years. 


And then sit down and write us how you feel about it. 


There are still some territories open but we are picking 
men of real calibre. If you can qualify, get in touch 
with the sales department at once. 


NASH 


THE NASH MOTORS COMPANY 


KENOSHA, WISCONSIN 














Nash Leads the World in Motor Car Value 
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IF you were a Marmon Dealer— 


—you would profit in a big way by Marmon’s 
astonishing maintenance record. 


The popular conception of Marmon as the most 






The Four 
Passenger 






Speedster 





NorkDYKE & MARMON COMPANY 





economical Fine Car 
would make you the 
center of automotive in- 
terest in your com- 
munity. 


You would have the 
Proof—$4.71 per month 
per car for mechanical 
upkeep —to crystalize 
this public approval into 
Sales. 


Write for the list of Mar- 
mon maintenance aver- 


.\ ages, and also for de- 
‘) tails of direct-factory 


contract. 


Established 1851 INDIANAPOLIS 


Address Inquiries to Dept. A 


MARMON 
CThe CJoremost Cine Car 





This the thirty-first of a series of fifty-two advertisements appearing in this publication 
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The stability of Reo as an institution is reflected in its relations 
with its selling organization. 


A Reo franchise is never granted until the dealer is whole- 
heartedly for Reo,—and Reo is whole-heartedly for that dealer! 


That’s why Reo serves as a true example of permanence of con- 
nection between manufacturer and sales agency. 


—and is one of the reasons why Reo enjoys the confidence of the 
buying public in such generous measure. 





REO MANUFACTURES IN 
ITS OWN BIG SHOPS: 


FIVE PASSENGER CAR MODELS 


(Coupe, Sedan, Brougham, Phaeton, Touring) 





THE FAMOUS SPEED WAGON 
(In Twelve Standard Body Styles) 


PASSENGER BUS CHASSIS 


TAXI CAB 


Manufactured Products—Not Assembled 





REO MOTOR GAR COMPANY, Lansing, Michigan 











































ee 





mote? 


a ee ee ere ae 


a 
Aen Resiecitestede «bears 


a 











FEB 12 1923 






_ “ ‘ 
- IBA TOU 4 





Vol. XLII, No. 6 


Chicago, February 8, 1923 $3 Per Year 


































“We Want Cars” Is Cry At 
Chicago Show 


Dealers and Public Join in Chorus and Make Exposition 
Notable for the Selling Feature 





By CLYDE JENNINGS 


HE Twenty-third Annual Chi- there. A number of the Chicago deal 

cago Automobile Show will go ers reported heavy sales, actually) 

into history as a buying show. closed at the show. Strange as it may 
soth the people and the dealers appear, with a number of these sales 


were without an old car to be turned 
in as part payment. 

The dealer attendance at the show : 
was very heavy. Some of the com if 
pany dealer dinners ran into large : 
figures, one such dinner counting 
more than 500 present. Those who : 
attended several of these dealer din 


bought cars. Dealers who thought 
they were stretching a point when 
they placed an order for 1923 early 
in the winter came to Chicago and 
increased that order. 

The salesmen who have been on 
duty at the show report an especially 
large number of prospects gathered 









10 


was more busi- 
and than in former 

The factory men came to this 
with a very definite message for 
the dealers. Briefly, it was this: 

The factory is going into a high pro- 
duction program with a view of reducing 
minimum. We are going to 
dealers advantage 
sible in the way of low prices, prompt 
delivery of various models, and we want 
vou to place your full order as soon as 
possible, so that we may distribute these 
cars fairly. 

At the time we want you to 
realize while there is every evidence of 
a very heavy demand for automobiles 
this year, there is going to be some very 
sharp competition and you will have to 
offer these auto- 
Every factory is doing 
its utmost to put its dealers on the go 
and the dealer who strikes the fastest 
pace will succeed in disposing of his cars 
and the who is laggard will be 
lost. 


that there 


cabaret 


ners report 


ness less 
years 


show 


prices to a 


give our every pos- 


same 


do something besides 


mobiles for sale. 


dealer 


Factory Attitude Toward Dealers 

There was not much in the 
commandatory talk to dealers. In one 
of the dinner meetings the sales man- 
ager let the dealers know that he was 
ready to replace any of them at any time 
in order to get a proper representation 
in any community. This was rather a 
lonesome note, as the once familiar 
threats against dealers were more con- 
spicuous for their absence. In the main, 
the factory men appeared to realize their 
dependence upon dealers and that their 
job was to help these dealers in any way 
they could. 

A few years one would get the 
impression from factory representatives 
that dealers were as plentiful as hail- 
stones near a greenhouse on an April 
afternoon, and all that was necessary 
was to look over the ground and pick out 
the best. Now there seems to be a re- 
vised opinion; that the automotive dealer 
business is a real business and that a 
man must know a good deal and learn 
something more to be able to go ahead, 
sell and make money. Also there 
is an impression among factory folk that 
the only good dealer is one who makes 
money. Formerly it was thought that 
the good dealer was the man who took a 
lot of cars from the factory and disposed 
of them. If the man went broke, that 
was his hard luck, and no concern of the 
factory. 


way of 


azo 


cars 


efforts to get new dealers 
brought before the factory people 
the ghosts of their former dealers in that 
particular community. Dealers today are 


Recently 
have 


just as much afraid of ghosts as any 
comedy negro. In any community where 


several men have failed to put over a 
certain line, there is a feeling against 
that dealership in that community. Sev- 
eral times during the last week Moror 
\cE has been asked by dealers seeking 
a new line if dealers in a certain line 
have been making money. 

Factory officials in the main are talk- 
ing of six months rather than a full year. 


MOTOR AGE 

They believe that the demand for cars 
for the first half year is strongly in evi- 
dence and that the demand forthe sec- 


ond half year is indicated. They are 
sure of the production for six months 
and hopeful for the full year. If the 


second six months’ hopes realized, 
then the industry is set for the biggest 
year. If these hopes are somewhat damp- 
ened, it will be at least a big year. 
Next to the show itself and the closely 


are 





The National Automobile Chamber 
of Commerce at the 1923 National 
Automobile Shows presented’ = the 
public, three questions: 
} 1. In what way are the national 
automobile shows of the greatest 
| benefit to the public? 
} 2. In what way are the national 
| automobile shows of the greatest 
benefit to my company? 
3. In what way are the national | 
shows of the greatest benefit to me? 
About three hundred answers 
were received and are now being 
judged by a committee appointed to 
select the best. A circular printed } 
by the N. A. C. C. gives the gist 


of the answers from which we 
quote the following outstanding 
points: 


The National Shows are the mile- 
stones that indicate to the public 
and manufacturer alike, the prog- 
ress made and the direction being 
taken by public preferences and the 
fundamental trends of the industry. 

The salesman’s task is made 
easier at a time of the year when 
it is most difficult to sell. 

The dealer often profits by adopt- 
ing the hints and suggestions of | 
other dealers to his own needs. 

The shows have helped greatly to 
eliminate frauds and incompetence. 

The manufacturer comes in con- 
tact with the users and observes 
their pleasures and criticisms of his 
product. } 

| 
| 








The people attending the show 
later retail what they have noted to 
friends and acquaintances. 

They lead to a leveling of the 
classes, rich and poor. | 

Interest in good roads is stim- 
ulated. 

Leads to the publication of a won- 
derful array of information by the 
trade press. 





aligned dealer meetings, the most impor- 
tant event of the week was the sixth an- 
nual meeting of the National Automobile 
Dealers’ Association. Last year when 
the N. A. D. A. changed from a $10 a 
year come one come all membership to 
an exclusive, good merchant association 
with dues ranging from $50 to $250 a 
year, there were a lot of predictions that 
the National dealer association idea had 
shot its bolt. How sad the prophecy! 
This year 450 of the best dealers in the 
country registered to attend the annual 
meeting. Many of them sat through the 
two-day session at the La Salle Hotel. 
They had come to learn and they stayed 
there to learn. A large number of these 
men have been in the automobile mer- 
cantile business for a score of years, or 
almost that. Many of them have amassed 
large private fortunes and are the heads 
of big distributing organizations: 

Yet they come to this meeting to learn 
what they can of their business from 
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men who have made a study of special 
merchandising. They learn 
the man who has studied the shoe 
trade and the grocery trade, or the man 
who studied salesmanship. These 
men have studied their business so close- 
ly that they realize that after all it is 
just business and they have not learned 
all about business in their long and suc- 
cessful careers. 

The fact that the N. A. D. A. has gained 
700 members at the increased rate in a 
year shows that the idea is a good one. 
The fact that the association has spent 
much money for surveys and service and 
in spite of that fact has increased its 
treasury, shows that the idea has gone 
over. The fact that its members voted 
favorably for a national survey of the 
automobile selling industry shows that 
these members are anxious to serve their 


features of 
from 


has 


fellow merchants. 
Object of the Survey 
This survey, according to present 


plans, will be made by the Harvard Bu- 
reau of Business Administration. The 
object is to establish a standard cost 
sheet, so that automobile merchants may 
have some indication as to whether they 
are really making money or not. This 
cost sheet will show the average of over- 
head, labor and other charges. It might 
possibly show what would be a fair fac- 
tory discount. It would bring order in 
a field where at present there is only 
disorder. It is to be hoped that nothing 
will happen to stop this movement. It 
is at present in the hands of the board 
of directors. In explaining what might 
be accomplished by such a survey, Rich- 
ard Lenihan, assistant director of the 
Harvard Bureau, said: “There is no com- 
petition quite so destructive as that 
which comes from the merchant who is 
losing money and does not know it. 

In reviewing the roster of newly elect- 
ed officers of the N. A. D. A. and the sane 
resolutions adopted at the meeting, one 
cannot help but be impressed with the 
saneness of membership and manage- 
ment. In looking over the members 
present, one could not but be impressed 
by the business ability of these men en- 
gaged in seeking to learn about their 
own business and trying to do something 
to establish their business on sane lines. 


One of the N. A. D. A. resolutions, it 
will be noted, refers to that long time 
sore spot between dealers and factory 
the advertising program. While the deal- 
ers were asking for cooperation on this 
matter, the factory advertising mana- 
gers were in session in another hotel 
with everybody barred. Some announce- 
ments were made after these secret ses- 
sions as to what had been discussed and 
these announcements did not say any- 
thing about closer cooperation with deal- 
ers. Perhaps this was discussed, but 
such conclusions as were reached were 
not announced. 

It appears more than passing strange 
that a party of advertisers should meet 
and discuss the worth of their advertis- 
ing without having present the men who 
have the only opportunity to learn 
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whether or not this advertising is effec 
tive. There are two kinds of advertising 
from an automobile factory; that to in- 
fluence the dealers and that to influence 
the public. The dealer is the only man 
who can measure either kind of this ad 
vertising to the full extent. 

Next in importance to the National 
Dealer meeting was the attention ac- 
corded to service. The Society of Auto- 
motive Engineers and the Automotive 
Electric Service Association both devoted 
their sessions exclusively to service. It 
was unfortunate that the Electric Asso 
ciation permitted their session to over- 
lap the S. A. E. meeting, which is an 
established function on Wednesday of the 
Chicago Show week, and has been for a 
number of years. 

The Automotive Electric Service Asso 
ciation is not a new organization, but 
previously it has worked in a way that 
appeared to be somewhat mysterious to 
the great automotive public. Even this 
year with some sessions open, there were 
closed sessions which aroused curiosity 
and there was little given out from these 
sessions. Not even the explanation as to 
why they were secret. 

The S. A. E. session closed with the 
annual Chicago dinner which drew a 
crowd that filled the Gold Room of the 
Congress Hotel and at which Edward 3. 
Jordan was the chief speaker. Jordan 
had a bit of fun with the leading engt- 
neers of the industry by quips at their 
expense. The audience enjoyed some of 
his announcements, which he said were 
relayed by him from the barber at the 
Detroit Athletic Club, the automotive 
gossip headquarters. 

Some of these were that Will Rogers 
had been selected as production man- 
ager for the 36 cars that Durant expects 
to build; that Flo Ziegfeld has been en- 
gaged as the designer of the most beauti- 
ful car in America, and that when Ford 
is elected president he will name his cab- 
inet about as _ follows: Secretary of 
State, Maurice Perlmutter; Secretary of 
War, Abe Potash; Secretary of the Navy, 


Newberry of Michigan; Secretary of 


Agriculture, Isadore Duncan, who will 
be in charge of the Muscle Shoals devel- 
opment. 


Jordan Talks on Human Element 


After the pleasantries, Jordan spoke of 
the manufacture and sale of cars with a 
full consideration of the human element 
of the people who are to buy them. He 
said that the end of the story for some 
makers was told in the used car valua- 
tion of their products, as even an auto- 
mobile manufacturer could not live down 
the truism of “Those who survive are 
those who serve best.” Service built into 
the car, Jordan said, will be evident 
after the newness of that car has been 
worn off. He offered as a solution for 
the so-called used car problem the fol- 
lowing: 

“The used car problem will disappear 
when our merchants learn that a mer- 
chant can be successful only as long as 
he buys his merchandise at a lower price 
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One of the new models which was shown at the Chicago show was the Climber, a product 

hailing from Arkansas. The phaeton shown here and completely equipped, is priced at 

$1695. Disc wheels are regular equipment and a dummy wheel is carried at the rear to 
support a spare rim and tire 


than he must sell it.” 

It was rather notable that the banker 
who spoke at the N. A. D. A. dinner was 
quite lonesome in his statement that the 
new car dealer should not sell second- 
hand cars. It was also quite notable that 
while he got applause for this statement, 
it was only a sprinkled applause, not 
general. The evidence of the week ap- 
pears to be that automotive people are 
all convinced that the used car is in the 
automotive merchandising establishment 
to stay and that the problem must be 
solved only by good merchandising 
methods and information as to what is 
the market price of a used car. 

An interesting meeting was that of the 
advertising managers of the Motor and 
Accessory Manufacturers’ Association, 
which was open to the public and at 
which representatives of dealers, adver- 
tising agencies and others were asked to 
tell their views of how the “specialized 
car can be advertised.” The specialized 
car has been known as the assembled 
car. 

It is a fact that the makers of those 
parts spend about $10 in advertising for 
every $6 that are spent by the complete 
vehicle manufacturers. These advertis- 
ers have been exploiting the excellence 
of their own particular units. The pres- 
ent effort is to learn how this advertising 
can best be used to promote the sale of 
the completed vehicle containing this 
part. It is a realization that the public 
is no longer buying a vehicle merely 
because it has a certain engine, or an 
axle or a clutch, but rather the public 
is buying an automobile to get transpor- 
tation, not because it is an automobile. 

Some of the developments of this meet- 
ing are of interest to the dealers and will 
be presented in Motor AGE pages at a 
later date. And the same can be said 
of some of the papers read at the S. A. 
E. meeting. It is quite impossible to tell 
all about these meetings in one issue. 





There was a good deal of comment al] 
week about the stand taken by Norval A. 
Hawkins in a recent public utterance 
that shows, especially the New York 
show, were not worth while. The gen- 
eral belief was that the Chicago show 
was an effective answer to Hawkins. A 
lot of the dealers were inclined to agree 
with the Hawkins theory as to cabarets 
and other forms of wild entertainment 
not being necessary for the dealers. 

Indeed, it seems that a good many 
dealers have had for years some of their 
own ideas about these meetings, but they 
have not been consulted when the fac- 
tory arranged the program, but that they 
would much prefer a businesslike dinner 
and that they would look elsewhere for 
their entertainment. 


What About National Shows? 


In some quarters there was some spec- 
ulation as to why Hawkins had taken 
the stand he did, if he was merely to get 
discussion for the shows or possibly for 
himself. At least this argument created 
a very sharp interest in the contest that 
was held at the two national shows this 
year asking the people what they thought 
of shows. A reprint of many of the an- 
swers turned in at the New York show 
was distributed in Chicago and eagerly 
read. 

Sam Miles, manager of this show and 
of all other annual shows held in Chi- 
cago, received the usual congratulations 
on his excellent job this year. Of the 
Hawkins statement Miles said: “It pains 
me to find that anyone believes in the 
abolition of shows just at the time when 
I am getting my hand in and finding out 
how to run them.” 

Lest we forget, a good many dealers 
believe that much of the success of the 
selling program for this show was due 
to the training of the salesmen in the 
necessity of properly and seriously meet- 
ing the public that came there 
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N. A. D. A. Considers 
National Merchandising Cost Survey 


Proposal to Establish a Standard Cost of Doing Business Meets With General 
Approval, Following Consideration of Partial Figures 


HE National Automobile Dealer’s 
Association in the Sixth Annual 

meeting in Chicago last week, 
authorized the Board of Directors to 
negotiate with the Harvard Bureau of 
Business Administration for the making 
of a survey of the automobile merchan- 
dising field. The feeling was strongly in 
favor of such a survey and it is likely 
that it will be undertaken. This survey 


will be similar to those made by the 
Bureau in the retail shoe and grocery 


field. The objective is to establish a 
standard cost sheet of an automotive 
mercantile establishment, something that 
will tell a dealer why he is not making 
money and will serve as a warning to 
those who contemplate entering this 
business as to what is necessary if they 
expect to make money. 

The Sixth Annual meeting was much 
the best meeting this Association has 
held. Under the membership arrange- 
ment announced last year the Associa- 
tion now consists of more than 700 mem- 
bers who pay from $50 to $250 a year 
instead of several thousand who paid 
$10. Of the membership, 450 registered at 
this meeting. It was easily seen at the 
meetings that the N. A. D. A. has been 
quite discriminating in its membership 
selection. It was also notable that there 
was a larger and more earnest attend- 
ance at the two-day meeting than ever 
before. 

The peak of interest was shown at the 
The basis of the used 
questionnaire 
circulated. 


used car session. 
car discussion 
which the 


was a 
Association has 


Perhaps the strongest interest in the 


meeting, really the text of all discus- 
sions and the yardstick by which dis- 


were measured, were the re- 
sults of recent questionnaires circulated 
by the N. A. D. A. and which were 
reported on by C. A. Vane, the general 
manager. One of these reports pertained 
to dealer mortality. The replies show 
that, despite the tremendous business 
done, 1922 had the highest percentage of 
dealer failures of four recent years. In 
1919 10 per cent of the dealers in the 
business failed to see the year through, 


cussions 


in 1920, 12% per cent, in 1921, 20 per 
cent, and in 1922, 25 per cent. He con- 
tended that more information on costs, 


compare their fig- 
dealerships of 
would bring 


enabling dealers to 
with 
different 


averages in 
kind and _ type, 


ures 





Officers of the 
National Automobile 
Dealers’ Association 


President—G. G. G. Peckham, Cleve- 
land, Ohio Buick Co. 


First vice president—John L. Butler, 
Kansas City, Dedge. 


president—Chas. E. 
Marmon-Hup- 


Second vice 
Gambill, Chicago, 
mobile. 


Treasurer—F. W. A. 
Louis, Buick. 


Vesper, St. 


Directors—Elected to 1924, 


Grand central division, northern 
district—J. S. Harrington, Minne- 
apolis, Hupmobile. 


Elected to 1926 


Grand eastern division, eastern dis- 
trict—C, B. Warren, New York— 
Nash. 


Grand eastern division, central dis- 





trict—John L. Bovis, Cincinnati, 
Oldsmobile. 


Grand central division, southern dis- 
trict—Ginder Abbott, New Orleans, 
Packard, 


Grand western division, northwest- 
ern district—W. L. Eaton, Seattle, 
Dodge. 


Holdovers 


Grand western division, central dis- 
trict—Tom Boterill, Denver, Hud- | 
son and Essex. | 


Grand western division, southwest- 
ern district—P,. H. Greer, Los 
Angeles, Hupmobile. 


Grand eastern district, northeastern | 
—-A. J. Shorey, Boston, Velie. 


division, central 
Wildhack, Indian- 


Grand southern 
district—Geo. 0. 
apolis, Reo, 


Grand southern district, southwest- 
ern district—R. H. Martin, At- 
lanta—Nash, Lafayette. 








down the percentage of failures, improve 
competitive conditions and _ stabilize 
trade. 

This survey made in 
lishments in various 
Costs, based on gross 


47 dealer estab- 
states shows: 
sales, averaged 


almost 8 per cent in the wholesale de- 
partment, 12 and a fraction per cent in 
the retail, nearly 10 per cent in the used 
car department, 8 per cent in the parts 
department, almost 41 per cent in the 


shop and a little less than 7 per cent 
for general administration. Stock was 
turned over, on the average, 5456 times 
a year. 

It was this showing that deepened the 
interest in making the survey of the 
dealer field to establish a cost sheet to 
let dealers know whether or not thes 


are making or losing money, if their 
dealer costs are too high and in what 


particular they are too high. 

Vane also offered a report on used car 
transactions that was the foundation of 
the used car session. As a result of 
questionnaires Vane estimated dealers’ 
losses in used cars in 1922 at one hun- 
dred million dollars. He explained that 
the estimate was based on a survey of 
dealers’ experiences with used cars in 
six states. 

On the used car issue there was no 
discussion of any national co-operative 
plan, as gossip had the story during the 
week in Chicago. The convention heard 
Guy 8S. Garber of Saginaw, Mich., and 
L. B. Sandes of Boston tell about asso- 
ciation cooperation in handling used 
cars in their communities. W. Pitt 
Barnes of Cleveland told of his own 
used car plan, which regards used cars 
as a business wholly separate from new 
cars. General sentiment was expressed 
for extension of the idea of cooperation 
to many cities which now have no used 
car plans and one member inquired if 
the N. A. D. A. could send organizers 
around the country to form active trade 
associations with used car plans. It 
developed that the cost would be pro- 
hibitive. 

yeneral Manager Vane said that every 
effort would be made to inform dealers 
how used car plans could be organized 
and offered to facilitate distribution of 
the Manual of Used Car Cooperation 
issued by the National Association of 
Automobile Show and Association Man- 
agers. This manual presents the forms 
and other necessary machinery for or- 
ganizing a used car plan in any city 
where a considerable group of dealers 
are able to agree on cooperation and 
finance it. 


Vane announced an arrangement by 
N. A. D. A. to furnish its members with 
copy for an advertising campaign with 
two objects: 

First, to build public 
the dealer organization. 


confidence in 
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Second, to create confidence in used 
ars as serviceable merchandise. 

Something like 30 ads already have 
been prepared and will be sent out to 
members. They will bear the “One of 
the Thousand” emblem of the association. 

The N. A. D. A. suggestions to manu- 
facturers, in the form of resolutions, 
were enthusiastically and unanimously 
adopted. 

Outside of cost and the used car, the 
convention had two strong features in 
an address on “Future Tendencies in 
Automobile Merchandising” by Harry 
Tipper of the Class Journal Co., which 
publishes Motor AcE, and a salesman- 
ship talk by J. S. Knox, head of a sales 
school in Cleveland. Tipper’s address 
appears elsewhere in this issue. 

The dealers devoted more time to the 
used car issue and showed more interest 
in it than in any other feature of the 
program. Not only did the subject hold 
exclusive attention throughout the ses- 
sion announced as a used car forum, 
which drew an attendance of more than 
300 as compared with 100 to 200 for the 
other sessions, but used cars kept bob- 
bing up in the discussion from the 
opening to the close of the convention. 

With General Manager Vane’s estimate 
that dealers had lost $100,000,000 in 
1922 in used car trading as the keynote, 
the used car forum got under way with 
an address by Guy S. Garber of the Gar- 
ber-Buick Co., Saginaw, Mich., who told 
of the seven years’ successful operation 
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of the Saginaw maximum allowance 
plan. yarber attributed the success of 
the plan to the willingness of the deal- 
ers to hold themselves together in a 
close-knit association holding frequent 
meetings and frankly discussing at these 
meetings general and special conditions 
in the used car market. The Saginaw 
plan is familiar to readers of Motor Ace. 

Following Garber, L. B. Sanders, secre- 
tary of the Used Car Statistical Bureau, 
held his big audience for more than an 
hour with a discussion of the underly- 
ing reasons for used car losses, supple- 
mented by a brief description of the 
Boston plan, which is a modification of 
the Saginaw arrangement; that is, it in- 
cludes a weekly information service on 
used car allowances and sales and a 
maximum plan. 

W. Pitt Barnes, president of the Barnes 
Motor Car Co., Dodge Brothers dealer in 
Cleveland, told the convention that when 
he came to the realization, a little more 
than a year ago, that, like many other 
dealers, he would “take full list price 
from a new car buyer on a ‘clean’ 
transaction and cut the price $200 or 
$300 for the fellow with an old car” he 
changed his system to become a used 
car merchant. Barnes opened a separate 
used car establishment, where a used 
car Manager and two appraisers are buy- 
ers and a used car sales staff is em- 
ployed. Used cars are bought, not taken 
in trade, sometimes for cash, sometimes 
in part payment for a new car. Cars 
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that are not readily salable are not ac- 
cepted. “When a prospect comes in,” 
said Barnes, “we look him in the eye 
and offer cash for his used car and de- 
mand cash for the new car.” 

Barnes completely reconditions Dodge 
Brothers cars and puts others in reason- 
ably good condition and states their con- 
dition to buyers. He adds to the pur 
chase price on used cars 15 per cent, 
exclusive of reconditioning cost. 

Reminding the audience that the busi- 
ness is becoming largely a replacement 
business, Barnes warned his hearers 
that they cannot prosper if they try to 
sell two cars for the profit on one. 

In the discussion that closed the used 
car forum General Manager Vane called 
attention to the fact that the average 
new car demand is for a $1000 car, while 
the average used car buyer wants to pay 
$300. A good many dealers were in 
difficulty, he said, because they think 
used car buyers in the main are willing 
to pay $500 to $600. 

In announcing the N. A. D. A.’s used 
ear advertising service and supporting 
the estimate of a $100,000,000 loss in 
1922 on used cars, Vane submitted in 
printed form to the delegates the report 
of a used car survey covering six states 
The one hundred million dollar estimate 
was arrived at on the basis of the figures 
in the survey, as compared with the total 
number of dealers in the country. A 
summary of the survey follows: 





Total number of inquiries 
Total number of replies 
Total of complete replies ‘ 
Total of rejected replies (incomplete) 
ALL TRADES 
Number of dealers reporting 
Number of used cars on hand 
Actual cost of which acquired 
Actual cost per car (average) 
Present actual value reported 
Actual value per car (average) 
Total loss in value ; 
Average number of cars per dealer 
Average loss per car... 
Average loss per dealer... 
TRADES AT LOSS 
Number of dealers reporting 
Number of used cars on hand 
Actual cost at which acquired 
Present actual value reported 
Total loss in walue............ 
Average number of cars per dealer 
Average loss per car = 
Average loss per dealer...... 
TRADES AT REPORTED PROFIT 
Number of dealers reporting 
Number of used cars on hand 
Actual cost at which acquired 
Actual value reported......... 
Total gain in value................ 
Average number of cars per dealer 
Average gain per car.......... 
Average gain per dealer........ 
TRADES WITHOUT GAIN OR LOSS 
Number of dealers reporting 
Number of used cars on hand 
Actual cost at which acquired 
Actual reported value....... 
Average number of cars per dealer 
Average cost and value per car...... 
DEALERS WITH NO USED CARS 
Number of dealers reporting. 


ecers—All dealers 





Average capital investment im used 


Illinois Ohio New York 
2,697 2,450 2,533 
367 363 395 
330 328 346 
37 35 49 
330 328 346 
3,082 3,619 3,828 
969,877 1,223,351 1,546,436 
311.11 338.03 404,24 
690,749 1,127,628 1,346,658 
220.58 311.58 352.09 
279,128 95,723 199,748 
9.04 11.03 11.06 
90.53 26.45 52.15 
845.84 291.83 577.2 
197 165 219 
2,267 1,910 2,895 
772,303 712,955 1,200,518 
570,811 573,223 972,871 
201,492 139,732 227,647 
11.5 11.57 13.21 
85.12 73.10 78.63 
1,022.40 846.80 1,039.48 
59 S4 be | 
519 1,087 660 
117,090 329,222 232,336 
139,454 373,231 260,195 
2,364 44,009 27.759 
8.79 12.94 12.22 
23.82 40.48 2.04 
209.55 523.91 514.05 
44 
296 47 37 
80,484 662 273 
80,484 181,174 113,582 
6.72 181,174 113,582 
271.90 13.23 7.38 
291.27 416.05 
30 32 36 
2,812.43 3,728.47 4,470.89 











Pennsylvania lowa Indiana 
3,120 1,775 1,377 
556 280 190 
474 245 70 
S2 35 20 
474 245 170 
4,344 1,754 1,881 
1,680,820 459,459 555,763 
386.49 262 295.45 
1,375,622 382,525 470,455 
316.66 219.09 250.10 
305,098 77,024 85,318 
9.16 7.16 11.06 
70.2% 43.91 45.35 
643.88 314.38 501.87 
278 144 1038 
3,013 11,272 1,456 
1,222,822 363,776 449,310 
877,412 276,163 345,304 
345,410 7,613 104,006 
10.8 8.83 14.13 
114.64 69.53 72.11 
1,170.54 608.42 1,009.76 
77 47 37 
875 307 273 
308,868 56,598 76,138 
349,660 7,187 94,826 
40,852 10,589 18,688 
11.36 6.53 7.38 
46.46 34.49 66.04 
530.55 246.57 505.08 
59 30 21 
466 175 152 
149,350 39,175 30,315 
149,350 39,175 30,315 
7.9 5.83 7.22 
320.49 223.85 199.44 
60 24 9 
3,547.42 1,885.92 2,267.7 
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The proposal for a survey of the cost 
automobile 


through the ap- 


of doing 
field 
pearance ol 


business in the 
introduced 
Richard 
director of the 


was 
Lennihan, assistant 
Harvard Bureau of Busi- 


ness Research The Bureau, having 
made cost surveys in the grocery, shoe 
and several other retail fields, would 
like to undertake such an investigation 
in the automobile business but would 
have to have financial assistance from 


the trade. He later discussed with the 

board of directors the possibility of the 

N. A. D. A. financing the work 
Lennihan, while talking of costs 


erally, directly touched conditions in the 


fen- 


automobile field when he said that one 
of the worst forms of competition is 
that of the man who is doing business 
at a loss and doesn’t know it. It takes 
him four or five years generally to go 
into bankruptcy, and in the meantime 


he cuts prices and takes business away 
from competitors 


a sound basis. 


who are operating on 


Checking Costs Against Averages 
The 


ness, 


value of a cost survey in a busi- 
Lennihan said, is in the standards 
it sets up for men in the trade to go by. 


They can check their own costs against 


the averages for businesses of their 
kind and size and so learn where it is 
possible to effect savings by more eco- 
nomical or more efficient methods. 

The Bureau, while desiring to make 


survey in the automobile field to 
obtain information for use in the classes 
at Harvard, would prepare the informa- 
tion in comparative form for the trade, 
Lennihan said. He showed books issued 


a cost 


for several other trades, all of which, 
he said, were in constant use in these 
trades. 

In connection with Lennihan’s talk, 


the association placed in the hands of 
delegates printed summary 
of the N. A. D. A survey covering 
a small number of typical dealer estab- 
lishments. The summary follows: 
“Compared to general merchandising 
lines, the business has a 
much more rapid stock turnover—as in- 
dicated in the information compiled from 
a study of costs of operation, conducted 
by the National Automobile Dealers’ As- 
sociation late in 1922. Forty-seven 
members of the association filed ques- 


copies of a 
cost 


automobile 


tionnaires which contained information 
that could be used These figures dis- 
closed that these 47 dealers had a total 


investment of $8,375,418 in 1921 and that 


their total volume of business in that 
year was $44,685,888.44, which rep- 
resented a turnover of 5.456 per cent. 


Bureau 
showed 
jewelry 
once in 15 
stoyes 
and in the retail shoe 
stores 1.9 times in the year. 
operation in the 
business, revealed in this 
study by the N. A. D. A., 


Harvard 
Administration 
turnover in the retail 
was .08 per cent, or 


Similar studies by the 
of Business 
stock 
trade 
months; in the department 
three times a year 


was 


Costs of automobile 
preliminary 


in the various 


departments, present averages as _ fol- 
lows: 
Cost of operating wholesale depart- 


ment, 7.997 per cent 
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lower administration average than 

was reported from the east. 
Cost of operating retail 

12.418 per cent. 


much 


department, 


Cost of 
ment, 9.754 


operating used car 


per cent. 


depart- 


Cost of operating 


8.504 per cent. 


parts department, 
Cost of operating shop, 40.716 per cent. 
Administration cost, 6.938 per cent. 

The 


cost 


minimum wholesale department 
listed per cent and the 
maximum was 35.5 per cent. It may or 
may not be significant, but the members 


from west of the Mississippi reported a 


was. .24 





G. G. 
Cleveland, who is president of the National 
Automobile Dealers’ Association 


G. Peckham of the Ohio Buick Co., 


In all other departments with the ex- 
ception of the shop, the percentages ran 
pretty even both from east and west. 
In the shop it is again noticeable that 
there is a difference in the figures, the 
cost in Ohio, for example, being greater 
than in either Washington, Colorade or 
California. 


More Uniform Cost in Parts 
Department 


A digest of the figures shows that for 
all of the questionnaires received, the 
lowest retail cost was 5.49 per cent and 
the highest 36.1 per cent. 

One firm operated its used car depart- 
ment at the extremely low figure of .86 
per cent. Another member, handling 
the same line of motor vehicles and do- 
ing business in a city of the same classi- 
fication reported the greatest cost of 
used car operation. Its figure was 26.37 
per cent. 

A more 
parts 


uniform cost obtains in the 
department, where the lowest is 
found to be 4.213 per cent as against 15 
per cent for the highest. One firm was 
exceptional, with a figure of 23.60 per 
cent. ; 

Costs differ most in the shop, and ap- 
parently it is the most expensive depart- 
ment. The range of reports ran from 
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5 per 


13.5 cent to 79.3 per cent. Of the 
47 


questionnaires only five members re 
ported a cost of less than 20 per cent 
and seven reported a cost of more than 
50 per cent. 
Administration costs seem to be as 
uniform as the costs of the parts de- 
partment. The lowest administration 
cost reported is 2.26 per cent, while the 


highest ran to only 11.88 per cent. The 
majority of figures furnished held 


closely around the 6 per cent mark. 

For purposes of comparison, some of 
the reports were grouped by states. 
These show that the average of those re- 
porting from California is an investment 
of $719,332.48 and the average volume 
$2,459,041.62, or 3.975 times this invest- 
ment. This is the largest average vol- 
ume reported. The various department 
averages are: 

Wholesale department, 2.92 per cent; 
retail department, 11.022 per cent; used 
car department, 7.312 per cent; parts de- 


partment, 7.79 per cent; shop depart- 
ment, 38.197 per cent; administration 
cost, 5.945 per cent. 

Sufficient replies were not received 


from other states to make any grouping 
that would be significant. 

The average of those reporting is 
$182,074.49, with a reported average vol- 
ume in 1921 of $971,449.74. 

Study, Thought and Work Needed 

A salesmanship talk was delivered by 
J. S. Knox of the Knox School of Sales- 
manship, Cleveland. The need of the day 
in selling, he said, is study, thought and 
work. Knox said any dealer or any sales- 
man must have a program to work on. 
He needs to know his program, to know 
the difficulties in the way of completing 
it and to know what facilities can be 
used to overcome the difficulties. There 
is as much need for strategy in business 
as in war, he said, and the salesman’s 
strategy must be employed to induce peo- 
ple to buy what they need. He stated 
the new idea in salesmanship in these 
words: 

“Study the man you want to sell to 
learn what he needs, then help him get 
it.” 

In an automobile some buyers want 
utility, others comfort or beauty or some- 
thing else. Find out what it is, Knox 
urged, and help the buyer to get what 
he needs. He suggested that in every 
dealer organization there should be made 
up a list of motives that induce people 
to buy a car of the type the dealer sells, 
and that salesmen should know the list 
and make it their job in approaching a 
prospect to look for his motive or mo- 
tives and cultivate them. 

The N. A. D. A.’s slogan, “One of the 
Thousand,” does not mean that member- 
ship is to be limited to that figure. Mem- 
bership is open to any dealer who has 
been in the business for two years or 
more and who can pass the association's 
examination of his policies as regards 
square dealing with the public and fel- 
low dealers in his community. The slo- 


gan simply means that an N. A. D. A. 
dealer, having brought his establishment 
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up to a sound business standard, may 
call himself “one of a thousand.” 

The new membership plan was adopted 
a year ago, and since its inception the 
association has accomplished the follow 
ing results, as summarized from General 
Manager Vane’s report: 

Saved N. A. D. A. members a total 
of $210,000 on their insurance pre 
miums by placing their coverage in 
N. A. D. A. carriers and making com 
peting companies meet N. A. D. A 


rates. 


Placed coverage amounting t 
more than $6,000,000 in N. A. D. A 
companies at premium reduction o 
20 to 35 per cent over rates in effec 
prior to our entry in field 

Forced all companies in business 
to make reduction on Nov. 5, 1923, of 
20 per cent in MANUAL RATES fo! 
liability insurance. 

Provided uniform Workmen's Com 
pensation (Employer's Liability) 
Public Liability and Property Dam- 
age policies. 

Brought out Guaranteed Storag« 
Policy which permits ONE OF A 
THOUSAND members to protect cus- 
tomers’ cars 100 per cent while in 
their possession. 

Began first well studied inquiry 
into USED CAR problem that is 
causing extensive mortalities in deal- 
er ranks. This work will be con- 
tinued through coming year. Showed 
by preliminary inquiry that dealers 
lost $100,000,000 in 1922 on used car 
purchases, not counting recondition- 
ing and overhead and sales expense. 

Brought about gasoline price in- 
vestigation by United States Senate 
that resulted in immediate lowering 
of price of two cents a gallon and 
followed by subsequent two-cent re- 
duction. This reduction saved mo- 
torists $75,000,000. 

Served 150 dealers with tax and 
legal information at Washington that 
would have cost them $35,000 to ob- 
tain as individuals. 

Through Detective Bureau connec- 
tion with William J. Burns Interna- 
tional Detective Agency recovered 23 
motor cars for members with unpaid 
balances of $15,000, removed from 
state of sale while under chattel 
mortgage. 

Burns service was provided for 63 
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members in 27 cities. 


There were 51 cases handled at no 
cost to members. 

There were 20 cases successfully 
handled at a cost to members of only 
$650.43, involving $10,000 worth of 
property. 

Four men were convicted and sen- 
tenced to 15 years in prison for mis 
use of members’ property. 

Seventeen cases of bad checks 
handled. 

Thirty-three cases successfully 
handled based on delinquent accounts 
involving collections from $13 up to 
3,700. 

Three cases successfully handled 
were more than two years old and 
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Resolutions Passed 
at the N. A. D. A. 
Meeting 


Resolved by the National Auto- 
mobile Dealers’ Association in con- 
vention assembled in Chicago, Janu- 
ary 29-30, 19235, that we herewith 
condemn the so-called “Used Car 
Trading Allowance” as an unfair 
and unethical business practice and 
a deceit upon the public in its op- 
eration, and, be it further 

Resolved = that we respectfully 
suggest to the manufacturers of 
motor cars that the time has come 
to undertake such surveys of mar- 
keting conditions as will determine 
accurately the absorption power of 
a marketing territory and that pro- 
duction schedules of all manufac- 
turers should be drawn up with due 
regard to this absorption power 
rather than on the mechanical 
facilities of plants to turn out 
products, or based on the similar 
production schedules of competitive 
manufacturers, and be it further 

Resolved that inasmuch as deal- 
ers and manufacturers have jointly 
borne items of expense in the mer- 
chandising of new motor vehicles in 
the past that we recommend that a 
gzreater cooperative study of the 
used car situation made by both 
the manufacturers and dealers 
through their respective organiza- 
tions and that such information be 
secured and plans outlined as will 
result in a satisfactory method of 
merchandising of all automotive 
vehicles, 

Resolved that we herewith recomi- 
mend to automobile dealers general- 
ly that they make a survey of the 
ears in general demand in their ter- 
ritory, that they take only such 
used cars in trade for which there 
is an active and measurable demand 
permitting the handling of the used 
vehicle at a profit, and we herewith 
condemn as suicidal the “unload- 
ing” of new motor vehicles by any 
factory or any dealer who is thus 
compelled to accept used car deals 
at prices which are ruinous to him- 
self and demoralizing to the motor 
merchandising market. 





had been given up as hopeless by 
the dealers. 

The association has under way a 
definite concerted program calling 
for the repeal of the Federal excise 
tax, which is costing the motor buy- 
ing public $125,000,000 a year. 

N. A. D. A. represented dealer in- 
terests at numerous state and Fed- 
eral legislative hearings designed to 
increase tax burdens of industry. 

Saved for than $10,000 to members 
on freight bill audits and railroad 
rate claims. 

segan first organized research to 
determine COST OF DOING BUSI- 
NESS in automobile distribution. In 
connection therewith bringing out 
ONE-BOOK _— simplified accounting 
system for automobile dealers (sold 
at cost). 

Through radio broadcasts, maga- 
zines and newspapers have told pub- 
lic of desirability of patronizing ONE 
OF A THUOSAND dealers and why 
they can be sure of fair treatment 
from men of this type. 
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Provided a STANDARD OF MEAS- 
UREMENT by which the public can 
choose for itself between the reliable 
and the unreliable in the automo- 
bile merchandising field. 

Along with the sixth annual convention 
the N. A. D. A. held its fifth annual 
frolic at the La Salle Hotel Several 
hundred dealers and quite a number of 
manufacturers and manufacturers’ repre 
sentatives were present, eating a good 
dinner, watching an interesting vaudeville 
entertainment provided by the Chicago 
Automobile Trade Association and listen 
ing to a short speaking program. 

Thomas J. Hay, Chicago Chandler 
dealer and president of the Chicago asso- 
ciation, was toastmaster. Speakers in 
cluded John Thomas, president of the 
Central Illinois Trust Co.; George M. 
Graham, vice-president of the Chandler 
Motor Car Co., and Douglas Malloch, poet 
and humorist. Harry G. Moock, former 
general manager of the association and 
now sales manager of the Hudson Motor 
Car Co., made the presentation for the 
members of silver candlesticks, to Wil- 
liam J. Brace, the retiring president 

The National Automobile Dealers’ As- 
sociation will make a determined effort 
to have the next Congress amend the 
Volstead prohibition law in such a way 
as to clearly protect the interests of 
automobile dealers in cars sold on time 
which may be seized as liquor carriers 
before they have been fully paid for. 

4 number of dealers and distributors 
attending the convention of the N. A 
D. A. complained that despite the most 
careful efforts to determine the responsi- 
bility of buyers they had suffered losses 
through the confiscation under the Fed- 
eral laws of cars in which liquor had 
been found. 

Manager Vane of the association ex- 
plained that the confiscation of vehicles 
is under an old Federal revenue statue 
and has been upheld by the United States 
Supreme Court, prior to the enactment 
of the Volstead Act. Since the Volstead 
Act became operative some of the lower 
courts have permitted dealers to estab- 
lish liens on vehicles, under a provision 
of the Volstead Act. Other courts, how- 
ever, have not been quite clear as to 
whether this provision of the Volstead 
Act superseded the old revenue law and 
have continued to apply the old law 
which does not recognize any liens 
against a condemned vehicle. 

This point has never been decided by 
the United States Supreme Court, dealer 
organizations hesitating to incur the ex- 
pense of an appeal. In view, however, of 
the conflict between the two laws it was 
thought by the N. A. D. A. directors that 
the best solution would be an amendment 
which would definitely repeal the con- 
fiscation clause of the old act insofar 
as it relates to automobiles and definitely 
provides for the protection of a lien in 
case the dealer has used proper care in 
making the sale. Such an amendment 
already has been introduced and has 
passed the Senate, but it is felt that 
there is no chance to get it through the 
present session of Congress. It will, 
therefore, be pressed at the next session. 
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S. A. E. Hears Advanced Maintenance Methods 


Three of Four Speakers Representing Service Work Are Engineers. Application 
of Electrical Equipment Standardization 


66 HOSE who serve best will be 

the ones to survive,” is what E. 

S. Jordan said at the Chicago S. 
A. E. dinner on Wednesday night of Chi- 
cago show week, and the same words 
might be taken as representing the com- 
bined opinions of those present at the 
technical sessions which were held dur- 
ing the day. 

This annual session of the S. A. E., as 
for several years past, was entirely de- 
voted to service. The attendance was bet- 
ter than at previous years, but the mes- 
sage does not seem to have reached the 
practical service man that this meeting 
is primarily service and not engineering. 
There were some practical service men 
present, but not as many as the host 
society wants. After the meeting one of 
the practical men present expressed the 
opinion that the meeting was “great for 
the service men but not much for the 
S. A. E.” However, the S. A. E. men pro- 
moting the meeting regard the session 
very highly from their own point of view, 
as it is bringing their members closer 
to the application of the jobs they design 
and this practical use of the designs must 
govern the designs of the future. 

Engineers In Service Work 

Also it was rather notable at this ses- 
sion that three of the speakers, Hastings, 
Funderburk and Packer, are engineers 
and all have done engineering work be- 
fore taking up the service work and each 
of these men is just as proud of their 
present standing in service work as Page, 
the other speaker, who comes to his 
present position by the other route. 

There were four papers presented and 
with the exception of one, all were de- 
voted to that phase of service or mainte- 
nance which concerns particularly the 
dealer and car owner. That service is 
rapidly coming into its own was mani- 
fested by the lively discussion which fol- 
lowed the paper presented by Don T. 
Hastings, vice-president in charge of 
Williams & Hastings, Inc., Detroit Hup- 
mobile distributor, on the development of 
a modern service system. Hastings’ sub- 
ject was “Development of a Modern Serv- 
ice System.” 

While the paper by Hastings dwelt 
particularly on service from the dealer 
viewpoint, there was much of his paper 
directed to the manufacturer. eFor in- 
stance, he said that the builders of cars 
themselves were responsible in a great 
many cases for the high prices charged 
for service because of the exorbitant 
prices they had put on repair parts. 
The dealer, of course, could do nothing 
but accept these figures, although in 
many cases he has followed the builder’s 
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example and added a high percentage to 
the factory price of parts in the guise 
of a charge for handling, freight, express 
and the like. 

Most makers and dealers have failed 
to realize that first class service is one 
of the best aids to the sales department. 
Owners are buying cars more and more 
on the basis of good service, said Has- 
tings. The average owner would be 
satisfied to own any one of the four or 
five cars which are about in the same 
price class, but he is almost certain 
to inquire first about the service which 
the factory and dealer are able to render. 


Talks Flat Rate and Piecework 

The greater part of his paper was 
devoted to the flat rate or piece work 
system of selling service. His company 
has used the piece work plan for some 
time and according to Hastings it would 
seem that this is the ultimate solution 
of the great troubles which have arisen 
in the past between owner and dealer 
as to prices for the work. The piece 
work plan also seems to be working out 
better with the mechanics in the shop. 
Hastings paper will be printed in full 
in an early issue of Moror AcE. 

The second paper to be presented was 
that of J. F. Page, general manager of 
service, Packard Motor Car Co. Chicago, 
which was entitled “Automotive Service 
Co-Operation Between Manufacturer and 
Dealer.” He stated that while much has 
been done during the last few years to 
elevate the service of factory and dealer, 
there still remains much to be done, 
both on the part of the factory and 
dealer. The factory he said, must not 
be expected to assume entire responsi- 
bility for the quality of service rendered 
by the dealers. As great a share of the 
burden falls upon the dealer’s mainte- 
nance department. 


Factory Contact With the Field 


One phase of Page’s paper dealt with 
the familiarity of the factory with con- 
ditions in the field. Such knowledge, 
he said, can be obtained only at first 
hand; that is, by personal contact with 
the service man and an appreciation of 
his problems. Certainly it stands to 
reason that a manufacturer must be in- 
terested in the product he has made 
after it leaves the factory. 

Especially is this true when we stop 
to think that a maker has spent hun- 
dreds of thousands of dollars in machin- 
ery and equipment to make his product 
only to see his product worked on in 
the field with crude equipment and very 
often, hardly any equipment to speak of. 
If precision tools and machinery are used 


in the factory then precision tools and 
machinery must be used by the dealer's 
maintenance department to re-condition 
a part or unit when the time comes. 

The speaker said factories should give 
more attention to the suggestions sent 
in by dealers and maintenance men. 
The engineering department especially 
should give these suggestions careful 
attention. Tests of a product in the 
hands of users very often give a better 
clue to faulty construction or design 
than laboratory tests and for that reason 
when a service man writes to the factory 
stating that a certain part or adjustment 
will not stay put his suggestions and 
criticisms should be carefully gone 
over instead of his being put down as 
“another bone-headed mechanic trying 
to tell us how to build this car.” 

Page pointed out the need for manufac- 
turers following the examples of other 
makers who have maintained a cost 
department containing accurate data on 
parts cost, and that the prices of parts 
should be stabilized and listed in parts 
books clearly and intelligently written 
and arranged. Much time and money on 
the part of dealer and factory can be 
saved or lost, depending upon how well 
these lists are constructed. 


The Factory and Dealer’s Stock 


The factory stock department can 
assist the dealer by arranging to dispose 
of obsolete parts which have accumulated 
in the dealer’s stock room through no 
fault of his. The factory should be able, 
he said, to inform the dealer’s stock man 
in regard to the necessary parts and 
amount of stock to carry with reference 
to the number of cars of a given model 
in the dealer’s territory. This would 
often do away with an unnecessary 
amount of stock. 

We have seen this work out in serv- 
ice where a part might break on a car 
and immediately the dealer’s stockman 
gets the impression that the part must 
be faulty in design and therefore, orders 
a quantity of them. The same part may 
never give any more trouble and had 
the dealer asked the factory, the latter 
could have informed him and saved him 
much money in not ordering these parts. 
The factory in most cases knows which 
parts may or may not give trouble from 
breakage and usually it is in the best 
position to tell the dealer what parts he 
should stock. 


Time-studies and standard methods in 
repair operations can be worked out at 
the factory, Page said, and these are of 
utmost value to the dealer’s maintenance 
This not only 


department, makes it 
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etter for everyone concerned, but as- 
ures the establishment of flat rate prices 
or the various repair operations. 

As long as there seems to be a rapidly 
rowing tendency towards the flat rate 

piece work system of selling service, 

would seem that the car makers could 
ontribute much of value in the way of 
elling the dealers how the repairs and 
djustments can best be performed on 
their cars. This, of course, brings in 
uch things as labor saving equipment 
ind special tools to speed up work. 

New car inspection at the factory, the 
speaker said, is probably as great an 
item as any in the way of bettering serv- 
ice and getting more co-operation from 
the factory. The new owner’s first im- 
pressions are usually the lasting ones 
and if he has trouble very soon after he 
gets the car, he has anything but a 
friendly attitude towards the factory and 
dealer alike. 

L. C. Hill, assistant general manager 
of the S. A. E. read a paper which had 
been prepared by Otis C. Funderburk of 
Funderburk & Mitchell Co., Boston Lin- 
coln and Ford dealers. 


Bettering Dealer’s Service 


This paper was devoted chiefly to an 
exploitation of the many small things a 
dealer’s maintenance department can do 
to better its service. As an example, the 
paper stated, when this company is 
called out to tow in a wrecked car 
another car, usually a sedan, accompanys 
the tow car for the purpose of bringing 
home the passengers of the disabled car. 


Dyke’s Automobile and 
Gasoline Engine Encyclo- 
pedia—Thirteenth 
Edition 


£ | HE thirteenth edition of Dykes 
Automobile & Gasoline Engine En- 
cyclopedia has been completely rewrit- 
ten, rearranged and greatly enlarged. It 
offers a ready reference for the dealer, 
maintenance man, car owner and student. 
Essentially there are thirteen major divi- 
sions to the book, these being: 
1—Assembly of the Automobile. 
2—The Automobile Electric Sys- 
tems. 
3—The Storage Battery. 
4—-Wiring Diagrams 
5—Ignition and Carburetion. 
6— Tires. 
7—Garage and Shop Equipment 
8—Repairing and Overhauling En- 
gine and Car. 
9—Oxy-Acetylene Welding. 
10—Commercial Cars. 
11—Tractors. 
12—Ford Car, Tractor, Ete. 
13—Data, Specifications, Horse- 
power, Useful Information. 
These subjects are supplemented by 
pecial instructions and illustrations on 
he Ford car and Ford wiring systems; 
he airplane and Liberty engine; Conti- 
ental engine; Dixie magneto and engine 
onstruction in general. 
The book is devoid of mere technical 
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The talk was illustrated by slides 
which showed in detail much of the shop 
equipment and tools devised by the com- 
pany to improve its shop work. Some 
of these, instead of being devoted to 
handling jobs of a big nature, were con- 
fined to operations which are small but 
are capable nevertheless, of slowing up 
a repair job if tools are not available. 
Thus the job of compressing a valve 
spring in a vise and tying it with wire 
before inserting it into the valve stem 
chamber is a tedious one and this com- 
has developed a device which does this 
very quickly. 

Funderburk laid much stress upon the 
proper presentation of the cars to the 
customers when the job had _ been 
finished in the shop. The slides showed 
the covers which are used to protect 
the upholstery, fenders and other parts. 
attention to these things in service, the 
speaker said, is probably as important 
as anything else. 


Plea for Standardization 


One of the most comprehensive papers 
making a plea for standardization and 
a resultant bettering of service condi- 
tions was that presented in the after- 
noon session, by A. H. Packer of Moror 
\cE. His paper was entitled, “Benefits 
of Electrical Equipment Standardization 
to Maintenance.” 

Packer brought out that present lack 
of standardization was a financial bur- 
den on the industry. The small town 
electrician is handicapped by the com- 
plication and variation in the wiring, 


discussions. It has been the aim of the 
author to make the book as practical as 
possible. Fundamentals are discussed, 
but always this is done in the light of 
their practical relation to the subject in- 
volved. 

Underlying principles involved in each 
subject are first discussed and many of 


which only exsist because manufacturers 
have never worked together on this 
detail of car construction. Trouble that 
car owners have accordingly reacts to 
increase sales resistance. 


Why Standardization Is Needed 


It was also shown that mechanical 
variations in electric generators made 
it practically impossible for complete 
stocks of parts to be carried except in 
the largest communities, whereas a 
great majority of the cars were serviced 
in towns of 5000 inhabitants or under. 
The large service stations representing 
the factory as far as the owner is con- 
cerned can accordingly get in direct 
touch with but a small percentage of 
car users. 

In the generator field alone it is neces- 
sary to carry some 150 different types 
of armatures, an investment impossible 
for the small shop. From the electrical 
standpoint, however, there is no reason 
why five standardized machines could 
not be developed having five standard 
armatures, so that this small number 
would give the small shop the stock 
necessary to service any car that might 
come along. It would reduce the in- 
vestment required to have an armature 
of each kind from $1500 to $50 and 
would make it possible for the car user 
to get service at any shop. 

The money saving to the industry 
however, is far less than the advantage 
indirectly attainable in lower cost to the 
owner and the increased sales that 
would thereby result. 


the old designs are illustrated and dis- 
cussed in order that the developed de- 
signs of today may be thoroughly under- 
stood. 

Altogether the new edition presents 
about as complete and thorough a refer- 
ence book on automotive subjects as 
could be brought together. 





In November, the Wm. L. Hughson Co., Ford dealers in Portland, Ore., set out to sell 175 

cars. They succeeded by dent of organized and earnest sales effort coupled with novel 

advertising stunts in their undertaking. The cut shows one of the Ford sedans turned 

upside down on a five-ton Mack truck, in which manner it was paraded through the city 
for several days, demonstrating to prospective owners the rigidity of the body 
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Electrical Service Association Seeks 
Closer Co-Operation With Dealer 


First National Convention of A. E. S. A. Discusses Flat Rate 
and Need of Understanding 


NE hundred and twenty-eight mem- 
(). bers and guests of the Automotive 

Electric Service Assn. attended 
the open session of the first national 
convention held in Chicago Tuesday, 
January 30, in the Congress Hotel. 
Practically all of those present attended 
the luncheon and utilized the oppor- 
tunity to get acquainted with their fellow 
members and associates. In the words 
of Mr. P. J. Durham, president, the 
organization was born of necessity some 
ten years ago, although it is only in the 
last three years that its activity has 
been growing with greatest rapidity. 


Aims of the Association 


The aims and objects of the associa- 
tion as indicated in a pamphlet available 
to members and guests are: 

FIRST; The discussion of subjects of 
interest and value to the 
which its members are engaged. 

SECOND; The advancement and im- 
provement of that industry. 

THIRD; The collection and dissemina- 
tion of statistics and information of 
value to its members. 

FOURTH; The promotion of a spirit 
of cooperation among its members with 
a view to raising the standard of service 
to the user of automotive equipment. 

FIFTH; The improvement of the co- 
operation between its members and the 
manufacturers whom they represent. 

SIXTH; The encouragement of the 
use of only GENUINE PARTS or re- 
placement service. 

The predominant thought in the ad- 
dresses seemed to accord with section 
six, in which the value of genuine parts 
to the car user was emphasized. Recog- 
nition was given to the fact that the 
extended use of motor cars depends on 
car owner satisfaction, which can only 
be attained when service is promptly 
and accurately given and when reliable 
parts are used in work of this kind. 

Thomas J. Hay, president of the Chi- 
eago Automobile Trade Assn., in his 
address of welcome pointed out the 
disorganized condition of affairs that ex- 
isted in motor car circles some years 
ago and the relatively harmonious con- 
ditions that are possible with proper 
organization and cooperation. Hay fur- 
ther outlined how the growth of the 
electrical business as a separate field of 
activity had developed from the fact that 
the regular automotive dealers were 
both unwilling and unable to handle 
work of this kind when it became a 
prominent factor in service station work. 


industry in ‘* 


By A. H. PACKER 


This condition gave rise to the separate 
electrical establishment which has now 
grown to such importance. 

President Durham outlined the growth 
of automotive electrical service stations, 
showing how limited volume of work in 
any one type of equipment or make 
had necessitated the authorized station, 
which handles a large number of makes 
of starting, lighting and ignition equip- 
ment. Among the concerns handling, 
automotive electrical service, it was 
shown that there were included elec- 
trical contractors, accessory. dealers, 
general repair shops and radio stores. 
The point was emphasized that for best 
results, the automotive electrical service 
should have the very serious attention 
of those engaged in this work. 

It was further brought out that the 
electrical service station has come into 
being to give satisfaction to the cus- 
tomer at the point where the average 
dealer leaves off, as his time is usually 
taken up with sales problems and those 
of general mechanical maintenance. In 
filling this gap, it would be no more than 
fair, said Durham, that the dealers’ co- 
operation should be extended to the 
point where available electrical business 
would be turned over to these concerns 
specializing in this work. 

H. R. Cobleigh, secretary of service of 
the National Automobile Chamber of 
Commerce, said in effect that service 
work in the electrical field is substan- 
tially the same as mechanical main- 
tenance as far as its general problems 
are concerned, for it has to do with 
satisfying the customer and indirectly 
building up good will which results in 
increased use of motor cars. 


Service the Problem Today 


The question may arise as to why 
service problems are being so much dis- 
cussed at this time. The answer is that 
for a number of years we have been 
too busy with other problems. It was 
first necessary to make a good car, one 
that would run, and our early experi- 
ments were purchased by the accommo- 
dating public. 

After the problems of design, con- 
struction and production had been 
solved to a great degree, the problem 
of extending the automotive market 
again came to the front and this time 
in the form of better service facilities 
for the car owner so that the cost of 
maintenance as well as the first cost 
might be reduced as much as possible. 
This objective of course includes making 


every car owner a booster and hence 
a salesman to his neighbor. 

While possibly obvious the necessity 
for cooperation cannot be pressed too 
strongly. What for example would hap- 
pen to the electrical service station, if 
the supply of rubber should suddenly 
give out so that no tires were available. 
Cars could not run, at least for some 
time until a substitute could be devel- 
oped, and in the meantime there would 
be no need for electrical or battery 
service. Again assume that the gasoline 
supply should suddenly give out. The 
electrical station would again find itself 
without customers. 


. Must Get the Public’s Confidence . 


The public at present feels that serv- 
ice is getting worse and worse and it 
is up to associations of this character 
to change this opinion. 

Acquaintanceship which is fostered in 
meetings of this kind is one of the indi- 
rect assets of organization and one 
which has value beyond calculation. This 
is illustrated by the story of a dealer 
in New York who sent a car owner 
to one of the large electrical stations 
there. Inside of a week the car owner 
came back to the dealer with a long tale 
of woe about the poor service obtained 
and the bad treatment he had received 
at the hands of the electrical service 
station. 

Through the local service association 
that particular dealer had become per- 
sonally acquainted with the manager of 
the service station in question and could 
not believe the story that was told him. 
He accordingly obtained permission from 
the car owner to call up the manager 
of the electrical service station. When 
this was done it was found that the car 
owner had not been to that station at 
all, but apparently had gone to a smaller 
concern, thinking it was the authorized 
dealer to whom he had been recom- 
mended. This concern, having inadequate 
facilities, poor parts and no particular 
concern as to whether the customer was 
satisfied or not, had given very poor 
service at a high price. 

The moral of the story, of course, is 
that acquaintanceship fostered by con- 
tact in the local association gatherings 
straightened out a problem which might 
otherwise have been a sore spot for 
some time to come. In the ordinary 
course of events and without acquaint- 
anceship between dealer and the elec- 
trical service station representative, the 
car owner’s statement would have been 
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taken on its face value and irreparable 
harm would have resulted. The other 
men handling work of this character 
ire white men just as we are and when 
we meet them we find that most of our 
problems fade away. 

Another story illustrated a _ similar 
point and brought out the advantage of 
association work. At a certain meeting 
f the National Automobile Chamber of 
Commerce one member complained that 
in his town he was unable to get any 
cooperation at all from the motor car 
dealers. Another member of the associa- 
tion stated that he had just the oppo- 
site experience and received all possible 
cooperation from the local car dealers. 
It then developed that in the first town 
there was no local association and no 
chance for the car dealers and electrical 
service station men to get together, 
while in the second town where co- 
operation was obtained there was such 
an association and the cooperation was 
undoubtedly a result of this chance for 
the men to meet each other. 

Car owners are partly responsible for 
unsatisfactory service conditions when 
they leave a car and say, “Fix it up, 
when can I get it?” and then go away 
with no definite idea as to what the 
cost will be. While uninformed as to 
the price of the job, the car owner 
unconsciously fixes in his own mind a 
figure of $5 and then when the bill comes 
to $25 he naturally goes up in the air. 
4 little questioning on his part com- 
bined with an estimated price system 
. would eliminate dissatisfaction of this 
character. 


Flat Rates and Piecework 


To gain the confidence of the public 
is a matter of paramount necessity and 
the flat rate or estimate price system 
of charges is the best means available 
for this result. Hand in hand with the 
the flat rate system, there logically fol- 
lows the piecework method of paying 
mechanics and in this connection it is 
interesting to note that only one of the 
members of the association present was 
using a piecework method of payment. 
He announced that it had been in use 
since March, 1922, and was entirely sat- 
isfactory both to himself and_ his 
mechanics. 

A poll was taken as to the approxi- 
mate number of members present using 
a flat rate system or a system of job 
price estimate, which approximated flat 
rate usage and apparently one-third 
were on this basis. The one man who, 
nh addition to the flat rate, was using 
a piecework basis of paying stated that 
1) per ‘cent of the flat rate labor charge 
went to the mechanic and on this basis 
wages had been increased from 25 to 
(0 per cent, in addition to which fact 
ie was able to work his shop with two 
ess men than formerly. 

J. A. Shank, service manager for the 
\uto-Lite Company, talked as a substi- 
tute for C. O. Miniger, president of that 
ompany, who was unable to be present. 
He expressed the idea that an associa- 
tion such as the Automotive Electric 
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Service Assn. affords means whereby the 
individual members may present their 
ideas to the makers of electrical equip- 
ment much more effectively and con- 
veniently than would be possible other- 
wise. He also brought out the necessity 
of giving sufficient attention to the sale 
of parts and labor in combination. 


Small Town Service Problem 


L. E. Murray, editor of Automotive 
Electricity, pointed out that 55 per cent 
of the cars are used and serviced in 
or near towns of 5,000 population or 
under. It was further brought out that 
for battery service, it is necessary to 
go to some particular station handling 
the particular battery used on the car 
while in electrical service work it is 
generally possible to go to a centralized 
station handling parts for all cars. There 
is apparently no real fundamental rea- 
son why a battery service station could 
not handle all different makes of bat- 
teries just as a tire store can furnish 
any tire the user desires within a reason- 
able limit. 

Sidney J. Stern advocated heavier ad- 
vertising to the car owner to check the 
present use of unauthorized parts. He 
brought out however the difficulty of in- 
stilling this idea into the minds of some 
ten or twelve million users of automotive 
vehicles and outlined a rather elaborate 
plan. 

The meeting concluded with a moving 
picture of a NorthEast film supplied by 
the courtesy of the NorthEast Service, 
Ince. This picture was instructive and 
appreciated by all. 
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When Wanamaker Sold Automobiles 


PHILADELPHIA, Feb. 3 (1900)— 
“Automobile Department, Main Floor, 
City Hall Square, near Market.” How’s 
that for a department store invention? 
It seems like forcing matters a little, 
especially in view of the widespread be- 
lief that an automobile cannot be deliv- 
ered until months after the order is filed; 
but John Wanamaker never does any- 
thing in just the same way as others. 
He is at least several days ahead of his 
department store competitors in adding 
an automobile department to his estab- 
lishment at Thirteenth and Market 
streets. 

The department opened for business 
yesterday and all day long crowds of 
people filed through the aisles critically 
examining the vehicles, asking questions 
and generally disregarding the “Hands 
off” placards which were liberally posted 
on various portions of the carriages. If 
this radical departure does nothing else, 
it demonstrates that as an advertising 
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At the morning session, Wednesday, 
Jan. 31, election of officers was held 
The men installed for the present year 
are, president, D. W. Burke, of the Auto 
Electric & Service Corp.; vice-president, 
Arthur Jones, the Arthur Jones Electric 
Co.; secretary, P. J. Durham, P. J. Dur- 
ham Co.; treasurer, F. W. Duffek, Elec- 
tric Power Maintenance Co. 

A change in the regulations was also 
affected and it was decided that 15 mem- 
bers be appointed to the board of gov- 
ernors instead of nine. The 15 elected 
are, Retiring President P. J. Durham 
(who automatically becomes a member 
of the board at retiring), Arthur Jones, 
Chicago; H. B. Noyes, Omaha; Adolph 
Wagner, Indianapolis; W. M. Ewing, Jr., 
Birmingham, Ala.; E. M. Bechtol, Cleve- 
land; Joseph A. Faguy, Montreal; 
Ernest Ingold, San Francisco; H. F. 
Bush, Philadelphia; E. S. Cowie, Kansas 
City; D. W. Burke; H. A. Lines, New 
Haven, Conn.; Gordon Prentice, Seattle; 
C. T. Stevens, Minneapolis; R. R. 
Thomas, Los Angeles. 

This session also witnessed the dis- 
cussion of recommendations to equip- 
ment manufacturers, a discussion of the 
methods to improve electrical service to 
the car owner and the presentation of 
detailed data, compiled from a dealer 
qusetionnaire. At the afternoon session, 
members of the Automotive Electrical 
Assn. met the A. E. S. A. and the recom- 
mendations prepared at the morning 
session were presented to the manufac- 
turers. Discussion then followed on this 
and other issues of interest to both 
associations. 


medium the automobile is of unusual 
value for such a store. 


The “stock on hand” is made up of 
a $2100 brougham, a $1500 surrey and a 
$1200 runabout—all the product of the 
General Electric Automobile Co. of Phil- 
adelphia—besides Orient gasoline quad- 
ricycles and tricycles and a De Dion tri- 
cycle and trailer, these light machines 
at $600, $450 and $150 respectively. 


Notes of Interest 


Space writers are heralding the fact 
that W. J. Bryan has ridden in an auto- 
mobile. Perhaps the day is coming when 
it will be a matter of newspaper com- 
ment for a public man to ride in any- 
thing but an automobile. 

Park Commissioner Clausen of New 
York City, who at first put up a strong 
fight against the admission of automo- 
biles to Central Park, has receded so 
far from his original stand as to go 
automobile riding himself. 

Owners of gasoline vehicles should 
remember to find out whether or not a 
carbureter leaks before burning a news- 
paper under it to take the frost out. 


Among the Ads Were These 


“Insist on Solar automobile lamps as 
equipment on your vehicle. Badger 
Brass Mfg. Co., Kenosha, Wis.” 

“Steam motor vehicles. We are enter- 
ing orders for spring delivery. Mil- 
waukee Automobile Co., Milwaukee, Wis.” 
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Why Not Cultivate the “After Market” 


of the Car 


Here Is a Story of a Man Who Bought a Car and Then Went Elsewhere 
to Spend the Rest of His Money 


HE writer of the article on this page is connected with 
establishment. He 


an automotive manufacturing 


this story for the good that may result. 
not know it, the dealer from whom he bought his car has a 
conducts an 


dealership under a distributor who 


tells 
While he did he has neglected. 
business man. It 


accessory 


jobbing department, 
dealer knowing something of the value of the “after market 
This is an interesting experience told by a 
is strange how 
points that are made prominent here. 


this 


” 


which is all the more reason for 


many dealers neglect the 





HE writer is a car owner of nearly 

five years’ standing and the possessor 
of his second car, purchased last spring. 
When I say purchased I mean just that, 
because the car I now drive was not sold 
to me. I am not making any criticism on 
that score, and perhaps, after all, it is 
better the way it is (at least for the mo- 
tor car prospect) but it may make plain 
the reason why some dealers and sales- 
men are not producing the sales their 
car deserves. 

No doubt the purchaser gets more fun 
out of the transaction by buying rather 
than being sold, but in my case I know 
this for a fact; I could have been sold 
any one of a half dozen medium-priced 
cars if the proper knowledge and talent 
had been on the selling end. My mind 
was open; I had no hidebound ideas on 
construction and no preconceived notion 
or false value on the old bus. It had 
served me well and I had a feeling for it 
akin to affection, but no foolish ideas as 
to its value in the used-car market. I 
was more interested in getting the most 
desirable new car than in selling the old 
one to advantage. 

I did not “repeat” on the same make, 
although the balance, if any, was in favor 
of the old dealer, but when he had his 
opportunity to make me a “repeater” he 
emphasized how hard it was to get cars 
instead of selling me a new car and the 
improvements over my old one. Nothing 
was said or done to indicate that I 
wanted credit. I had the money in the 
bank and was a cash customer; yet he 
elaborated on his liberal financing plan, 
easy payments. 

Salesmanship Lacking 

In my rounds to determine the best 
car, I failed to meet up with the caliber 
of salesmanship that I have encountered 
selling bonds, lots, and building 
cialties. 


spe- 


In setting down my impressions on 
paper I am doing so after analyzing 
them from an unbiased viewpoint. I was 
in the market for a new car and had 
only one restriction, namely, *my limit 
was about $1800 to $2000. My experience 
is therefore confined to cars selling be- 
tween $1000 and $2000. 

One salesman was way ahead of the 
“take it or leave it” class, but he tried 
his best to sell me a four-cylinder car 
when my preference was for a six. I 
want to give that young man credit, how- 
ever, for being resourceful and clever far 


beyond his years. 

Another salesman, faultless in attire, 
did not know if the pistons in his car 
were made of gray iron or other mate- 
rial. His attitude was “There it is, isn’t 
it a beauty Why worry about the in- 
ternal parts; they are all there and 
only for mechanics to tinker 
These men were the two extremes. In 
between were a dozen or so of sales- 
men—good enough fellows all right, but 
none with any special training either in 
selling or on the advantages of their par- 
ticular car. 

4 Wasted Opportunity 

Upon delivery of the new car a card 
was handed me to be filled out and 
mailed to the manufacturer. This for the 
purpose of securing an instruction book. 
The book reached me in due time by 
third-class mail, but here is where, in 
my humble opinion, the manufacturer 
fell down and failed to sow the seed that 
would make an enthusiastic booster for 
his product, which, by the way, is as 
good as is humanly possible to make a 
a mechanical unit. But his knowledge 
of human nature falls far short of his 
mechanical ability. I had made an in- 
vestment of almost $2000 and had made 
a selection that I conscientiously be- 
lieved to be the best for the money. 
Suppose I had received a letter some- 
thing like this from the manufacturer: 

“Dear Sir: Your card saying that you 
are the owner of a new ‘Spiffy Six’ 
reached us today. We feel sure that you 
are going to like it. It is built as well 
as we know how. A ‘Spiffy’ instruction 
book is being sent you by this mail. If 
it does not reach you within a reasonable 
time please write us. If there is any 
information you want that is not in- 
cluded in our book, please do not hesi- 
tate to communicate with us. We are 
always glad to hear from ‘Spiffy’ own- 
ers.” 

What an opportunity—and it was 
passed up without a word. How simple 
it would have been to build good will at 
little expense. 

“But,” you say, “perhaps a letter of 
that kind would leave an opening for 
an unusual number of complaints and 
requests for free service.” I doubt if 
it would. The average car owner expects 
no more than is coming to him. If diffi- 
culties arise, as they sometimes do (be- 
cause we are all human), the owner 


with.” 


if he received a good-will letter than if 
the manufacturer acted as if business 
relations with his customer were closed. 
I take it that when a man invests in a 
passenger car or motor truck his rela- 
tions with the dealer and manufacturer 
are just commencing, and not just being 
closed. 

The dealer from whom I purchased the 
car has my name and address. He 
knows me personally when we meet, but 
he has failed entirely to make me a 
source of profit for himself. I bear him 
no ill-will—on the contrary, I feel that 
he has been fair and square and entitled 
to any business he can get from me. In 
the time since our business relations be- 
gan I have not had a word from him. 
He has had no suggestion to offer and 
evidently nothing to sell me. As a re- 
sult, while he retains my respect as a 
man, he is losing my respect as a live 
merchandiser. I have purchased $47 
worth of additional equipment, but he 
did not get the sale because he never 
suggested anything either by word or 
by letter. 

Keeping Contact With the Buyer 

A letter two or three weeks after the 
purchase of the car, calling attention to 
draining the crankcase, a few brief lines 
pointing out the advantage of having 
fresh, clean oil, particularly in a new 
engine, would establish the habit of com- 
ing to him for oil, and most of us live by 
habit. Early in November a suggestion 
to come in for anti-freeze and a radiator 
attachment would have brought a few 
dollars profit. 

A dealer or salesman may think that 
these experiences are the exception 
rather than the rule, but a little obser- 
vation and investigation will probably 
bear out these conclusions. Only yester- 
day a friend of mine was talking about 
a new car. The car he now owns is 
five years old. He can afford a new one. 
I know for a fact that he could be sold 
any one of a half dozen makes in the 
medium-priced class. The first sales- 
man with average selling ability, repre- 
senting any one of the many standard 
makes and a fair knowledge of that make 
will get the order. This prospective sale 
could have been an accomplished fact 
any time within the past six months. 

Nineteen twenty-three will undoubtedly 
be a good year for the dealer or sales- 
man who has a nose for prospects and 


would be more inclined to blame himself knows his car. 
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UNIVERSAL AUTO CRANE 


The Harmony Distributing Co. is the 
Chicago representative of the manufac- 
turers of the Universal Auto Crane, a 
device which can be used for nearly every 
service operation in the shop. Among the 
points of interest concerning this crane 
are its all steel construction and a chain- 
less jack principle applied for hoisting 
[It rolls on four wheels and cannot tip 
because of the use of 
casters. Capacity is 


$210. 


bearing 
Price, 


roller 
% to 1% tons 





HOUPERT PISTONS 
The Houpert Machine Co. of Long 
Island City, New York, has a line of 
light cast iron pistons, that they are fur 


nishing to the trade. This concern for- 
merly operated a high class machine 
shop in New York City, making ring 


gears and sprockets for starter applica- 
tion, and doing a general overhaul and 
regrinding business. For their own work 
they made their own pistons, and event 
ually worked over to the point of sup- 
plying material of this kind to other 


shops. Their experience in work of this 
line is reflected in their exhibit at the 
show. 
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Shop Equipment Feature of Chicago Show 
Accessory Exhibits 


Fitments for Motor Car Rapidly Becoming 
More Practical 





RAJO VALVE-IN-HEAD FOR FORDS 

Rajo has made several changes in its 
cylinder head for Fords, particularly in 
the rocker arm mechanism. The model 
A. head adds only 15 pounds over the 
weight of the Ford cylinder head. It has 
no connection with the Ford starting and 
lighting system and the regular Ford 
camshaft is The compression in- 
crease per cylinder is than 10 
pounds. 

The 


used. 
less 
head is made of cast iron and 
fitted with four intake valves, having a 
clear diameter of 1% in. The regular 
Ford exhaust valves are used. The rocker 
arms are steel, drop forged and pivot on 
a 5g in. shaft. All of these parts are 
hardened and ground to size. The lower 
end of the intake pipe is surrounded by 
a hot air jacket 

No changes of carbureter are 
sary, but for maximum results the larger 
carbureter is advisable. All cooling con- 
nections are the same as when the reg- 
ular Ford head is used. Standard % in. 
spark plugs are fitted and these are in- 
clined at an angle of 25 degrees on the 
opposite side of the exhaust valves. Only 
two special cylinder head bolts are re- 
quired. All moving parts of the valve 
mechanism are enclosed. Made by the 
Rajo Motor Products Company, Racine, 
Wisconsim 


neces- 








K-W TIMER FOR FORDS 

The K-W Timer for Fords is made by 
the K-W Ignition Co., 2811 Chester Ave- 
nue, Cleveland, Ohio. A feature of the 
K-W is the fact that it is 
that no oil or dirt can come in contact 
with the electrical parts. Another 
ture of the timer is control effected by a 
circuit breaker. This circuit breaker 


elevated so 


fea- 


closes the timer current only when the 
contact arm is on the metal segment and 
Price, 


opens it again before leaving it. 


46, complete. 





HAMMER-BLOW BURNISHING 
MACHINE 


The Hammer Blow Tool Co., Wausau, 
Wis. has brought out a Fordson direct 
connected power plant attachment to be 
used with their Type 16-F Burnishing 
Machine. As shown in the cut, the 
Fordson makes possible the operation of 
the machine without the use of the reg- 
ular electrical power plant. This is es- 
pecially desirable where the dealer has 
not the use of electricity at all times. 
List price, sold with the Type 16-F, $105. 








THE VOLCO BUMPER 

A bumper designed for the better grade 
of cars is the Volco, handled by the 
Volator Company, Chicago. Tubular steel 
is the basis for its construction, and over 
the parallel steel tubes, heavy rubber 
sleeves are used. These sleeves are made 
in various colors, so that the bumper 
may be made to harmonize with the fin- 
ish of the car. 

Eight colors are offered—black, white, 
grey, yellow, blue, green, maroon and 
red, and all styles of bumpers are made 
with nickel capped ends. Universal fit- 
tings are used so that installation is 
easily made on practically any car. Ap- 
proval of the Underwriters’ Laboratories 
is said to have been obtained which re- 
sults in a 10 per cent reduction on col- 
lision insurance. Prices in different 


models range from $21.50 to $32.00. 





STEWART-WARNER SPOT AND PARK- 
ING LIGHT 

A novelty in the way of lighting equip- 

ment is the Stewart parking and spot- 

light designed for windshield mounting. 

This light shows up white in front and 

red at the rear, and uses a double fila- 


. 
lever 


bulb, 
switch which makes it easy to turn on 


ment operated by a type 
either the bright or dim light. The large 
filament, of used when the 
full power of the spotlight is needed, 
is turned so as to use 
filament when the car is 
The price has not yet been an- 


course, is 


while the switch 
the small 
parked. 
nounced. 





ber 
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TEMME SPECIAL SPRINGS FOR 
FORDS 


These springs are of the semi-elliptic 
type and resemble the regular Ford front 
spring with the exception that they are 
much longer, being just 12 inches greater 
in length. Their installation is said to 
eliminate the need of shock absorbers. 

Attachment is made by special brack- 
ets which are fastened in place by the 
anchor bolts which ordinarily fasten the 
radius rods. These brackets further- 
more, are flanged to fit the axle yoke, 
which helps keep them in place. The 
spring is made up with eight, nine and 
ten leaves, respectively for the touring 
car, roadster and sedan, coupe and truck. 
The price for these sizes are respectively 
$8.75, $9.60 and $10.50. This includes all 


the necessary fittings. They are made 
by the Temme Spring Corp., Chicago, 


Illinois. 
THE TROJAN SIGNAL DEVICE 

A stop signal somewhat different from 
the average type is the Trojan, made 
by the Sweet and Doyle Foundry and 
Machine Co. of Troy, N. Y. It comprises 
also a very efficient tail light, and num- 
bracket, and equipped with a six 
candle power bulb gives considerable 
light, not only on the license plate but 
on the ground as well. 

The stop portion of the device consists 
of a disc, pivoted, and counterbalanced, 
a spring normally holding the stop sign 
portion out of sight within the device. 
The spring operates on a rack, meshing 
with a pinion attached to the disc. Oper- 
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ation of the stop signal is accomplished 
electrically by means of two electro mag- 
nets, one of which starts the rack in mo 
tion, and the other completes the mo 
tion bringing the disc up into view and 
holding it there as long as the electro 
magnets are energized. 

The price is $12. Installation may in- 
clude either a push button type switch 
mounted on the steering wheel or a 


switch operated by the brake pedal. 





STEWART-WARNER WINDSHIELD 
LIGHT 





For use in connection with closed cars, 


the Stewart-Warner Corp. have put on 
the market a_ spotlight that extends 


through the windshield so as to be oper- 
ated from the inside. Universal action 
whereby the rays of light may be di- 
rected in practically any direction is ob- 
tained by a double cylinder type of joint 





































The novel display used by the Imperial Brass Mfg. Co., showing “The Welding Kid” in 
action. It was made effective by a high tension spark jumping from the tip of torch 
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Buying Accessories—and Selling Them 


eS) 
oO 


Systematizing Accessory Buying; Applying “Research” Practices to Your 
Business; Looking Into the Future 


UYING accessories is just as im- 
portant to the tuning of the cash 
register as selling them. Gaging 

your customers’ wants and supplying 
them so that you will have a clean slate 
at the end of 1923 as regards accessories 
and tires is something that should get 
your immediate attention. 

Your sales force should be instructed 
now and put to work now to ascertain 
as near as possible just how much of 
your stock of accessories will move in 
1923. An effort should be made to find 
out whether or not your customers will 
be in the market for body polish or 
whether they are going to turn over this 
work to your maintenance department. 

In the same manner, they should find 
out if your customers are going to buy 
two tires or four tires this year and if 
they are going to buy step plates or 
trunks. This thing of getting to the cus- 
tomer and asking him what he is going 
to buy is, of course, a difficult procedure 
and it would be hard indeed for John 
Smith to say definitely that he is going 
to buy two tires, because maybe he fig- 
ures the ones that are on there will last 
all summer and maybe he won't be out 
a week before he'll need four. 

But looking into the future and get- 
ting the “dope” on things as closely as 
you can will aid you materially in buy- 
ing your stock. You will not be in such 
great danger of overbuying, and the can- 
vass will undoubtedly aid you in locating 
prospects. Were we going to do this 
and had a force of, say, five salesmen, 
we would lay our plans somewhat like 
this: 

Prepare a talk for the salesmen. 

Assign them a territory. 

Have them make a definite number of 
calls a day. 

File a report on their findings each 
night. 

In preparing the talk, it should, of 
course, be remembered that it is neces- 
sary to inform the customer of your 
intentions. After properly announcing 
himself, the salesman should make plain 
the fact that the dealer is anxious to 
ascertain as nearly as possible the num- 
ber of accessory sales he is going to 
make during the coming year. 

The benefit to be derived by the cus- 
tomer is that if the dealer knows the 
wants or approximate wants of his cus- 
tomers, he will be able to supply himself 
accordingly and the customer and dealer 
will both benefit by a saving. The sav- 
ing might be explained in that if the 
dealer knows there is going to be a mod- 





erately heavy demand, say, for shock ab- 
sorbers, he can have them on hand when 
the customer needs them and the cus- 
tomer can come and get them there with- 
out wondering if “he will have them.” 

In order that the dealer’s place may 
be a real place of service, the salesman 
promises that there will be no repeat 
calls when it is known what the cus- 
tomer believes he will need, just a letter 
telling the owner when the new stock is 
put in and the prices of the various 
items. This stressing of the fact that you 
are not soliciting for future sales will 
appeal to the owner, and when he re- 
ceives the letter, let that be all for a 
while on the subject. If he does not 
“come in” in due time, another letter 
might be written, calling his attention 
again to a new shipment of the wares he 
needs. 


Assigning Territories and 
Checking Up 

Assigning men to territories with the 
idea that anything that comes out of the 
territory as a result of the canvass will 
be theirs is about the best way to handle 
your “research engineers.” The men 
can keep their eyes open for service and 
car sales while compiling the accessory 
information. This work should be done 
before the spring rush, when every man 
will be busy taking care of sales. It 
should help in the systematizing of your 
accessory and tire department and give 
you a better line on what and how much 
you ought to carry. 

Securing this information, as correctly 
as possible, will do away with that ever- 
recurring scene when the customer 
comes in and asks for something and 
you have to mumble apologetically that 
you haven't got it. 

Having the men make a certain num- 
ber of calls a day will, of course, assure 
you that they are working. Each man 
can be furnished with a printed or type- 
written form which will show the name 
and address of the call made, and under- 
neath, the information which he gath- 
ered. On the back of the report might 
be written any information such as, 
“May be new car prospect,’ or “Used 
car prospect.” Filing the reports each 
night when the men come in is neces- 
sary so that they may be kept orderly. 
Perhaps it would be a good idea to list 
all the tire prospects together, all the 
bumper prospects, all the lamp prospects 
and so on. By this file you can then 
gage what things are most in demand. 
You will know about how much of each 
thing you will have to buy. 


A time limit should be placed on the 
canvass—when each man has been given 
his territory, he should be told how long 
he has to finish his work there. This 
will bring the campaign to a close at 
once and will better enable you to buy 
because you should have some statement 
as to the needs of everyone. 

The salesman should make it plain 
that he is there not to sell but to gather 
some information that is going to be 
valuable, both to his employer and to 
the customer. Of course, care should be 
taken in noting the customer’s attitude. 
If he looks like he might buy, don’t ask 
him—make him. 

It will be somewhat difficult, perhaps, 
to get a car owner to say just what he 
intends to buy, because it is a rather 
indefinite question, but suggestions by 
the salesmen to owners will probably 
help them in their work. Follows a list 
of accessories which the salesman might 
refer to: 

Spare tire 

Spare tire cove! 

Tire locks 

Tire carrier 

Visor 

Wind deflectors 

Bumpers 

Robes 

Ash receptacles 

Trunks 

Spotlights 

Tire chains 

Windshield cleaners 
Seat covers 

Fire extinguishers 
Parking lamps 

Stop lights 

Step plates 

Rear view mirrors 
Automotive camping necessities 
Flashlights 

Cigar lighters 

Oil 

Reserve oil and gas tanks 
Radiator warning meters 

With this list, the salesman can get a 
pretty good notion of what the customer 
will need, and when the complete infor- 
mation is secured you can judge pretty 
much for yourself just what your ac- 
cessory stock will be composed of, how 
much it will cost and how much you 
will make on it. 

BILL FOR GASOLINE TAX 

DES MOINES, Ia., Feb. 5 A bill 
which bids fair to hold the interest not 
only of the automotive dealers of the 
state but every owner of a motor car 
or truck was introduced in the Iowa 
senate last week by Senator Caldwell of 
Oskaloosa. The bill would place a tax 
of two cents a gallon on gasoline. Funds 
derived from the tax would go to the 
construction of 3000 miles of paved 
roads in the state. 
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Marketing Expert Says That New Car Sales Will Be of Less Importaneée and 
Servicing Will Grow. Profits Are Assured 


HE subject which I have been 
asked to talk about—“Future Mer- 
chandising Conditions in the Au- 
tomotive Field’—would really be prop- 
erly started by a consideration of the 
industry itself in its general aspect, from 
which the problems of the future might 
be drawn and applied to your particular 
part of the work. 

It would be interesting to show the 
growth of the industry and to draw your 
attention again to the almost miracu- 
lous speed with which it has advanced 
to its present position. However, your 
own problem is much more interesting 
to you than the circumstances out of 
which it arises. For this reason I pro- 
pose to invert the usual order of things, 
beginning my remarks by alluding to the 


main problems before the car dealer and . 


the other important elements in the dis- 
tribution of cars, drawing a picture of 
the general industrial outlook at the 
close. 


Used Car Not a Separate Problem 


One of the more important problems 
confronting you—and one which has 
caused a great deal of discussion—is the 
problem of the used car. In manufactur- 
ing and distributing circles, the question 
of the used car, its valuation in trade, 
its conditioning, its resale, and the mar- 
ket for it, have been the subject of much 
controversy and, in some cases, almost 
bitterness of argument. This discussion 
has been conducted as though the mar- 
ket for used cars was a separate and dis- 
tinct portion of the vehicle market and 
could be so treated. There is no founda- 
tion for this assumption except our own 
methods of consideration. The car mar- 
ket in any locality is one market and the 
sale of cars in that locality will meet the 
market, distributing the used and new 
vehicles almost entirely on the basis of 
the relation between their values. 

The car is a piece of transportation 
machinery, and all machinery has been 
subject to trade, to second-hand sale, re- 
pair and rebuilding, at all times. This 
problem is one which can only be solved 
by the manufacturer and the dgaler ar- 
riving at a thorough understanding of 
the conditions affecting it. 

In the discussions upon this point, a 
good deal has been made of conditions 
in the piano trade, the typewriter, and 
other lines of business, and there are 
advocates in the automotive industry to- 
day for a system of separating the used 
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car business from the new car business 
entirely, eliminating the trade as a part 
of the new car sale and permitting it to 
be dealt with through entirely new de- 
velopments. 


There is one feature of the automobile 
business, however, which must be taken 
into consideration at all times. That is, 
the car dealer who is handling a particu-~ 
lar make of car is interested in the sec- 
ond-hand cars of that make and the 
manufacturer who is making those cars 
is also interested because, so long as a 
car of a particular make is running, it is 
either adding to or taking away from 
the reputation of the concern in that 
locality. 


A Question of Reputation 


This can be illustrated in many differ- 
ent ways, but one illustration will suffice. 
A neighbor of mine who was intending 
to buy a new car of a certain price class 
asked me to suggest one which would, in 
my opinion, give good value. I hap- 
pened to know that one particular car in 
this class, having conquered former trou- 
bles with the vehicle, was going quite 
far in giving maximum value for the 
price set, and I suggested to him that he 
look it over. He said he would. A few 
weeks afterward he bought a car and I 
asked him if he had looked over this 
particular make. He said: “No, I didn’t. 
Everybody who owns that kind of car 
in this town has had trouble with this 
feature and that feature, and I decided 
not to take a chance.” So long as those 
cars were running on the streets and 
the owners were attempting to secure 
service from them, they would continue, 
in active emphasis, the reputation which 
their character had at first bestowed 
upon them. 

When a man is not satisfied with a 
deal, even though he expects to bargain 
and trade, some of the dissatisfaction 
turns against the parties concerned as 
well as the condition of the deal. If a 
man buys a second-hand car because it is 
within his price value, and it has a good 
reputation, he expects that car to run 
as well as the new car his neighbor 
bought. He is content that it should look 
older, and be minus the finer appoint- 
ments and equipment, but he expects it 
to run and to run comfortably. If, after 
he has bought the car, he finds that it is 
not in running condition, he may damn 
the man who sold it to him, but he will 


also damn the manufacturer, however 
much his intelligence may tell him that 
the manufacturer had nothing to do with 
the case. 

Whatever solutions are arrived at to 
satisfactorily balance the new and used 
car values, the car dealer and the car 
manufacturer cannot escape a very vital 
interest in the character of the used car 
sale, and the conditioning received be- 
tween sales. 

Used car trades will remain a definite 
necessity of new car sales, and the pro- 
portion of trades will constantly in- 
crease. If the used car values in trade 
are too high, new car sales will be made 
at the expense of used car movements. 
If the used car values in trade are too 
low, the used car movement will be tem- 
porarily in advance of the new sales. 
In either case, however, the movement 
of the car from the factory to the junk 
pile must be balanced sooner or later. 

For these reasons, the condition of sale 
or trade on used cars should be as fol- 
lows: 


Basis for Used Car Allowances 


The allowance for the used car should 
be based upon the general market con- 
ditions, and the probable depreciation, 
less the cost of conditioning and the per- 
centage required to house, resell, and 
provide a profit on the resale transaction. 
Suppose, for instance, that a car is of- 
fered in trade and its market value for 
sale is $600. Suppose further, that it 
will take $100 to recondition the car, it 
will cost $20 to store it, and $120 should 
be made as an allowance for the cost of 
selling and profit. Then the proper trade 
price for that car would be $600 less 
$240, or $360. 

It may be contended that this allow- 
ance for reselling and profit is too great, 
but the allowance for selling and profit 
on the used car should be not less than 
the allowance for the new car, because 
the effort to sell costs just as much and 
the fluctuating market may eliminate the 
profit on some or cause a loss before 
they are sold, which loss must be taken 
up by the additional profit secured on 
others. 

Sooner or later, in each locality in the 
country, the proportionate price for used 
cars of a certain age and make must bear 
a decent relation to the new car prices 
for the same product, so that the flow 
is orderly and there is no choking at 
one or the other end of the line. Sooner 
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or later, the manufacturer and car deale! 
will understand that every car of a cer- 
tain make, running and in service, is 
adding to or taking away from the repu- 
tation of that manufacturer and the sales 
possibilities of that dealer. 

This business of distributing automo- 
biles is a young business with a whole 
set of new problems for which there was 
no previous education or precedent. 
These problems have grown rapidly in 
volume and in complexity, so that only 
the effort of constant study on the part 
of those engaged in the business has 
made it possible to keep up with the 
requirements. 

The problem of securing all possible 
information which would be of advantage 
to the car dealer in developing his busi- 
ness is a problem concerning all com- 
panies engaged in providing products for 
the car or in providing the vehicles 
themselves. It is not the dealer’s prob- 
lem alone. The manufacturer can be of 
great service to the dealer in working 
closer with him as to the best methods 
of meeting the problems that are con- 
stantly coming up, and the distributor 
can enhance the value of the dealers in 
his territory by operating in the same 
way. 


New Problems Require Study 


Problems are coming up all the time 
which have not required study pre- 
viously, and these problems must be met. 
The intelligence of manufacturer, dis- 
tributor and retailer can be centered 
upon them to the benefit of all con- 
cerned. There is a tendency in the busi- 
ness for the manufacturer to blame the 
retailer and the retailer to charge the 
manufacturer with failure to do the best 
possible thing under the circumstances. 
This position may assuage the feelings 
of the individuals concerned, but it does 
not advance the position nor does it solve 
the problems. 

This is the largest industry in the 
country and the only large manufactur- 
ing industry where the contact of the 
manufacturer with the user is direct and 
specific. For this reason, the factory and 
those engaged in distributing are mu- 
tually concerned in the solution of all 
problems related to distribution, and they 
will be solved successfully only by the 
mutual consideration of them. 


A New Idea of the Dealer's Position 


We are still inclined to consider the 
car dealer as a separate individual or 
organization from the service station, 
the repair shop and the garage. This 
is fast becoming obsolete as a method 
of consideration. The car dealer repre- 
senting a certain car in his locality and 
selling that car to the people of that 
locality has, by a logical extension of 
the market pressure, added facilities for 
service and repair of the car and the sale 
of accessories, some of which are re- 
quired when the car is bought, but also 
required from time to time while the 
car is running. 
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The user of the car thinks of it as a 
car by name. He does not think of it 
as a collection of parts, such as axles, 
carbureter, transmission and _ wheels. 
His whole buying attitude toward the car 
is affected by this consideration. It is 
logical that the car dealer should be 
obliged to extend his activities beyond 
the sale of new cars to used cars, service 
and repair of cars, and the sale of sup- 
plies. 

It is true that many types of special 
retailing or service have become all more 
or less important, and will continue to 
develop—special repair shops, electrical 
stations and special supply stores. The 
car dealer, however, should logically be 
a departmentalized dealer, conducting all 
the functions relating to the cars, 
whether these functions are sales or 
service. 


{ New Period in Automotive Field 


The period of most rapid growth in the 
automotive field has passed. The period 
of intensive cultivation of the market is 
just beginning. The car dealer must be 
prepared to make less money on the unit 
of sale and more money by extending his 
efficiency of sale, seizing upon every out- 
let for the development of the best pos- 
sible business. This means an analysis 
of sales possibilities in his area and of 
the conditions involved. 

Suppose that in a given town there are 
in 1922, 200 trucks, 2,000 passenger cars, 
and an annual population increase of 
approximately 10 per cent, with a total 
population in the town of 10,000. The 
trucks in use should be divided into 
speed wagons, 1-ton, 2-ton, etc., so that 
the number in each classification is 
known. The cars should be divided into 
price classes, and into the makes of the 
most importance. These figures can be 
secured from the registration statistics. 
If the population increase is approxi- 
mately 1,000 people per year, and the 
average use of cars is one for every five 
people, this would give a maximum in- 
crease of 200 cars for new market. If 
the average life of the car is five years, 
and there are 2,000 cars running, that 
would give the replacement market at 
a maximum of 400. 

Classifying Car Registration 

These would be in proportion to the 
price classes, and the numbers in each 
price class. For instance, if there were 
1,000 Fords, then 200 would be a replace- 
ment market for the Fords, and 100 for 
new market. If a study is made of the 
buyers of the different types of cars, 
then the retailer can apply these statis- 
tics to his own business and analyze 
each possible customer in terms of his 
own sales contact. 

Suppose this town is a market town 
or trading town with a surrounding farm 
area and in 1921 the business was 30 
per cent below normal, with a crop price 
40 per cent below normal. A study of 
the crop conditions from time to time 


would indicate whether the market would 
be above normal, normal, or below nor- 
mal, under the conditions of economic 
value. 


How the Customer Reacts 


The reaction of the customer is largely 
built upon trifles. The car dealer who 
services and sells a car should represent 
complete authority on that car in the 
minds of the owners. This authority is 
secured partly by the good work done, 
and the fact that representations are 
never greater than the performance, 
partly by the care of all trifling details 
in which the customer figures, and partly 
by the application of all promotion work 
to the local conditions. These trifles are 
of such importance that it is necessary 
to emphasize them in connection with all 
retail work. The attitude of the tele- 
phone operator, the office boy and the 
mechanic in the _ service station all 
count if these people come in contact 
with the customer. All the operations of 
the business which establish contact with 
the customer can be made to add to the 
prestige and authority, or they will take 
away from it. Probably no part of the 
work requires such patient analysis as 
this, because it seems to be trifling and 
somewhat unimportant in many cases. 
While the circumstances seem trifling, 
the effects are so important that every 
circumstance must be considered as im- 
portant where it relates to the customer. 


The Future of the Industry 


What are the future conditions? Reg- 
istrations and production are growing. 
Each addition to this population adds to 
the necessity of service and repair and 
to the required effectiveness. The busi- 
ness of servicing the car will grow in 
the future faster than the business of 
sale or new production, so that service 
repairs and supplies will become increas- 
ingly important in the possibility of add- 
ing profit to the car dealer’s business. 
This, of course, means a more carefully 
departmentalized establishment, with its 
details under adequate supervision, and 
intelligent understanding. 

Profits will not come so easily, but the 
business is so big that profits will come 
very satisfactorily to the man who keeps 
up with the changes as they occur and 
is abreast of surrounding necessities. 
Already the automobile business is the 
largest industry in the country, and the 
number of cars running is so large that 
more families are interested in the auto- 
mobile as a direct and special unit than 
in any other product. Your position, 
however, in your locality, will be deter- 
mined not by the size of the business 
itself, but by the possibilities of sales in 
your territory, the knowledge you pos- 
sess of conditions within the territory, 
and therefore the effectiveness of the 
methods adopted by you to secure your 
proportion of the market at least—if not 
a larger share than that particular per- 
centage. 
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The Nash Motors Company is quite proud of the photograph reproduced here, of the late 
Colonel Roosevelt in a new Jeffrey Six, which he used when campaigning in Phoenix, Ariz. 
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The Omaha, Nebraska, Chamber of Com- 

merce wished to exhibit an automobile, the 

prize in a recent membership drive, in their 

rooms, but there was no elevator in the 

building big enough to admit it, so they 

hoisted it through a seventeenth floor win- 
dow, as shown above 


One of the French taxis that were used so extensively 

by the French army, especially in connection with the 

battle of the Marne, has been placed in the museum 
in Paris as a war relic 


One more of the thousands of operations that the tractor is 
taking over. Here it is the horse, the capstan and the whole 
works in general. How much more business-like and effective 
than the age-old device where a horse walks miles and miles 
of dizzy circles for each few feet of the building’s progress? 
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OF AUTOMOTIVE INTEREST 


Recently the French aviator, Becheler, accomplished the first successful landing in a 
crowded Paris street. The landing was made in front of the Grand Palais and the aviator 
was immediately handed a summons by a gendarme 


Congested traffic is a problem in Paris as 

well as in this country. This electrically 

operated lamp, copied after the New York 

signals, was recently installed on a Paris 
boulevard 


This Mack Limousine Bus makes reg- 
ular hourly trips between Youngs- 
town and Warren, Ohio. It is a good 
example of the rapid development in 
the handling of interurban traffic 











A Selden Unit 70 truck, with a four-wheel pony pivotal truck in place of 
the front wheels, serves as a locomotive hauling freight and passengers to 
the construction camp of the Tugalo River Dam, Georgia. The steering 
gear is employed to operate a brake rigging which acts on the front wheels 
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Tire Good Sense 


HERE is much evidence accumulating that after 

a while the customer who buys a tire is going to pay 

a more reasonable price for the merchandise that is 
delivered to him and less for the ideas some one has of 
organization. Several items that have come from tire 
manufacturers recently indicate a strong move toward 
economy of organization in these institutions. 


In the past many tire organizations have put an almost 
prohibitive organization cost on their products so that all 
of the advantage of lesser production costs were lost, so 
This situation 
There appeared to be a contest 
manufacturers as to which could 
organize the most branches. Even in some of the small 
western county there were handsome offices and 
display room where no tires were sold at retail and where 
the expense so incurred was greater than should have 
been the entire dealer overhead for all of the merchandise 
that went into the county, let alone only a wholesale over- 
head for one county. Now there are many fewer branches. 


far as the tire purchaser was concerned. 
existed in several ways. 
on the part of tire 


seats 


Other manufacturers apparently tried to see how many 
competing companies they could build up. They built sep- 
arate factories and made competing lines in these factories 
to kill some inoffensive competitor—at least the competitor 
would have been inoffensive if no attention had been paid 
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to him. The larger companies are now calling their chil- 
dren home. 

Some day pretty soon we predict fewer lines of tires 
but better tires for the money. The tire is much too neces 
sary an article to carry so much useless overhead. 


& F # 
Know your prospects. 
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A Selling Show 


r HE Chicago show was featured by its. selling 
both to prospects and to dealers. ‘This is not an 
especially notable feature of a show, for it has 

been the feature of many other shows, some of which 
were held this year. But there is a thought from the 
sales preparation of the Chicago show that might well 
be considered by automotive dealers generally, and 
perhaps by some factory officials. 

When the committee having in charge the training 
of the Chicago salesmen for the show proposed a din 
ner similar to that held last year, they met with ob- 
jections on the part of the salesmen. The salesmen 
said that they did not like dinners; that the dinners 
usually resulted in the guest eating more than was 
good for him, in smoking far too much, and sitting 
around in a close room until he was groggy, that he 
did not rest well that night and as a result was groggy 
and stupid the next day. The Chicago salesmen much 
preferred the plan of a meeting in Orchestra Hall, such 
as was held. 

Some people may be inclined to think that salesmen 
are not worth consulting, as a rule, but in this case we 
are inclined to believe that the salesmen are one step 
ahead of some of their detractors. We believe that the 
salesmen, like the dealers, would be able to give much 
good advice to those higher up if they were consulted 
in a proper manner. 

It has long been the usual factory plan to assume 
that all arrangements should be made for the dealer 
and that it was not necessary to consult him much, 
even about his own affairs. Probably a good many 
dealers have assumed the same attitude toward the 
salesmen. 

We believe that factories, dealers and salesmen all 
have an intelligent view of their own affairs, all are 
loyal to their industry and ambitious, and if they would 
consult each other more freely and in the right way, 
all would be the gainers in the end. 
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Find out what the buyer wants to know and then tell it 
to him in your advertising. 


SR 
The Dealer’s Laboratory 


i sometimes blame the factory when things are not 

just right. We sometimes blame the engineer 

when things go wrong. We often fail to consider, 
however, the limitations under which a motor car plant 
may be operating. Production requirements may call for 
haste in putting a product on the market. Dealers must 
have cars or they cannot sell them, and they must sell cars 
to live. Moreover the real test of a car is the service it 
gives in the hands of the ultimate owner. Here results are 
obtained which would never be secured in any factory test, 
for it is seemingly impossible to foretell the treatment a 
car will receive at the hands of the owner and yet this is 
the place where it must make good. 
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Dealers have a wonderful opportunity to co-operate in 
making cars better for, at first hand, they have a chance 
o see what goes wrong and why. The problem of lubri- 
cation alone is one that requires the efforts of factory and 
lealer alike. To bring this point nearer home let us ask 
ourselves this question: “Did you ever see a garage in 
which a car was kept where there was not a pool of oil, 
vater or gasoline or a mixture of the three on the floor 
under the car?” Casual observance of a show room floor 
where new cars only are seen will often show that even 
here a drip pan is placed on the floor because of the trou- 
ble of this nature. 

There is no denying that oil is a slippery customer and 
hard to retain especially when it is hot and thin. This one 
point however illustrates that there is still room for im- 
provement in our automotive vehicles. Service engineers 
have often developed methods of overcoming various diffi 
culties because they have seen the actual conditions under 
which these troubles occur. The condition described does 
not vitally affect the operation of a motor car but illus- 
trates that there is still possibility for progress in automo- 
bile development and the dealer and service engineer can 
probably do more in this direction than anyone else in the 
industry. 
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The dealer should remember that often the used car he 
is asked to bid for is a used up car. 
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Beware of Graft 


HE automotive industry is going good and dealers 
are making money, so we have what seems to be the 
necessary accompaniment of prosperity—the grafter. 

The legitimate associations within the industry are suc- 
ceeding and are attracting considerable attention by their 
200d work and as a result we have announcements and 
inquiries of various associations that have been organized 
for one man’s profit. As a rule these organizations are 
merely devices for collecting names for sale to mail order 
advertisers. The name “protective” or something of that 
sort means nothing except the lure that it may have. 

The greatest number of these fake organizations seek to 
enroll the car owner in the guise of lower insurance, 
cheaper parts or maintenance and in this way undermine 
the confidence of the owner in the dealer to whom he 
should go. Moror AcE believes that it is the duty of all 
dealers to warn their customers against other than legiti- 
mate motor owner clubs and to keep themselves informed 
as to the legitimate dealer organizations. It is more than 
passing strange that a legitimate dealer organization should 
have difficulty in getting information, when some fake in- 
stitution can come along and get service without ques 
tion. 
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Safety first, even when the traffic officer is absent 
CG sp 
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Better Advertising 
A FAULT to be found with some of the used car ad- 


vertising is the too-often repeated line, “Our used 

cars are as good as new.” This is not so and, while 
there are many ways of saying it, it means the same thing. 
\ prospect reading this, continually, begins to wonder why 
new cars are built at all, and should he be interested to 
nvestigate some of the claims made, he will likely be a dis- 
appointed man. 
True, many dealers offer new car guarantees on their 
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used cars but this does not give license to call them as 
good as new. Basing advertising, all advertising, on the 
truth is the foundation of its success. Fortunately, 
prospective used car buyers KNOW that.no used car is as 
good as new and reading and re-reading some dealer’s as- 
sertion that they are, tends to do but one thing—create in 
the customer’s mind the impression that the dealer does 
not know what he is talking about. 


a 
Che influence of the automobile is felt in every mdustry 


Just Like the Factory 


ERRILL was in his shirt sleeves, moreover he was 
VI was in the shop, where he didn’t belong. His 

place was in the front office attending to sales, 
talking to customers, but here he was, in the shop where 
he was not supposed to be. 

Mike, the foreman, gazed in wide-eyed astonishment. 
His domain was being invaded. His tottering throne was 
threatened; for here was Merrill out in the shop doing 
work that Mike should have been doing, wielding an acety- 
lene torch with the hand of an expert. Mike scratched his 
head in doubt. 

“Phatt be ye doin’ to that piesh uv stheel, and phatt’s 
the idee uv a basin uv wather and the rag. And further- 
more, if ye want my advish, phatt’s the idee of havin’ that 
flame so yellowlike,” he exclaimed. “You'll never get any 
thing hot that-a-way.” 

Merrill smiled and then said: 

“Keep your eyes open, Mike, you might learn something 
yet. You’re a good fellow, and if you’d ever forget that 
you know it all, there might be a chance for you. You 
never read anything in the automobile papers, so how do 
you ever expect to get any new ideas? I’ve got this acety- 
lene flame adjusted this way on purpose. The oxygen is 
cut down so that there is an excess of acetylene. You may 
not know it, but this gives considerable heat, and at the 
same time puts a layer of carbon over this piece of steel. 
This gives the steel a different character on the outside; 
for when the carbon soaks in we can douse it with this rag 
and water and get a good hard surface.” 

Mike’s eyes opened wider and wider, and finally he re- 
plied : 

“I taut all youse knew how to do was offus wurruk, and 
shure how did yee ever git an idee of runnin’ a shop?” 

“This is an idea I got from a story on case hardening 
of flywheel teeth,” Merrill answered. “In the factory 
where they do it they of course have a lot of machinery 
and make the job automatic. 

“The flywheel on which the teeth are to be hardened is 
mounted on bearings so that it will turn easily and a little 
electric motor is arranged by means of gears and a pawl 
and ratchet arrangement to turn the flywheel slowly. Then 
an acetylene flame like the one I am using is allowed to 
play on one tooth at a time and when the flame has been 
in operation for seven seconds, the electric motor shifts the 
flywheel so that this tooth goes by a partition of sheet 
metal and gets into a stream of water. Perhaps you didn’t 
notice that I have my watch hanging up there and I am 
timing this job so as to get it about right.” 

As the carbon soaked into the steel, the idea also soaked 
into the hazy brain of Mike, the foreman, and he turned 
away and went back to his little office at the rear of the 
shop to dig up an article he had intended reading a long 
time ago. He had thought he was too busy to read it 
Now he knew he was too busy not to. 
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January Production Over 200,000 


Best First Month * the 
History of the Industry 


Early Reports Indicate Output of 
Motor Vehicles Will Exceed That 
of December by 9 Per Cent 


CHICAGO, Feb. 2—Directors of the 
National Automobile Chamber of Com- 
merece, at their monthiy meeting held 


at the automobile show, were treated to 
a surprise when James S. Marvin, head 
of the traffic division, reported on the 
probable production for the month of 
January. Basing his estimate on ship- 
ping returns for the first three weeks 
of the year, Marvin told the directors 


that the figures for the month would 
show approximately 224,000 motor ve- 
hicles, the greatest January on record 


and exceeding December by 9 per cent. 
In this estimate, Ford was running high 
while the returns from the N.A.C.C. 
members show an increase of 125 per 
cent over January of last year. While 
January of last year exceeded Decem- 
1921, still the latter month was an 
exceedingly poor one, whereas Decem- 
ber, 1922, 
January’s showing is all 
extraordinary. 

The directors also were told there is 
a general improvement in the railroad 
situation. Bad order locomotives had 
dropped to 24 per cent on Jan. 1, while 
bad order are only 9% per cent, 
whereas six months they were 15 
per cent. Car shortage was down to 
73,000 Jan. 15, which is 106,000 fewer 
than six months ago. Revenue car load- 
ings maintaining their record level 
and are more than 150,000 over three 
weeks ago. 


ber, 


the more 


cars 


ago 


are 


The directors also decided to press the 
campaign to have the government re- 
move the excise tax on automobiles and 
trucks and it looks as if some action 
would be had when Congress meets for 
its December 

The insurance committee reported 
that at a meeting with the committee 
of underwriters it was reported that the 


session. 


new rate committee of the Automobile 
Underwriters’ Conference has approved 
the principle of grouping automobiles 


for rate making purposes on records of 
with the various makes of 
This means that instead of having 
a company submit a car for approval for 
the purpose of securing a rating, that 
the underwriters will rate it on the ex- 
periences of the previous year.® For in- 
stance, if Buick turns out 50,000 cars in 
the previous and there are only 
ten internal origin, that the in- 
surance people will give Buick a better 
rating than a car of similar type which 
has had forty fires of internal origin. 
Gordon export manager of 


experience 


cars. 


year 
fires of 


Lee, the 


was surprisingly good, so this * 





Yellow Cab Manufacturing Co., appeared 
before the directors and appealed for a 
definition of what is a taxicab? At 
present it is shut out of the passenger 
car show because it is used for com- 
mercial purposes, but Lee contends that 
it should be classed as a passenger Car. 
The matter has been referred to the 
show committee. 

Directors attending the meeting were 
Alvin Macauley, H. H. Rice, W. E. Metz- 
ger, H. M. Jewett, John N. Willys, J. J. 
Brosseau, Windsor T. White, J. Walter 
Drake, C. C. Hanch and C. W. Nash. 





| 2000 Dealers Inquire 
About New Carin | 
Three Months 
| 
| 


CHICAGO. Feb. 3—More than 
2000 letters from automobile dealers 
inquiring about the Dort six-cylinder 

| ear have been received by the Dort 
Motor Car Co. since the six-cylinder 
model was announced last November, 
according to Elijah G. Poxson, assist- 
ant sales manager of the company, 
who is here attending the automobile 
show. Poxson said there was a large 
attendance of Dort dealers at the 
show and that a considerable number 
of new ones were signed up. 





ENGINEERS TO MEET SERVICE MEN 

NEW YORK, Feb. 3—Arrangements 
have been perfected for a joint meeting 
of the automotive engineers and service 
men of the industry Thursday evening, 
Feb. 8, at the Automobile Club of Amer- 
ica, under the auspices of the metropol- 
itan section of the Society of Automotive 
Engineers and the Automotive Service 
Association. A subject proposed by the 
service men, “Does Factory Engineering 
Work and Practice Give Full Considera- 
tion to Service Station Problems?” will 
form the discussion. 


B. B. Bachman, chief engineer of the 
Autocar Co. and formerly president of 
the S. A. E., will present the case for the 
engineers, while J. Willard Lord, local 
service manager of Harrolds Motor Car 
Co., will represent the service man. Lee 
J. Eastman, president of the Automobile 
Merchants Association of New York, will 
preside over the debate. A general in- 
vitation to the meeting has been ex- 
tended to the local automobile trade. 


HUNTINGTON DEALERS PLAN SHOW 

HUNTINGTON, W. Va., Feb. 1—The 
first annual automobile show to be staged 
under the auspices of the Huntington 
Automobile Dealers’ Association will be 
held March 6 to 10 in the Vanity Fair 
Building. G. B. Roberson, recently elect- 
ed secretary of the association, was made 
secretary and general manager of the 
show. Every automobile dealer in the 
city will have an exhibit. 


G. M. A. C. Has Financed Retail 
Sale of 274,775 Motor Vehicles 


Total of Accommodation Extended 
Up to Dec. 31, 1922, Was 
$337,600,000 


NEW YORK, Feb. 3—In less than four 
years of operation, reports issued by the 
corporation show, the General Motors 
Acceptance Corp. has financed under its 
retail plan sales of 274,775 cars, trucks 
and tractors, and under its wholesale 
plant 165,782 cars, trucks and tractors, 
exclusive of other General Motors prod- 
ucts and export shipments financed. 


The acceptance corporation confines its 
financing to the products of the General 
Motors Corp., by which it is owned and 
controlled. While it is difficult to deter- 
mine the extent of the part played by 
time sales in the sales and distribution 
operations of the automobile manufac- 
turer, the figures of the Acceptance cor- 
poration give an idea of the importance 
of an institution of this character. 

Up to Dec. 31, 1922, the reports show, 
financial accommodation of $337,600,000 
has been extended to dealers in General 
Motors products, classified as follows: 


Year Retail Wholesale Foreign 

1919....$ 9,989,019 $ 7,635,777 $ 3,256,192 
1920 46,639,170 37,578,470 19,830,994 
1921 39,725,007 34,370,140 3,361,881 
1922.... 73,583,845 53,982,910 7,593,509 





T’t’ls..$169,991,041 $133,567,297 $34,042,576 

Close ta $300,000,000 of its paper has 
been discounted and paid at maturity, 
and as of Dec. 31, last, it had outstanding 
obligations of approximately $45,000,000. 
In order to accommodate the growing de- 
mands of the business, General Motors 
Corp. subscribed and paid in an addi- 
tional $1,000,000 of capital funds in De- 
cember last. 

The condensed Balance sheet as of Dec. 
31, 1922, indicates the Acceptance corpo- 
ration has enhanced the strength of its 
position considerably in the past year. 
Total assets consisting practically en- 
tirely of cash and quick receivables are 
$54,645,799. Capital, surplus and profits 
are $6,309,256. Domestic obligations out- 
standing total $43,517,619. Total re- 
serves are $872,958. Interest and charges 
received and held in deferred income ac- 
counts are $1,117,984. 


NEW CADILLAC PARTS POLICY 
DETROIT, Feb. 1—Beginning Feb. 1 
the Cadillac Motor Car Co. will establish 


the policy of selling genuine parts for 
Cadillac cars in every section of the 


United States at a fixed catalog price. 
The policy will eliminate practices un- 
der which owners were charged war tax, 
freight or handling charge, varying ac- 
cording to the section of the country in 
which the purchase was made. 
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$1,751,521,408 Spent for Units 
Parts and Accessories in 1922 


These Figures Announced at Chicago 
Conference of Advertising Man- 
agers of M. A. M. A. 


Chicago, Feb. 3—A growing demand 
for automobiles more completely 
equipped was indicated by the opinions 
expressed at the conferences held here 
by the Advertising Managers’ Council of 
the Motor and Accessory Manufacturers’ 
Association. The major theme of the 
meeting was: “How can the parts and 
accessory manufacturers aid in de- 
veloping the market for specialized and 
fully equipped cars and trucks?” 

Ezra W. Clark, advertising manager of 
the Clark Equipment Co., of Buchanan, 
Mich., presided as chairman of the coun 
cil. In his opening address he said the 
Motor and Accessory Manufacturers’ As- 
sociation estimates the volume of parts, 
units and accessories sold to car and 
truck manufacturers for original equip- 
ment in 1922 at $982,952,384. Replace- 
ment business in parts and accessories, 
he said, was $768,569,024, making a 
erand total of $1,751,521,408 

Clyde Jennings, editor of Moror Ace, 
treated the conference theme from the 
standpoint of the automobile dealer. 

“The automotive merchant today,” he 
said, “is slowly realizing that he is a 
transportation merchant—that his sales, 
instead of being a completed article, are 
merely a means toward transportation, 
and that to round out this sale he must 
continue to sell this vehicle as long as 
it is being used for transportation. This 
means that he must supply maintenance 

at a profit—for this means to the end 
and that it is his duty to sell others 
things that go toward making this ve- 
hicle a better means to the end. 

“If this transportation merchant does 
his full duty toward his customer who 
buys transportation of him, he must have 
in stock for this man an ability to main- 
tain his car, to make it more comfortable 
(if that is what the customer wants or 
needs) and especially must he provide 
for his customer the equipment that 
makes for safety and conformity with 
the laws of the community wherein this 
car is used. By the latter I mean that 
he must be sure that the lamps on this 
car are within the law, that he has the 
material and the ability to care for the 
brakes, and similar operations. 

“So, from a dealer point of view, I 
should venture that the parts and equip 
ment manufacturer could best devote his 
talents and money to advertising trans 
portation with a view of helping th 
dealer sell the complete units of trans 
portation in which these parts are of 
fered to the public.” 





Edward S. Jordan, president of the 
Jordan Motor Car Co., said the deter- 
mining factor in industry is merchandis- 
ing. He believes that neither production 
nor engineering is the problem which 
must be considered most carefully in the 
future. He pointed out that many deal- 
ers failed last year. 

L. B. Dudley, advertising manager of 
the Federal Motor Truck Co., Detroit, 
Mich., discussed the theme from the 
standpoint of the truck manufacturer. 

William Mack, sales manager, Borg & 
Beck Co., stressed in his paper on the 
theme “In Relation to the Parts Manu- 
facturer,” the necessity of the parts 
manufacturer giving instruction to the 
dealers upon the proper care and 
servicing of the essential units of the 
automobile. 

W. O. Rutherford, vice-president of B. 
F. Goodrich Rubber Co., made a brief 
address commending the advertising ex- 
ecutives upon their own unselfish co- 
operative work in the interest of the 
automotive industry as a whole. 





Cole Dealers Report Sales 
Activity From New Policy 


CHICAGO, Feb. 1—Cole distributors 
dined at the Congress last night and re- 
viewed the results of the new Cole 
policy, announced at the New York 
show, when the price was_ reduced 
materially and a decision reached to 
refuse trade-ins, and for each distrib- 
uter to eliminate his used car depart- 
ment. The consensus of opinion at the 
dinner was that the move has been pro- 
ductive of great activity in sales and 
that the publiec’s interest in the new 
policy was decidedly keen. Among those 
who spoke were C. A. Vane, general 
manager of the National Automobile 
Dealers’ Association, and John Splane of 
the Martin V. Kelly Co. 


1922’s eo Year 
Produced 110,269 Cars 


CHICAGO, Feb. 3—One of the most 
largely attended dealer meetings of show 
week was the dinner given Thursday 
night at the Blackstone by the Stude- 
baker Corp., for more than 500 of its 
dealers. The toastmaster was H. A. 
Biggs, vice-president, and addresses 
were made by H. P. Harper, general 
ales manager, and Dr. M. S. Rice of 
Detroit. 

Biggs announced that Studebaker 
production in 1922 was 110,269 cars, as 
ompared with 66,643 in 1921, 51,471 in 
1920, 39,356 in 1919 and 23,864 in 1918. 
vealers were told that ever effort would 
’e made this year to supply them with 
he types of cars they need when they 
eed them. 


Measure Aimed at Memorial 
Day Contest Loses Support 





Indiana American Legion Backed 
Bill That Would Have Prevented 
Indianapolis Speedway Affair 





INDIANAPOLIS, Feb. 5—The bill in 
the Indiana legislature to prohibit com- 
mercialized sports on Memorial day, the 
effect and purpose of which would be 
to prohibit the annual 500-mile speed- 
way automobile race, now seems doomed 
to die in the House, where it is up for 
second reading. 

Originally sponsored by the State 
American Legion, the bill was introduced 
in the Senate, where it passed with only 
a few votes against it. In the last two 
weeks opposition to the bill has been 
growing and nearly all the civic and 
business organizations have gone on 
record against it. At first only a fev 
local posts of the American Legion were 
against the bill, but now nearly all are 
opposed to it, despite the great pressure 
of some Legion officials and the Legion's 
legislative committee. 

The swing against the bill and its ef- 
fect on members has been growing daily. 
Saturday a member of the House, who 
introduced a similar measure early in 
the session, came out against the bill 
and most of the representatives from in 
and around Indianapolis are opposed to 
it Opposition of ‘leading citizens and 
clubs has been aroused until now it ap- 
pears that there is almost unanimous 
sentiment against it. The clubs are 
taking an active stand against the meas- 
ure by resolutions, advertising in news- 
papers and other means. The cumula- 
tive effect of this effort has changed the 
sitnation in the last 10 days 

A statement issued by Representative 
Ralph Updike, who in the early days of 
the session was a strong proponent of 
the bill, sums up the situation. He said: 
“When I entered the fight to pass the 
Memorial Day bill I believed the people 
of Marion County and Indianapolis were 
almost solidly behind it, and I was con- 
vinced the American Legion of the State 
would give the bill undivided support. 
Since the bill has been considered, how- 
ever, I have become convinced that the 
people of the State and Marion County 
feel that it would curtail their liberties.” 

Minority Floor Leader Gottschalk 
said: “About a week ago I thought the 
House members were about evenly di- 
vided. It doesn’t look that way now. 
Forces of opposition are being aug- 
mented daily.” 


LINCOLN TAX CLAIM SETTLED 

DETROIT, Feb. 2—Settlement of the 
United States Government claim against 
the Lincoln Motor Car Co. was made in 
the Federal Court here for $1,500,000 
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Greatest Tire Production in 
History Planned for Spring 


All Factories in Akron District 


Taking Steps to Enlarge 
Their Outputs 


AKRON, O., Feb. 5—Tire manufactur- 
ers in the Akron district are planning 
the biggest production spurt in the his- 
tory of the industry. 

With the spring demand for tires both 
from dealers and automobile manufac- 
turers unprecedented, every tire factory 
within the next month or six weeks will 
go to a production ticket which will ex- 
ceed the respective peaks of output 
reached in 1920. 

The Miller Rubber Co., with not 
enough to fill standing orders for tires, 
will tax its plant to the limit and will 
climb to 8,500 tires a day—500 beyond 
the plant’s normal daily capacity. The 
Firestone Tire & Rubber Co. is reported 
to be laying plans for a daily output of 
30,000 tires—more than Firestone has 
ever before produced. Goodyear, it is 
understood, is also laying plans for a 
jump in output to anywhere between 
35,000 and 40,000 casings a day, while 
the General Tire & Rubber Co. is rush- 
ing the work of installing machinery in 


its three new factory additions, so as to 


double 2500 tires 


a day. 


present production of 

These production increases are an- 
nounced in the face of the fact that 
nearly all manufacturers since last fall 
have been running their plants at steady 
gait, building up a reserve now esti- 
mated at more than 5,000,000 tires, so 
as to be prepared for the spring rush. 

Conservatism—a costly lesson learned 
when the tire industry took its precipi- 
tate slump in the early summer of 1920 

has again been thrown to the winds. 
Forgetful, apparently, of the fact that 
they all promised themselves and each 
other that never again would they be 
caught with such an unnecessary sur- 
plus of tires as was responsible largely 
for the fact that it took the industry 
two years to recover from its slump, 
manufacturers are steadily building up 
finished inventories and stocking 
their warehouses. 

The _ price made_ effective 
early in January by practically all com- 
panies, instead of slowing up sales, ap- 
parently have materially stimulated 
Dealers everywhere are ordering 
heavily for the spring and are showing 
unrestrained optimism as to the spring 
business. 


goods 


increases 


sales. 


EQUIPMENT CONVENTION DATE 

CHICAGO, Feb. 5—Announcement is 
made by the executive committee of the 
National Association of Farm Equipment 
Manufacturers that the thirtieth annual 
convention of that organization will be 
held in Hotel Statler, Cleveland, Oct. 24- 


26, 1923. 
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FISK ENLARGES 

CHICOPEE FALLS, Mass., Feb. 3 

Fisk Rubber Co., which has been produc- 
ing at the rate of about 14,000 tires and 
as many tubes daily here for several 
months past, has opened the new year 
with expanding production. It is stated 
by the company that its orders now 
waiting to be filled are 78 per cent larger 
than those of a year ago. It is further 
stated that the company has sufficient 
raw materials on hand to meet all re- 
quirements up to July 1. 


PRODUCTION 


Tire Company Ordered to 
Desist From Unfair Methods 


WASHINGTON, Feb. 5—The Federal 
Trade Commission on Feb. 2 issued a 
cease and desist order against the Amal- 
gamated Tire Stores Corporation, of 
New York City, by which the concern 
must refrain from certain unfair meth- 
ods of competition in the advertisement 
and sale of automobile tires. 

The Amalgamated Tire Stores Corpora- 
tion, the Commission found, bought tires 
from concerns which could not afford to 
hold their stock and therefore sold to 
the respondent at substantially reduced 
prices. A great portion of the tires so 
bought, it was found, are tires known to 
the trade and general public as “sec- 
onds” and in many instances were sold 
by the respondent as tires of first qual- 
ity. 

The order specifically prohibits the 
corporation from advertising or selling 
tires as being tires of “strictly first” or 
“absolutely first” quality unless such 
terms correctly and properly describe the 
tires so designated. 


‘ 


SYRACORD TIRE FORMED 

SYRACUSE, N. Y., Feb. 1—Formation 
of the Syracord Tire & Rubber Co., Inc., 
to bid in the assets of the defunct Syra- 
cuse Rubber Co., has been completed by 
creditors of the bankrupt company. 
Federal Judge Frank C. Cooper has or- 
dered a sale of the property Feb. 15, 
and at that time the new company will 
acquire the assets at a nominal cost and 
continue the operation of the plant here. 


RICKENBACKER OFFERS PRIZE 

CHICAGO, Feb. 1—Eddie V. Ricken- 
backer, vice-president of the Ricken- 
backer Motor Co. in America, flying ace 
in the world war, has offered a $5,000 
trophy to be awarded annually to the 
winner of a glider contest. Rules gov- 
erning the contest, which must be held 
in America, are similar to those used in 
awarding the Pulitzer airplane trophies. 

MOON MAKES NEW RECORD 

ST. LOUIS, Feb. 5—Sales of the Moon 
Motor Car Co. in January came within 
71 cars of equaling the total sales for 
the first four months of last year, accord- 
ing to an announcement made by the 
company. The factory is now building 
cars at the rate of 1250 a month and 
expects to increase this output after 
March 1 to 1500 a month. 
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Tall Figuring! To the Sun and 
Back 2000 Times on Goodyears 


Akron Company Indulges in Statis- 


tical Spree in Celebration of 
Making 50,000,000th Tire 


\KRON, O., Feb. 5—Demon §statisti- 
cians wiped their tortoise shell rimmed 
spectacles, sharpened their pencils and 
did some tall figuring when the Good- 
year Tire & Rubber Co., on Jan. 31, 
turned out the fifty millionth pneumatic 
automobile tire the company has made. 

They figured that these 50,000,000 
Goodyear tires would have a _ total 
mileage record of at least 375,000,000,000 
miles—enough tire mileage to make 
more than 2000 round trips to the sun 
and more than 785,000 round trips to the 
moon, 

They estimated that the rubber con- 
sumed in the manufacture of those 50,- 
000,000 tires represented the yield for 
i100 years of 1,000,000 rubber trees, or 
the yield for one year of a billion rubber 
producing trees. 

They figured that it would take 27,762 
freight cars or a train of cars 210 miles 
long to ship at one time all the auto- 
mobile tire Goodyear has made. 

That the tires, if piled on top of each 
other, would mount into the air 3,155 
miles. 

That if laid tread to tread they would 
form a strip 23,630 miles long. 

That they would equip all the auto- 
mobiles made in the world during the 
last six years. 

Goodyear factory whistles in Akron 
and at all subsidiary tire plants and 
subsidiary cotton mills were blown 50 
times in celebration of the 50,000,000th 
tire. 

Last June 8, or less than 8 months 
ago, Goodyear completed its 45,000,000th 
tire, which means that the company has 
produced more than 5,000,000 automobile 
tires in less than 8 months. 

Hunting through old records of the 
company it is found that it took the 
Goodyear factories from 1898, when they 
were started, to 1912, or exactly 14 years, 
to turn out the first 1,000,000 tires. 

Now Goodyear makes a million tires 
about every 45 days. 

These figures. do not include several 
million solid truck tires and pneumatic 
bicycle and motorcycle and carriage 
tires made by Goodyear. 

Of the 50,000,000 Goodyear tires, the 
Akron factories have turned out 45,110,- 
000. The California plant at Los An- 
geles has made 1,730,000, and the Ca- 
nadian plant has turned out 3,160,000. 

BIG TRUCK ORDERS START YEAR 

CHICAGO, Feb. 2—Orders from fleet 
owners for trucks received in January 
by the Diamond T Motor Car Co. totaled 
58, in groups of from four to 18, accord- 
ing to an announcement made today by 
Cc. A. Tilt, president of the company. 
Among the largest purchasers were 
packers and express companies. 











February 8, 1923 


Oakland Educational Film 
Shows Best Selling Methods 


CHICAGO, Feb. 3—An_ educational 
film, which will be used for dealer meet- 
ings around the country, was shown by 
the Oakland Motor Car Co. at the an- 
nual dealers’ dinner of the Chicago 
branch. The film, of five reels, tells in 
words and pictures the motor car’s place 
n the business and social life of the 
ountry, illustrates the 1923 business 
outlook, shows the processes in the 
building of the Oakland car, and con- 
cludes with a sales feature. The latter 
takes the audience through the steps of 
selling the car from the time the pros- 
pect, a used car owner with an exag- 
gerated idea of the car’s value, first puts 
himself in touch with the sales staff 
ifter reading a dealer’s Oakland news- 
paper advertisement. 

Special stress is put on demonstration 
is the basis of making the new car sale 
and keeping down ‘the used car allow- 
ance. Emphasis also is put on neatness 
ind courtesy in the salesroom and ol! 
newspaper, billboard and mail advertis- 
ing by the dealer. The picture was pro- 
duced by the Atlas Educational Film Co 


Dealers’ Association of 
Kansas City Extends Scope 


KANSAS CITY, Mo., Feb. 3—The 
membership scope of the Kansas City 
Motor Car Dealers’ Association has been 
extended, to take in the dealers of 
Greater Kansas City. This expansion 
has been brought about through the 
work of the Used Car Committee of the 
association, which has been spreading 
its ideas in the surrounding community. 
A meeting of the Used Car Committee 
was held recently, at which practically 
all the dealers of Kansas City, Kan., and 
of Independence, Mo., were present. 
Four of the Kansas City, Kan., motor 
car dealers became members of the 
Motor Car Dealers’ Association imme- 
diately, and others are expected to join 
oon. Ten dealers of Independence, Mo., 
have signified their desire to join. They 
became associate members, since in most 
ases the cars they handle are already 
represented by distributors. 


WILLS REORGANIZATION DISCUSSED 

DETROIT, Feb. 3—A meeting of rep- 
resentatives of creditors, bankers and 
tockholders of C. H. Wills & Co., was 
held this week, at which plans for re- 
organization of the company were dis- 
cussed informally. It is expected that 
i basis for the reorganization has been 
established, which all persons at inter- 
st will find acceptable. Final decision 
will be made next week and following 
this an early termination of the receiv- 
ership is hoped for. 

Complete confidence was expressed by 
the conference in the future of the com- 
pany under the reorganization Difficul- 
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View From Oakland Film 
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“Close up” of Oakland phaeton, 


The speaking program was brief. L. 
J. Brooking, Chicago branch manager, 
was toastmaster. He introduced George 
H. Hannum, president and general man- 


ties under which the company has la- 
bored since its organization will be re- 
moved, a spokesman for the committee 
said, and it will be enabled to market 
its product under favorable conditions. 

The company has been meeting a 
sood volume of business at shows in the 
past month, the spokesman said, and the 
popularity of its models has been fully 
borne out. 


RAIL AND MOTOR MEN CONFER 

NEW YORK, Feb. 2—Steps looking 
toward the coordination of rail, motor 
and water facilities, as a relief of the 
transportation problem, were taken at 
an informal meeting of the executives of 
the three branches held in the offices of 
the United States Chamber of Commerce 
of this city, on call of Julius H. Barnes. 

The two-day conference, which was 
concluded Saturday, authorized the ap- 
pointment of a general committee to 
make a survey of the problem and sug- 
gested the formation of a general com- 
mittee to carry on research work. 

MONTANA DEALERS ORGANIZE 

BUTTE, Mont., Feb. 3—Automobile 
dealers from every section of the state 
organized the Montana State Automotive 
Trades Association at a meeting held in 
Butte Jan. 23 and 24. Fifty distributors 
and retailers attended the organization 
meeting which will be followed by an- 
other in Helena within a few weeks. By 
that time the association hopes to have 
a membership of 300. 

Directors of the organization elected 
at the Butte meeting are: R. N. Hitch- 
cock, Butte; H. O. Bell, Missoula; Fred 
M. Farrell, Lewistown; A. P. Heaney, 
Great Falls; H. S, Benson, Helena, and 
George D. King, Billings. 





showing flexibility of the car 


ager; C. J. Nephler, general sales man- 
ager, and representatives of the General 
Motors Acceptance Corp. Dealers were 
present from Illinois, Indiana and Iowa. 


Overland Dealers Win Gold 
Watches in Sales Contest 


CHICAGO, Feb. 1—The feature of the 
Overland dinner at the Congress last 
night, which was attended by more than 
600 dealers, was the presentation of 
gold watches to the salesmen who par- 
ticipated in the national retail sales con- 
test, which lasted throughout 1922. More 
than 8000 salesmen were in the contest 
and the leader was J. P. Haggot of the 
Overland Wisconsin Co. of Milwaukee, 
who had a record of having sold $128,000 
worth of Overlands at retail during the 
year. This same agency had seven 
salesmen in the first 100 in the contest. 
C. J. S. Phillips of Toledo was second to 
Haggot, only a few thousand dollars be- 
hind. L. R. Randall of the Dayton-Over- 
land Co., Dayton, O., and L. D. Wood- 
ward of the Southern Tier Motor Co., of 
Elmira, N. Y., were third and fourth. 

Haggot is 38 years of age and has 
been with the Milwaukee concern for 
the last year and a half, although he has 
been selling Overlands since 1912, hav- 
ing been with Gibson of Indianapolis 
and Simons of Detroit. 

John N. Willys and Sales Manager Roy 
Peed were the speakers of the evening 
and enthused the big crowd with Over- 
land optimism. 


NEW ORLEANS DEALERS ELECT 

NEW ORLEANS, La., Feb. 1—At the 
annual election of the New Orleans Au- 
tomobile Dealers’ Association, A. H. Bor- 
den succeeded W. P. Parkhouse as pres- 
ident; Gus D. Revol, succeeded A. R. 
Roberts, as vice-president, and E. D. Fin- 
ley succeeded Fred Oster, as secretary. 
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February Production to 
Exceed That of January 


Makers Are Increasing Schedules, 
Expecting Difficulties of 
Delivery in Spring 


DETROIT, Feb. 3—Production in Feb- 
ruary will show a general increase over 
January schedules, releases to parts 
makers in this month running in excess 
of the January figures, and also indicat- 
ing that factories are making additions 
to their stocks of materials in anticipa- 
tion of increased difficulties in getting 
deliveries. The freight situation is bad, 
interfering alike with shipments and in- 
coming freight. Western shipments are 
normal. 

Except in the more prominent makes, 
dealers have been slow to stock cars for 
spring trade and this situation, coupled 
with the serious tie-ups at several rail- 
road terminal points, is causing consid- 
erable anxiety. Dealers are already 
calling for cars which cannot be moved 
in adequate volume to destinations in the 
east and south. Until it is possible to 
drive cars away it is likely there will 
be shortages in certain makes in these 
sections. 

Storage space at the plants and about 
the cty is nearly filled with the excess 
of finished cars built in December and 
January and until these are shipped man- 
ufacturing will be somewhat below sales 
volume. There continues to be a heavier 
demand for enclosed cars than the sup- 
ply, though manufacturers for the most 
part are now about caught up with this 
and except on scattering models are able 
to make prompt shipments. 

Ford Motor Co. will build about 127,000 
cars in February and reports orders 
from dealers approximating 150,000. The 
company declares these figures bear out 
its advertised statement, that there would 
be a shortage of cars in the spring. Un- 
til it completes the additions to its body 
and assembly plants in several sections 
of the country volume of production will 
not be much increased. Enclosed car 
business is running about 40 per cent 
of the gross. 

Chevrolet is increasing its sales vol- 
ume gradually and with the completion 
of its new plants soon will be in produc- 
tion of about 2000 cars daily. Shipments 
are now aggregating 1200 to 1500 cars 
daily, with a record single day in Janu- 
ary of 2158. In the other low priced 
lines Gray is approximating 100 cars 
daily and Star at the Lansing plant of 
Durant Motors about 200. 

Buick is continuing production at a 
rate approximating 700 daily and Dodge, 
600 to 650; Studebaker, 500 to 550; Hud- 
son-Essex, 250; Maxwell, Chalmers and 
Paige-Jewett, 200; Hupp, 125, and Olds- 
mobile is running at about the same fig- 
ure; Oakland, 100; Dort, 50 to 75; Reo, 
50 to 75 passenger and 50 speed wagons; 
Fickenbacker, 40; Durant, about 50 Du- 
rant fours; Columbia, 30 to 40, and Earl 
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Motors is operating at about the same 
rate. 

In the high priced lines Cadillac is 
building at a volume closely approximat- 
ing capacity and is gradually extending 
its production facilities. Output is run- 
ning 100 to 125 daily, a large percentage 
of which is in enclosed Packard 
is building 60 to 75 daily and will in- 
crease this as additional factory facili- 


cars. 


ties are increased. 





Thieves Get Tires By 
Fake Telephone 
Calls 


PHILADELPHIA, Feb. 3—Thieves, 
by means of fake telephone calls, 
have been obtaining many tires from 
local garages, especially in the sub- 
urbs. They telephoning 
a garage that a business firm in the 
district needs two or more tires and 
that a messenger will be sent for 
them. The name of an official of the 
business house, usually that of the 
purchasing agent, is used in making 
the telephone call. The “messenger” 
gets the tires and later, when the firm 
receives a bill, and protests, the trick 
is revealed. Some garages have lost 
more than $100 apiece in this way. 


operate by 





PROPOSES TUNNEL FOR PARKING 
BALTIMORE, Md., Feb. 3—An ambi- 
tious plan to relieve the automobile park- 
ing situation in the downtown section of 
Baltimore, a problem which has been of 
considerable has been taken up 
by the City Council. A resolution has 
been passed by the First Branch calling 
upon the city engineers to report upon 
the feasibility of the construction, of a 
tunnel under St. Paul street for a dis- 
tance of five squares. It is said that 
there is but little chance of the prospect 
being carried out at present, 
because of the lack of 
work. 


worry, 


however, 
funds for the 


RECEIVER FOR DOUGLAS CORP. 

OMAHA, Feb. 3—On application of 
ten stockholders, District Judge Day ap- 
pointed Charles H. Johns receiver of the 
Douglas Motors Corp. and fixed the bond 
at $35,000. 

The corporation was organized in 1916 
for the manufacture of trucks and trac- 
tors with a capital stock of $1,000,000. 


GALESBURG DEALERS ELECT 


GALESBURG, IIL, Feb. 3—Officers of 
the Galesburg Automotive Dealers’ Asso- 
ciation have been elected as follows: 
President, E. T. Byram; vice-president, 
W. C. McCullough; secretary and treas- 
urer, Lee W. Wright. It was decided 
to hold the annual show March 6 to 10 in 
the armory. 


February 8, 192° 


January Automobile Sales in 
Texas Better Than Year Ago 


Improvement Is Widespread and 
Indications Are That It Will Con- 
tinue Through February 


DALLAS, Tex., Feb. 4—The actual re- 
tail sales of automobiles by Dallas deal- 
ers during the first month of the year 
were considerably greater than was ex- 
pected. If there is any slowing up in 
business lines, the retail automobile 
dealers have not seen it here. The sales 
for January were about 10 per cent 
greater than for the same month of the 
previous year. The indications were, 
dealers said, that the automobile busi- 
ness would continue brisk through Feb- 
ruary. In March they expect a big trade 
as a result of the automobile show. 
April business, the retailers say, should 
be about normal, while things will prob- 
ably slow up in May and June. 

Houston retailers had a better busi- 
ness in January than they did for the 
same month of 1922. Waco dealers re- 
ported sales increased. Fort Worth re- 
tailers reported better trade, and Wichita 
Falls said the sales were holding up. 

Accessory dealers experienced _ in- 
creased business because of fine weather 
and much traveling and use of cars. 
Tire men also reported increased busi- 
ness. Garage men said their trade was 
normal and truck salesmen said more 
trucks were being sold. 

East Texas dealers were not reporting 
any increase in sales. 


STANDARD PROMISES NEW CAR 

PITTSBURGH, Pa., Feb. 5—A new 
four-cylinder car at an attractive price 
is promised by the reorganized Standard 
Motor Car Co. which takes over the old 
company of that name. The old company 
was a subsidiary of the Standard Steel 
Car Co., which has disposed of its entire 
automotive interest to the new corpora- 
tion headed by Don C. McCord. The old 
company manufactured the Standard 
eight-cylinder car. 

It is stated that in bringing out a new 
four-cylinder car the company will con- 
tinue the eight. Promise is made that 
the new model will be in early produc- 
tion in both open and enclosed models. 

CHEVROLET PORTLAND OFFICE 

PORTLAND, Ore., Feb. 2—The Chev- 
rolet Motor Co. has opened a new zone, 
to be known as Zone No. 19, to handle 
the territory of Oregon, Washington, 
Idaho and western Montana, with Port- 
land as the headquarters. F. N. Coats, 
general western sales manager with 
headquarters in Oakland, was in Port- 
land and completed the arrangements. 
W. J. Richmond, formerly territory man 
for the Chevrolet in this district and 
more lately assistant to Coats at Oak- 
land, has been named zone manager. 
The Chevrolet building, erected specially 
for the company two years ago last fall, 
will be headquarters. 
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Hupp Dealers Get Tips on How 
To Sell 40,000 Cars This Year 


Competition to Be Keener Than 
Ever Before, Says Sales 
Manager Hutchinson 











CHICAGO, Feb. 3—-At the Hupmobile 
dealers’ meeting here this week figures 
were presented showing the sale of Hup- 
mobiles as gaged by 
shipments from the 
factory, by months 
for the last four 
years. These figures 
showed a total of 
34,168 cars sold in 
1922, as compared 
with 13,623 in 1921, 
19,225 in 1920 and 
17,442 in 1919. 

The schedule for 
1923, which has 
been previously an- 
nounced, is 40,000. 
At this meeting O. 
C. Hutchinson, gen- 
eral sales manager, stated that distribu 
tors and dealers have asked for 43,000 
cars in 1923, but he said the present 
factory capacity will not permit the pro- 
duction of more than 40,000. He advised 
dealers to build up and maintain thei 
sales organizations at the highest effi- 
ciency because he expected competition 
to be keener this year than ever before 
He gave them some sound selling advice 





Charles D. Hastings 


President Charles D. Hastings made a 
brief talk, telling the dealers that the 
Hup company proposes to maintain its 
high standard of quality and assuring 
them that general business conditions are 
favorable for the best sales year in the 
company’s history. He said the only dis- 
turbing factors are the labor situation 
and the railroad problem. Expert fac- 
tory labor is getting scarce, he said, and 
the tendency is for higher wages, which 
necessarily will be reflected in the cost 
of building cars. Freight embargoes, he 
said, have resulted in a considerable 
damming of deliveries, especially in the 
east, and when the weather opens up he 
expects an extraordinary demand for 
freight cars. 

Hupmobile factory sales by months for 
the last four years were as follows: 


1919 1920 1921 1922 
January 681 1,581 107 1,633 
February 1,247 2,088 627 1,761 
March 1,366 2,331 1,312 3,005 
April 1,542 1,229 1,275 3,806 
May 1,491 1,825 1,514 3,662 
June 1,466 2,002 1,753 3,822 
July 1,330 2,213 1,907 3,571 
August 2,010 2,770 1,502 3,383 
September 2,000 2,081 684 3,289 
October . 2,018 561 643 3,438 
November . 2,007 436 1,204 1,843 
December 1.284 608 805 955 


President Hastings said that in Janu- 
ary, this year, the shipments from the 
factory were 3,474. Sales have made a 
remarkable start for the year, he said, 
102 cars having been sold at the Cleve- 
land show, 88 at the Detroit show and 
60 in the first four days of the Chicago 
show. 
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FINANCE ASSOCIATION REPORT 

CHICAGO, Feb. 2—Results from the 
announcement of a set of principles for 
the standardization of practices in the 
financing of retail automobile sales have 
been highly gratifying, according to C. L. 
Wolf, secretary of the Central Auto 
Finance Association, the organization 
which promulgated the principles. 

Wolf said that dealers generally have 
cooperated willingly in maintaining the 
standards set up for the guidance and 
protection of both the dealer and the 
financing company. He said the princi- 
ple against the financing of used cars 
more than four years old had proved 
of great advantage, and that as general 
rule the class of time payment paper 
offered by dealers has shown considerable 
improvement. 


A. S. A. REDUCES DUES 

BROOKLYN, Feb. 1—The Automotive 
Service Association of Brooklyn at its 
January meeting reduced proprietary 
membership dues from $50 to $10. A 
drive will be undertaken to secure more 
members in this class which is a firm 
membership with the privelege of dis- 
playing the A. S. A. membership emblem 
in various ways. The income from this 
source of membership will be used in a 
newspaper advertising campaign to edu- 
cate car owners to better service and 
particularly to patronize member shops 
which will be rigidly held to standards 
of efficiency. 


SPRINGFIELD, 0. SHOW FEB. 19 

SPRINGFIELD, O., Feb. 3 Sixty 
cars will be exhibited at the automobile 
show which will be given in Memorial 
Hall during the week of Feb. 19. All of 
the members of the Springfield Auto 
Dealers’ Association signed up to exhibit 
at the show. Fred Moyer, of the Ford 
agency, is chairman of the dealers’ ex- 
hibit committee. Beginning next week 
the association will hold regular weekly 
meetings in the new home of the Cham- 
ber of Commerce when details regarding 
the show will be worked out. 


RUGGLES EXHIBIT AT CHICAGO 

CHICAGO, Jan. 31—An exhibit of Rug- 
gles motor trucks was shown at Hotel 
Sherman during the Chicago show and 
dealers attending the show were espe- 
cially invited to see it and discuss sales 
possibilities. 


Prize Offered for 
Most Courteous 
Traffic Cop 


SPRINGFIELD, 0O., Feb. 3—The 
Springfield Automobile Club is offer- 
ing a prize in money to the traffic 
officer who is voted the most cour- 

| teous one. It is the idea of Secretary 
Brydon, who hopes it will teach the 
pedestrian as well as the motorist to 
watch the traffic officers for signals 
and tend greatly to reduce accidents. 








Sustained Buying Interest 
Forecast for Early Months 





Results at Shows Held Thus Far 
Exceed Most Optimistic 
Expectations for 1923 





NEW YORK, Feb. 5—January estab- 
lished a new record in the production 
history of the industry for that month 
and also showed a substantial increase 
over December in the number of cars 
and trucks produced. This report is 
accompanied by encouraging advices that 
there is a general improvement in the 
rail situation, insuring better delivery of 
materials and finished products. 

Automobile producing plants are enter- 
ing February on schedules based on re- 
turns from centers where shows have 
been held thus far this year. At all of 
the shows there has been strong proof 
of a well sustained buying interest. Fol- 
lowing the holding of the New York ex- 
hibit, a noticeable improvement in sales 
was apparent. 

Optimistic reports received from deal- 
ers and distributors at the second big 
show of the season which closed at Chi- 
cago last Saturday point to the main- 
tenance of sales at a high level for the 
early months of the year. This outlook 
does not pertain to any one section of 
the country and is shared by dealers in 
districts, such as the Northwest, where 
recovery from the business depression 
has been slow and where sales as a re- 
sult have suffered a severe check. 


Part Orders Received 


Orders for parts are: being received 
in good volume and extend over a period 
of three months. Indicative of the en- 
viable position by this branch of the in- 
dustry in 1922 is the estimate for the 
year’s business which places total sales 
of parts, units and accessories to ve- 
hicle manufacturers at $982,952,000. This 
with the value put on replacements of 
$768,869,000, brings the aggregate busi- 
ness for the twelve months to the un- 
precedented figure of $1,751,521,000, only 
$35,000,000 less than the approximated 
wholesale value of cars and trucks pro- 
duced in that period. 

Better conditions prevail among truck 
manufacturers with schedules moving 
forward to meet the more active demand 
expected to come with the approach of 
spring. Concentration of manufacturing 
facilities is still being placed to a great 
extent on production of motor buses for 
which there is a steady and wholesome 
call throughout the country. 

A stronger disposition is apparent 
among farmers to make more extensive 
purchases this spring and this will have 
a marked bearing on both truck and 
tractor output. Trucks have been finding 
their readiest market in industrial cen- 
ters, but agricultural districts are loom- 
ing up as an important factor in their 
consumption. 








36 


MOTOR AGE 








Anti-Knock Solution for All Gasoline in 
Two Years, Says Kettering—New Olds Model 


Head of General Motors Research Corporation Pictures Great Era 
of Fuel Economy With Development of High 
Compression Engines 








CHICAGO, Feb. 3—Two important an- 
nouncements were made Wednesday 
night at the Oldsmobile dealers’ dinner 
at the La Salle Hotel, at which more 
than 300 were present. 

A. B. C. Hardy, president of the Olds 
Motor Works, announced that a new low 
priced car would be added to the Olds- 
mobile line, probable in less than a year, 
and C. F. Kettering, president of the 
General Motors Research Corp., an- 
nounced that within two years the Gen- 
eral Motors will be producing tetra 
ethyl lead, the anti-knock solution an- 
nounced last summer, in sufficient quan- 
tity to immunize enough gasoline to sup- 
ply all the filling stations in the United 
States. 

The tetra ethyl lead solution is de- 
signed to prevent detonation or knocking 
in gasoline engines, even when a very 
high compression ratio is used. Ket- 
tering said its use would permit the 
designing of engines of sufficiently high 
compression to double or even probably 
quadruple the average mileage now ob- 
tained from a gallon of gasoline. He 
said the solution is now being added to 
150 gallons of gasoline dispensed daily 
from one filling station in Dayton, O. 

Production plans of the General Mo- 
tors, Kettering said, now call for an out- 
put of the solution by July 1 sufficient to 
immunize 150,000 gallons of gasoline a 
day and that every 30 days thereafter 
the volume would be increased  suffi- 


C.B. Veorhis Salen as Vice 
President of Nash Motors Co. 


CHICAGO, Feb. 1—C. B. Voorhis is re- 
tiring from active connection with the 


automobile industry, in which he has 
been a prominent 
figure for many 
years, the announce- 
ment being made 
jointly today by 
President C. W. 
Nash and Voorhis 
that the latter has 
resigned as vice- 
president and direc- 
tor of sales of the 
Nash Motors Co. 
Earl H. McCarty, 
who was brought 
into the organiza- 
tion a year ago, from > 
Studebaker, where C. B. Voorhis 
he was assistant to H. A. Biggs, will 
take over the direction of sales. 

A year ago Voorhis found that his 
personal affairs were demanding so 
much time that he wanted to retire then, 
but Président Nash induced him to re- 
tain direction of sales for another year. 
So McCarty was brought in, and since 


ciently to take care of another 150,000 
gallons a day. 

Hardy did not give details of the new 
Oldsmobile model. He said it would be 
a popular car, designed to attract a 
great many persons to the Oldsmobile 
retail stores. The present Oldsmobile 
models will be continued, he said. 


Hardy and other officials of the Olds 
company spoke of the ambition of the 
company to attain third place among all 
companies in the production of auto- 
mobiles. Policies are being directed 
toward that end, Hardy said. 

On the used car question Hardy gave 
the same advice that he gave the Olds- 
mobile dealers in New York: “From now 
on you dealers are in the business of 
buying and selling used cars,” he said. 


“Your success will not depend upon any 
so-called solution or combination of 
dealers, but upon the application by 
each of you of sound business princi- 
ples in buying and selling. If there is 
a dealer in your community who is mak- 
ing too high allowances on used cars, 
you and the other honest dealers ought 
to send him all the trades that you can- 
not make. If you will just help him 
along that way to make the high trades, 
his banker will help you to put him out 
of business and it won’t take very long.” 

Guy H. Peasley, general sales manager 
of the Olds company, presided as toast- 
master. 








then has been studying carefully the 
Voorhis system, which has brought so 
much business to the house of Nash. 

Voorhis will retain his residence in 
Kenosha and he will continue to be sub- 
stantially interested in Nash Motors and 
also in a number of Nash distributing 
organizations, though the major share 
of his activities will be engaged by in- 
terests outside of the industry. 

It will be remembered that Voorhis’ 
connection with Nash dates back to Gen- 
eral Motors days, when Nash was head 
of General Motors and Voorhis general 
sales manager of the Oakland Motor Car 
Co. When Nash took over the old Jef- 
fery plant and changed the name to Nash 
Motors, Voorhis was one of the first 
executives selected for the Kenosha en- 
terprise. 

NEW YORK TIRE MEN ELECT 

NEW YORK, Jan. 22—At the annual 
meeting of the Greater New York Tire 
Dealers’ Association, the following offi- 
cers were elected: President, Walter E. 
Layman; secretary, R. H. Johnston; 
treasurer, John F. Boh; directors, George 
D. Brown, George J. Burger, Arthur W. 
Delaney, H. J. Dorman, O. Goldberger. 
D. T. Morris, W. C. R¥ynolds. 
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To Protest Against British 
Rubber Restriction Laws 


Manufacturers Here Appoint Com- 
mittee to Enter Plea Against 
High Price Incentive 


CHICAGO, Feb. 1—A committee to for- 
mulate a protest against the British rub- 
ber restriction act, to which the rapid 
and marked advance in the price of crude 
rubber is largely attributed, was ap- 
pointed by the Midwest Rubber Manufac- 
turers’ Assn. in its annual meeting here. 
Thomas Follen, president of the Lion 
Tire & Rubber Corp., LaFayette, Ind., is 
chairman of the committee, and the other 
members are Sidney J. Roy of the Han- 
nibal Tire & Rubber Co., Hannibal, Mo., 
and N. B. Brown, consulting engineer, 
Cleveland. 

The form of the protest was left to 
the discretion of the committee, members 
of which said no definite action would 
be taken until they consult with mem- 
bers of Congress to learn whether or not 
the Government would be in a position to 
make representations to Great Britain. 

Election of officers resulted in the re- 
election of President W. W. Wuchter, 
head of the Nebraska Tire & Rubber Co., 
and of Thomas Follen as vice-president. 
The office of treasurer was left open, 
to be filled at the next monthly meeting, 
which will be held March 13 in Cleve- 
land. 


Wuchter said it was the opinion of the 
Midwest tire makers that the British tax 
was a great injustice to American auto- 
mobile owners and that they had no illu- 
sions about the possibility of reaching 
an agreement with a committee repre- 
senting the British rubber growers. 
Wuchter said the high cost of crude rub- 
ber and other materials entering into 
tires has created a perilous condition for 
the small tire makers, but that by the 
practice of the greatest economy and effi- 
ciency in production and selling meth- 
ods and concentrating on quality of prod- 
uct, most of them are maintaining a fair 
position and hoping for better conditions. 
The annual banquet of the association 
was held last night. There was a large 
attendance at the banquet and the busi- 
ness sessions. 


TIRE DEALERS ORGANIZE 

SPRINGFIELD, Ill., Feb. 3 — The 
Springfield Association of Tire Dealers 
has been organized with a dozen leading 
dealers in the membership roll. J. B. 
Cassidy was chosen president; E. C. 
Whittaker, secretary, and Phil Stewart, 
treasurer. 


REPLACEMENTS NEEDED HERE 


PHILADELPHIA, Feb. 2—When the 
Starr Garage, 1310-1318 North Fifth 
Street, was destroyed by fire, at a loss 
of $275,000, 190 motor vehicles were 
burned, including 40 new touring cars 
and six $5,000 trucks. 
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Concentration on Models in 


New Franklin Selling Plan 


Dealers to Be Asked to Take Par- 
ticular Types at Certain Seasons 
—To Meet All Demands 


CHICAGO, Feb. 1—About 200 Frank- 
lin dealers assembled here yesterday for 
their annual meeting and dinner, at 
which General Manager S. E. Ackerman 
announced a change in merchandising 
plans. His statement that hereafter the 
cars would be produced in quantities 
sufficient to meet the requirements of 
dealers was greeted with applause. 

In the merchandising of the cars, he 
said, dealers would be asked at certain 
seasons to take particular types of cars 
and concentrate their selling efforts on 
those types. In one month, for instance, 
the concentration would be on enclosed 
ears and in another month it might be 
on open cars. This, he said, would en- 
able the factory to concentrate on cer- 
tain types with an increase in efficiency 
and economy. 

In connection with this announce- 
ment it was made known at the Franklin 
factory that hereafter’ the “group” 
method of manufacture will be used in- 
stead of the “lot” method. The com- 
pany’s announcement of the change ex- 
plains the two methods as follows: 

“In group manufacturing, all material 
used in making any particular assem- 
bly is delivered to that particular de- 
partment in a raw state, with no opera- 
tions having been performed. In lot 
manufacturing, parts progress through 
the various machine shops according to 
the department in which the machines 
required happen to be located. In group 
manufacturing, parts are issued in 
groups which bear a distinct relation to 
each other. The units which go to make 
up one major assembly, for instance, are 
all machined and assembled in one de- 
partment, which turns out a finished.unit 
from the material stock. This method 
of manufacture means, therefore, that 
the manufacture of any one _ unit, 
such as the carbureter, axle, or other 
part of the car, will be completed in a 
single department. 

“Among the advantages claimed for 
the group method of manufacture are 
the following: It simplifies the clerical 
work entailed in issuing stock; it mini- 
mizes the amount of stock moving; it 
stimulates the flow of stock through in- 
termediate operations; it eliminates de- 
lay in assemblies due to stock shortage; 
it centralizes the control of units in that 
assembly under one foreman; it localizes 
the storing of all necessary raw mate- 
rial for the assembly to be manufac- 
tured.” 

In another paragraph it is stated: “If 
there is a shortage of material for any 
one part which enters into an assembly 
which is being manufactured under ‘the 
group plan, it is perfectly possible to 
receive this raw material into the plant 
and complete it for the assembly the 
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same day, a thing which is entirely im- 
possible under the present method of 
manufacture, on account of the large 
number of moves which are necessary to 
process a part up to the point of as- 
sembly.” 

A sane view of the automotive indus- 
try from the banking angle was given 
at the Franklin meeting by C. R. Holden, 
vice-president of the Union Trust Co. of 
Chicago. He said he used to be one of 
those cranks who was alarmed at the 
vast amount of money being spent for 
automobiles, but he has changed his at- 
titude. He now believes the automobile 
is the greatest incentive for thrift that 
there is, and that “every family should 
have a home for its protection and an 
automobile for its comfort.” 


Dealer Uses Trucks to Supply 


Free Fuel to Boston’s Poor. 

BOSTON, Feb. 2—A few weeks ago 
C. S. Henshaw, Dodge Bros. distributor 
for Eastern Massachusetts, realizing that 
the fuel situation was serious, and poor 
people could not get coal, approached 
the railroad officials that he knew and 
asked them if they had any old ties that 
had been discarded, and which generally 
are burned beside the tracks. He was 
told some would be gathered. Recently 
he was notified that the Boston & Maine 
Railroad would bring in several car 
loads to East Cambridge if he would cart 
them away. He got busy with Packard 
and Mack officials, and with his own 
trucks sent the fleet over and they carted 
off several hundred ties. These were 
turned over to Mayor Curley of Boston, 
who ordered them taken to the Boston 
City Yards and set a gang of men saw- 
ing and splitting them. Then the wood 
was turned over to the Salvation Army 
and other charitable institutions for dis- 
tribution among the poor. 

Henshaw proposes to do this again, but 
on a larger scale by having more truck 
companies co-operate, and get the rail- 
roads to bring in several thousand ties 
rather than burn them wastefully along- 
side the tracks. 

NEW ROCHESTER DEALER BUILDING 

ROCHESTER, N. Y., Feb. 1—Roches- 
ter is in the throes of a building boom 
among the automobile dealers of the city. 
Seemingly, each one is striving to outdo 
the other in the building of new sales- 
rooms. The Jensen-MacCollum firm, 
Durant representatives, have a new 
building nearly completed in Main Street 
east while the Chal-Max Motor Corpora- 
tion has announced the purchase of sev- 
eral pieces of real estate at an estimated 
cost of $100,000. A new salesroom and 
service station will be erected at an esti- 
mated cost of $100,000 on this property. 
Through this purchase the firm has 
acquired about 180 feet frontage on 
Chestnut Street and extends back about 
100 feet. 


Sales Organization for Small 
Tire Manufacturers Completed 


Paul P. Parker Is at Head of Move 
to Aid Makers to Dispose of 
Their Output 


CHICAGO, Feb. 1—Announcement was 
made here today of the formation of the 
Rubber Manufacturers’ Associated Sales, 
Inc., for the purpose of putting into op- 
eration a new selling plan for the prod- 
ucts of the smaller tire and rubber man- 
ufacturers. At the head of the new or- 
ganization is Paul P. Parker, formerly a 
tire manufacturer at Indianapolis. Offi- 
ces will be in Chicago. 

The idea of Parker’s company is to 
take to the tire dealers in various ter- 
ritories full lists and specifications of 
the different brands and types of tires 
which may be obtained from the manu- 
facturers represented. The sales organi- 
zation is to be large enough to cover 
sufficient territory to dispose of the en- 
tire production of the various manufac- 
turers not having an outlet through per- 
manently established connections. 

In a statement of the policies of the 
company Parker says: 

“It is a recognized fact that as a gen- 
eral rule the small manufacturer today 
can hardly afford the sales organization 
and advertising facilities necessary to se- 
cure a wide distribution of his worthy 
products. A great many of the different 
manufacturers’ tires are not directly 
competitive with each other, inasmuch as 
they differ in design, dimensions in sizes, 
quality, prices and fabric or cord con- 
struction. Such diversified lines can be 
advantageously associated together in 
sales. 

“Some of the smaller manufacturers 
are now wisely concentrating their pres- 
ent sales efforts on home territory, that 
is, the city where their factory is located 
and the territory immediately surround- 
ing. The automobile field has now be- 
come so thickly populated everywhere 
that a large portion of any production 
can be disposed of with least resistance 
near home.” 

In further explanation of his plan, 
Parker said selling costs would be re- 
duced, enabling the dealer to buy more 
advantageously, and that the dealer’s se- 
lection also would be enlarged. 


CHEVROLET DEALERS MEET 
PHILADELPHIA, Feb. 3—An _ elab- 
orate banquet was held Friday night by 
the Chevrolet dealers of Philadelphia, at 
the Hotel Lorraine roof garden, includ- 
ing a vaudeville program. The event was 
in celebration of the good business of 
1922 and to encourage all to exceed this 
record for 1923. Charles W. Hallar, pres- 
ident of the Quaker City Chevrolet Sales 
Co., and president, also, of the Chevrolet 
Dealers’ Association of Philadelphia, with 

a committee, made the arrangements. 
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Dealer Interest in Chicago Show 
Above All Others, Say Makers 


N. A. D. A. Factory Men Express 
Optimism Over Encouraging 
Retail Prospects 


CHICAGO, Feb. 1—Talks with factory 
representatives here attending the Na- 
tional Automobile Show indicated a keen 
interest on the part 
chants in other 
obtaining 


of successful mer- 
lines in the prospects of 
automobile dealerships. 
Sales representatives of two makers of 
high grade cars said they had been sur- 
prised at the number of such inquiries. 

Virtually all the sales representatives 
interviewed said the dealer interest in 
this show greatly surpasses that of last 
year and that many opportunities for 
new dealer contracts have been offered. 

With the better established companies 
the selection of new dealers is being 
made carefully and not so much for the 
purpose of enlarging sales representa- 
tion as for replacing weak dealers and 
strengthening the organization. 

Some of the manufacturers are study- 
ing their territories very closely, with 
the idea of getting their distribution 
points better placed geographically. In 
some cases it has been found that a 
particular territory can be served better 


good 


by moving a dealership from one town 


to another, and the factory men are tak- 
ing steps at this show to make such 
changes. 

Companies needing wider dealer repre- 
sentation say they are finding at this 
show an abundance of available connec- 
tions and they, too, are watching care- 
fully to get the best they can. A notable 
instance of this is the National Motors 
Corp., the merger which is bringing out 
a new line of six-cylinder cars. Vice- 
President T. C. Brandle, in charge of 
sales, has been extremely busy inter- 
viewing prospective dealers. 

Sales departments invariably report 
wonderful progress in retail sales since 
the New York show. Some dealers who 
figured their January shipments would 
provide them with enough cars to stock 
the spring demand are selling all the 
cars they are getting and are beginning 
to wonder whether they will be able to 
get enough to meet their spring require- 
ments. 

Most of the dealer meetings and din- 
ners were scheduled for Wednesday noon 
or night, among them being those of 
Franklin, Oldsmobile, Paige-Detroit, Cole 
and Durant. Hupp and Rickenbacker 
will have luncheons Thursday. 


TO FINANCE USED CARS 

NEW YORK, Feb. 2—Harry W. Gas- 
ton, formerly president of the Lexington 
Corp., controlling the distribution of 
Lexington cars in New York, Philadel- 
phia, Indianapolis and Chicago, has be- 
come president of the Gaston Corp., 
which has been organized for $1,000,000 
and which has offices in the Fisk build- 
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ing here and branches in Philadelphia 
and Boston. It is Gaston’s plan to 
finance dealers handling used cars. 





488 Used Cars Sold at 
Profit of $2.94 
Per Car 


HOLYOKE, Mass., Feb. 5.—The 
Holyoke Automotive Dealers’ Asso- 
ciation has gone thoroughly into the 
matter of equitable charges for used 
ears, the Boston rate book being 
taken as the standard. As a result, 
the situation has been greatly im- 
proved. On the present basis, cars 
are moved rapidly at a scale that 
yields the dealer a small profit on 
each transaction. Complete reports 
are filed weekly by members with 
the secretary of the association. 

Figures for 1922 show: Used cars 
sold, 488; allowances, $190,956.29; 
cost of repairs, $9649.22; total cost, 
$200,605.51; average allowance per 
car, $391.30; repairs per car, $19.77; 
total cost per car, $411.07; sold the 
488 cars for $202,040.43; average sale 
price per car, $414.01; profit per car, 
$2.94; total profit, $1434.72. These 
figures include the transactions of 
eleven dealers. 





DECATUR DEALERS ELECT 

DECATUR, Ill., Feb. 3—Although no 
lengthy discussion upon a spring show 
was indulged by members of the Decatur 
Automotive Assn. at the annual meeting 
this week, a committee has been ap- 
pointed to report upon possible sites and 
if a building can be secured plans will 
be taken up. Officers were elected for 
the ensuing year: President, J. A. Hed- 
rick; vice-presidents, J. E. Rattan, Dan 
Bopp; secretary, D. N. Hanson; treas- 
urer, William Shellbarger. 


TRUCK MEN ELECT OFFICERS 

PHILADELPHIA, Feb. 2 Annual 
election and “Truck Tire Night” of the 
Motor Truck Assn. of Philadelphia were 
attractions which brought out a heavy 
membership ' and guest attendance. 
The election resulted as_ follows: 
President, F. H. Williams; vice-presi- 
dent, W. A. Manwaring; treasurer, W. 
Ross Walton; secretary, W. Howard 
Metcalf. 


WINTON SALES MANAGER RESIGNS 

CLEVELAND, Feb. 1—H. J. C. Miller, 
general sales manager of the Winton Co., 
with headquarters at the plant in Cleve- 
land, has resigned that position, effective 
Feb. 1, and will take a brief vacation 
before definitely deciding upon future 
plans. 


WILMINGTON SHOW TO OPEN 

WILMINGTON, Del., Feb. 3—The Wil- 
mington Automobile Show for 1923 will 
open next Monday and will continue un- 
til Feb. 3. It will be held in the Audi- 
torium at Eleventh and Madison streets, 
the largest hall in the city. All space 
has been engaged. 
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N. A. C. C. Advertising Men 
Discuss Problems At Meet 


Dealer’s Place In Advertising the 
Car Is Told By Factory 
Officials 


CHICAGO, Feb. 1—Two days talking on 
subjects nearest their hearts brought the 
advertising managers representing mem- 
bers of the National Automobile Cham- 
ber of Commerce much closer together 
than any previous session of this sort 
ever undertaken by the N. A. C. C. ad- 
vertising committee of which E. S. Jor- 
dan is chairman. The meeting was held 
Monday and Tuesday at the University 
Club and was behind closed doors. The 
first day was given over to the passenger 
car subjects and on Tuesday truck prob- 
lems were discussed. 

Discussing the problem of “what pro- 
portion of local advertising is met by the 
distributor or dealer, the managers 
thought it should be a fifty-fifty proposi- 
tion between factory and representative. 
Advertising in theater programs, cat- 
alogs and the like, was the dealer’s own 
proposition, it was thought, while some 
declared the dealers also should stand 
the burden of direct by mail advertising. 

“How can consumer media be tested,” 
was aSked and the vote was that it is 
almost impossible to test it, although its 
worth was realized. Co-operation was 
the answer to “How can the N. A. C. C. 
and factory advertising managers be mu- 
tually helpful?” 0O.C. Hutchinson spoke 
in place of Frederick Dickinson on export 
advertising but he did not go into the 
matter deeply because of not being 
familiar with Dickinson’s views on the 
subject. 

H. R. Hyman, advertising manager of 
Stutz, ably handled “The Place of Special 
Appeal in Car Advertising.” 

“Special appeals in car advertising 
have their value to be sure,” said Hyman, 
“but special appeals do not serve to 
furnish sound foundation that perma- 
nence requires. They handicap rather 
than improve a business in the long run 
if they are indulged in at the sacrifice 
of a general appeal that establishes 
fundamental recognition and acceptance. 
However, again, the product itself must 
be taken into account; also the limita- 
tions imposed by its distribution.” 


The Tuesday’s session on trucks also 
was a lively session, the feature of which 
was a discussion of advertising of com- 
mercial passenger vehicles by Gordon 
Lee, the new export manager for the 
Yellow Cab Manufacturing Co. Lee be- 
lieves in selling transportation as a 
means of selling the vehicles. In the 
case of the taxicab or bus he favors ad- 
vertising to interest the people in other 
lines of business as to the money to be 
made out of operating busses or taxis. 
He says there is room for a taxicab serv- 
ice in every town of 5,000 or over. He 
cited Biloxi, Miss., with its 10,000 inhab- 
itants and twelve taxicabs as an ex- 
ample. 
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Park Automobile Co. of St. Louis, distributo 
Peerless cars, has moved fre 3 Wa 

n boulevard to a new ile nd 

tation at 2223-33 Locust street 

Hudson Motor Car Co. has awarded its dis 

ribution contract for the state Micl 1 


he Aaron DeRoy Motor Car Co., an orga 
on formed by Aaron DeRoy, widely 
distributor in the Pittsburgh st 
; moving his Pittsburgh 
Detroit to take over the Hudson 3S€ 


In connection with the wholesale busine 
ompany will conduct a retail estab 
Detroit, making eight Hudson retai leal 
the city 
Elmer Lamm & Co., Freeport, Ill., has taken 
ver the Studebaker igency tormet! é 
I L. Otto. 
Brown Motor Co., Geneseo, Ill., occupied its 
ne new garage Feb. 1 and held a receptior ul 
iy, concluding with a dance in the evening 
celebrate the event t ha 1 floor pa 
)000 teet. The Brown compat repre 
tive in the Geneseo territory t& the Dodg R 
ind Chevrolet 
George W. Ehrhart, for 14 years distributo: 
the Pierce-Arrow car in the Decatur, | 
territory, has taken over the ager the H 


on and Essex cars, also 


N. E. Beckett Motor Co., Inc., has been char 
tered at Brake’s Branch, Va., it 
DusIness. 

R. D. Henderson Motor Co. is a new concern 
it Charlotte, N ( w hic vill andle t 
Rickenbacker car. 

Barnes-Surface Motor Corp. has been char 

I 
tered at Christiansburg, Va for genera ut 
iobile business 

M. Y. Tate has bought the Stonewall garage 
it Rutherfordton, N. (¢ lie will handle St 
baker Cars and acce SOT 1E 


New dealers appointed for the Rolls-Royce are 
the Lifsky-Chambers Co., tlanta, Ga., 
Burns Lyman Smith, Syracuse, N. \ 


Durant and Star salesmen in Berkshire county, 
Mass., attended a_ dinner it Hotel Wende 
Pittsheld, 


Jan. 22, at which G. P. W 





Boston and M. R. Avriell of Pittsburgh gave 
talks on salesmanship and presented the ilient 
points of business and sport models t I 
n the market this season 
The Semmes Motor Co., distributors of the 
Dodge line, have opened a new showroo1 at 
Fourteenth and Monroe street giving the. 
three locations now in Washington, D. ( 
Ernest Black, for several years sales manager 
the Oldsmobile Sales Co., Washington, D. ( 
1as been appointed general manager of t 
pany. Eddie Bown.an, a salesman 
pany, will be the new salesmanaget 


Benny Vernon, formerly with Emerson & 
Orme Co., Washington, DVD. C., agent t 
Buick account, has joined the sale 
the Luttrell Chevrolet Co 


E. Mudd, formerly with the salesforce of the 
Oldsmobile Sales Co., Washington, D. ( 
oined the salesforce of the Metropolita \l 


Co., distributors for the Paige-Jewett 


The Durant-Steves Motors, Inc., has 
formed by R. C, Durant, C. M. Steves a1 A J 
Warmington, for the purpose of distributing the 
Durant line of cars in Oakland, Cal., where the 


lace of incorporation and business of the new 


Merchandising Film Viewed 
By Paige Dealers at Dinner 


CHICAGO, Feb. 3—More than 400 Paige 
distributors and dealers attended the an- 
nual Chicago dinner of the Paige Motor 
Car Co. at the Blackstone Hotel. Henry 
Crone, sales manager, acted as toastmas- 
ter, and the only address was delivered 
by Harry M. Jewett, president of the 


company, who outlined its merchandis- 
ing policies and painted a bright picture 
of the 1923 business outlook. 

The new Paige merchandising film 
showing the steps in the sale of Jewett 
cars made a distinct hit with the audi- 


methods of 
details of 
follow-up 


It showed 
approach to a 
territorial canvassing, 
and new and well planned demonstration 
of the car. The film will go the 


ence. the proper 


prospect, gave 


owner 


rounds 





firm 1 located Warmington and Steves have 
been afhliated with the Jurant interests tor 
ears, the tormer a treasurer-comptroller of the 
Durant Motor C« t California, and Steves as 
vice president and ale inager ft the Oakland 
Durant factory 


G. A. Urquhart, for the past ten years man- 


iger ol the san Francisco branch of tne W hite 
Co. of Cleveland, has been appointed vice-presi 
dent that yrporation He will continue 
n charge of the Pacit coast district for the 
White vith headquarters in San Francisco Che 
illotment White trucks—which have been 
Urquhart’s special hobby—for the coast for 1923 
is 50 per cent greater than last year 

Harvey H. Toy, of San Francisco, recently 
ippointed head of the California State Highway 


Commission by Governor | Richardson, has 


resigned as wester! lirector of the Victory High 
way Assn. Marshal Hale, of San Francisco, will 
succeed Toy im the Victory organization 

C. W. Hobson, one of the best known auto- 

bile men in San Francisco, has been ap 
oited service lanager of the Chandler-Cleve 
ind Motor Car (¢ f this city 

Harry Wolverton, who has been connected 
with the W. J. Benson Co., San Francisco dis 
tributor Stephens cars, has been appointed 
alesmanager ot the San Francisco. establisl 
ment of this company 

William J. Richardson, vice-president of the 
Chester N. Weaver Ce Studebaker distributors 
for San Francisco, is home from a visit to the 


factories of the Studebaker Corp. in Detroit and 


South Bend, where he went in an effort to speed 
up Pacific coast deliveries 

C. E. Hathaway, president of the Hathaway 
Motor Co Kansas ity, o., distributor 
Durant, Star and Stutz cars, announced Jan. 3 
the sale of the Durant and Star agencies t 
the Durant Motors, Inc., of New York rhe 
Durant company making a factory branch 
the Kansas Cit agency, where the Durant, Star, 


handled for 
Kansas City The 
Eighteenth and McGee streets 


Flint Six and Locomobile will be 
ten states, and retail sales in 


Durant location 
John T. Harper has projected a two story auto- 


mobile sales ind maintenance establishment, te 
be erected in Great Barrington, Mass., in the 
near future 

The Superior Motor Co. of Provo, Utah, has 


lined up with the Paige and Jewett cars, accord 
ing to Manager 5S. Pierpont f the Superior 
firm 


Dale and Frank Pingree, Ogden, Utah, have 


opened up at $54 Hudson avenue They will 
sell Chandler and Cleveland car 
The Reid-Stith Motor Co., Kansas City, Mo., 


has been organized by R. W. Reid and M. I 


Stith, for distributing Packard cars The 
Kansas City distribution has heretofore been by 
factory brancl 

The A. B. D. Motor Co., Kansas City, Mo 
discontinuing the Cleveland Six, had some 
the cars leit on its hands, and in advertising 
these cars for sale took occasion to inform the 


public that the Cleveland was still represented 
in Kansas City, “and by one Kansas City’s 
oldest and best known automobile dealers.”’ The 


new Cleveland dealer, the Moriarity Motor Co 


was advertising als but the incident of a 
dealer passing this compliment to his successor 
in representation was unusual The A. B. D. 
Co., with larger Chandler territory, is concen 


trating on the Chandler. 


of dealer meetings throughout the coun- 


try. 

This was the largest Paige dealers’ 
dinner ever held in the Chicago terri- 
tory. Distributors from most of the 
middle western states sat at the speak- 
er’s table with the officers of the com- 
pany. 


READING STANDARD CO. SOLD 

READING, Pa., Feb. 3—Representatives 
of firms in Philadelphia and other cities 
were present at the sale of 
the real estate, motorcycle parts, equip- 
ment and supplies of the Reading Stand- 
ard Co., which was conducted by A. E. 


receivers’ 


McGavin, receiver, of this city. The 
American Bosch Magneto Corp. bought 
the factory for $30,000 and a like sum 


was paid by the Cleveland Motorcycle Co. 
for the equipment on hand. 









100,000 Attendance and 500 
Sales at Cleveland Show 


Large Crowds With Money Furnish 
Prosperous Setting for 
Record Exhibit 








CLEVELAND, 
dealers in the 


Feb. 3—A 
various 


check of the 
cars that were 


shown at the automobile show, which 
ended here Jan. 27, after a week that 
established new attendance records, dis- 


closed that approximately 500 cars were 
sold. 


It is the best record, from the stand- 
point of sales, that ever attended an 


automobile show in this city. 


The official attendance records ran in 
excess of 100,000—the largest that ever 
viewed an exhibit of automobiles in this 
city. 

The exhibit this year was the best 
organized and best conducted of the 
shows that have been held here. Her- 


bert Buckman, manager of the Cleveland 
Automobile Dealers and Manufacturers 
Association, which conducted the show, 
is given a large share of the credit for 


the excellent record. 

Not only from the standpoint of at- 
tendance and sales was the show a 
record breaker, but in the number of 


prospects. It is impossible to give an 
accurate figure, but dealers assert they 
have more prospects on their books than 
they ever had at this season of the year. 
Everything that happened at the show 
was in line and seemed to bear out the 
predictions previously offered that 1923 
is to be an extraordinary one for the 
automobile industry in this city. 

“This show indicates clearly that the 
Cleveland district is approaching a wave 
of prosperity that has never been 
equaled,” said Buckman. “There was 
money in the crowds that visited the ex- 
hibits. They’re going to buy 
never before.” 


Cars as 


The exhibit of commercial cars in the 
armory, just across the street from the 
public auditorium where passenger cars 
were displayed, also was a success from 
standpoint of sales and attendance. Such 
an exhibit staged alone would not have 


had half the attendance that walked 
through the doors in the week of the 
co-exhibit of passenger and commercial 
motor vehicles. 
SOUTHWEST DEALERS DAY 
DALLAS, Tex., Feb. 3—The Dallas 
Automobile Trades Association has set 


aside Friday, Feb. 16, one of the closing 
days of its annual spring automobile 
show, as “Southwest Dealers Day.” In- 
vitations have been sent out to every 
dealer in the southwest to visit the show 
on that day. Ray Sherman, merchandis- 
ing director of the Automotive Equip- 
ment Association, will address the deal- 
ers of the southwest at a banquet which 
the entertainment. fac- 
tory representatives will deliver address- 
es, it was said. 


closes Several 
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CONCERNING MEN YOU KNOW | 











Fred W. Alkire, president and treasurer of the 
Alkire-Smith Automobile Co., Chevrolet dis 
tributors at Salt Lake City, went to Ogden a 
iew days ago and was married. 


Ralph E. Espy has purchased the interests of 


Hi. W. Norton of the Burgess-Norton Mfg. Co. 
of Geneva, Ill., manufacturers of B-N Piston 
Pins and Bur-Nor All Steel Hatchets. The 
annual election of board of directors resulted as 


follows: C. M. Burgess, president and treasurer; 
R. E. Espy, secretary; F. E. Burgess, assistant 
treasurer. Espy comes to the Burgess-Norton 
organization from the U. S. Mfg. Co. of Decatur, 
where he was general manager. Previous to that 
he had for a number of years been with Butler 


Bros. of Chicago as a department executive. 


Arthur M. Laycock has been appointed to 
represent the Waukesha Motor Co. in the east, 
with headquarters at 110 W. 42nd street, New 
York. Laycock was formerly identified with the 
England Damler and London General Omnibus 
Co. and served as general manager of the Fifth 
Avenue Coach Co. during the war. He was 
chief engineer of the Sheldon Axle & Spring 
Co. for eleven years. In the development of its 
new engine the company has developed a system 
of unit coordination, which, it is claimed, will 
make great economies possible. 


James A. Baker has been elected sales man- 
ager of the Connecticut Telephone & Electric 
Co. of Meridan, Conn., succeeding C. E. Stahl, 
who held this position for the last eight years 
B. C. Rogers succeeded E. C. Anderson as sales 
promotion and advertising manager. Rogers has 
been associated with the company for the last 
15 years. 

. E. Duffield has retired from the Whyte 
Duffield Motor control and has become identified 


High Rubber Tax Controversy 
Reaches Official Washington 


WASHINGTON, Feb. 3—As a result of 
a great deal of agitation being caused by 
automobile tire manufacturers, headed by 
Harvey S. Firestone, among government 
officials, a conference is expected here 
next week between government officials 
and representatives of crude rubber asso- 
ciations in British colonies, with regard 
to the policy of the colonies in maintain- 
ing high taxes on exports of rubber to the 
United States. 

Firestone has presented to the Depart- 
ment of Commerce figures showing that 
Great Britain controls 85 per cent of the 
world’s supply of crude rubber. Ameri- 
can car users will soon be forced to pay 
35 per cent more for rubber tires than 
they did December 1, 1922, because of the 
export tax placed on crude rubber by 
Great Britain and her colonies, figures 
placed before the Commerce Department 
show. 

“With American manufacturers con- 
suming 75 per cent of the rubber output 
of the British colonies, the increase in 
price in crude rubber, resulting from the 
export tax now levied by Great Britain, 
will cost American tire manufacturers 
$200,000,000 in 1923,” Firestone said. 


READING SHOW CLOSES 
READING, Pa., Feb. 3—The seventh 
annual automobile show of the Reading 
Auto Trade Association has closed after 
a successful run. a 


NEW REO STORAGE HOUSE 


LANSING, Mich., Feb. 5—The storage 
and shipping building which the Reo 


Motor Car Co. will put up will cost about 
$500,000 and have approximately 640,000 
feet of floor space. The dimensions are 
577 by 365 ft. and will include a train 


with the Winterhoff Tool & Machine Co. of 
Elkhart, Ind., manufacturer of the Gasalarm, an 
electrically operated gasoline gauge which is at- 
tached to the dash. Dufheld is distributor for 
the company, with his headquarters at 215 For- 
est avenue, Oak Park, 

Carroll Downes, president of Star, Inc., and a 
prominent executive of Durant Motors, came to 
the Chicago show suffering from a severe cold 
which became worse after he had reached Chi 
cago, the result being that Downes was con 
fined to his room. 


The appointment of C. Roy Clough to succeed 


Hi. C. J. Miller, resigned, as sales manager of 
the Winton Co. is a show week announce 
ment 

F. E. Edwards, formerly chairman of the 


technical committee of the contest board of the 
American Automobile Assn., has attached him- 
self to the staff of the Cole Motor Car Co. of 
Indianapolis and will be traveling representative 
for that concern in middle west states. Edwards 
has been connected with the industry for 20 
years, hating been particularly prominent as an 
official at national races and tests, serving in 
most cases as chairman of the technical com 
mittee. k 


Cc. M. Ballard has been appointed sales pro- 
moter for, the Autocape Top Co., Chicago. 
3allard has previously held this position twice 
before for this company. The Autocape Top 
Co. is one of the oldest trim and paint shops 
in the central states. 


Archie G. Anderson, formerly of the Fisk 
Rubber Co.’s plant in Chicopee Falls, Mass., has 
been appointed deputy Collector of internal rev- 
enue, with duties at Springfield, Mass. 


shed which will accommodate seventy- 
two freight cars at a time. Railroads 
serving the property are Michigan Cen- 
tral and Grand Trunk. The building also 
will include the export shipping depart- 
ment where cars will be crated and pre- 
pared for export. Space for the storage 
of 3,000 cars will be afforded. The 
storage stock will be drawn upon in 
making shipments and kept replenished 
by the manufacturers of new cars. 
Storage up to the present has been 
largely outside of the plant. Under the 
plan, cars will be under cover at all 
times. 


REORGANIZE WATSON TRUCK 

SYRACUSE, N. Y., Feb. 3—Reorgani- 
zation of the Watson Truck Corporation, 
which was formerly the Watson Products 
Co. of Canastota, has been completed 
with the election of Harry J. Clark of 
Syracuse as president. Clark has man- 
aged the concern during the receiver- 
ship which has covered more than two 
years. 

Plans for the extension of the new 
corporation are being worked out by the 
newly elected officers who are as fol- 
lows: Vice-president, Herman Casler of 
Canastota; secretary, Charles R. Chap- 
man of Syracuse; assistant secretary, 
Robert H. Imhofe of Canastota; assistant 
treasurer, J. M. Wood of Canastota. 

NEW PROCESS GEAR EXTENSION 

SYRACUSE, N. Y., Feb. 2—-Extension 
of the plant of the New Process Gear 
Company recently acquired by the Durant 
interests, has been started. The North 
Franklin Street factory, it is officially 
announced, will be used for the manu- 
facture of axles for the Durant and Star 
cars. The new plant will employ about 


500 men, exclusive of the gear plant 
which will employ approximately 2000. 





February 8, 1923 


Old Timers Have Lively 


Rejuvenation at Chicago 





Harry P. Branstetter Selected to 
Head Organization Whose 
Functions Are Social 





CHICAGO, Feb. 2—The rejuvenated 
Old Timers Club, whose aims now are 


purely social, held its annual Chicago 
show dinner Thursday night at the Con- 
gress, the affair packing the gold room. 
No speeches were attempted, the enter- 
tainment being in the nature of a cabaret 
performance. All enjoyed this sort of 
an evening and these annual show din- 
ners will be continued. 

W. L. Hughson, president of the club, 
in retiring from office, read the report 
of the nominating committee, which was 


accepted, the following directors being 
elected: Harry P. Branstetter, Kissel 


Motor Co., Chicag Albert Champion, 
president A. C. Spark Plug Co., Flint, 
Mich.; W. L. Hughson, president W. L. 
Hughson Co., San Francisco; Harry C. 
Stutz, president H.C.S. Motor Co., Indian- 
apolis; Horace De Lisser, Ajax Tire & 
Rubber Co., New York; E. V. Ricken- 
backer, Rickenbacker Motor Co., Detroit; 
C. G. Sinsabaugh, Class Journal Co., New 
York; Gilbert U. Radoye, sales and ad- 
vertising director Haynes Automobile 
Co., Kokomo, Ind.; Martin L. Pulcher, 
vice-president and general manager Fed- 
eral Motor Truck Co., Detroit; Vincent 
Bendix, president Bendix Engineering 
Co., Chicago; William T. Morris, vice- 


president and general manager Ameri- 
can Chain Co., Bridgeport, Conn.; 


Thomas Wetzel, Fisher Body Co., New 
York; Barney Oldfield, Oldfield Manufac- 
turing Co., Los Angeles; James Levy, 
president James Levy Co., Chicago; 
Frank Edwards, Dodge Bros., Milwau- 
kee; Eddie Bald, Hudson Motor Sales 
Co., Pittsburgh; Sid Black, sales mana- 
ger Cleveland Automobile Co., Cleveland; 
Lloyd Maxwell, president Maxwell-Mc- 
Laughlin Co., Chicago; Walter Berming- 
ham, Chicago Evening Post. 

It is planned to elect Branstetter 
president, Rickenbacker vice-president 
and Bendix secretary-treasurer. 


ANSTED HEADS SALES COMPANY 


NEW YORK, Feb. 1—The Lexington 
Motors Co. of New York, Inc., represent- 
ing the Lexington in this territory, an- 
nounces a change in the personnel of its 
officers through the election of Frank B. 
Ansted, president of the parent company, 
as president of the local concern. Com- 
ing into the New York company with 
Ansted is Ray Middleton, who resigns as 
sales manager of the Lexington com- 
pany, manufacturer of the car, to become 
vice-president and general manager of 
the Manhattan organization. F. M. Tat- 
man, formerly cashier of the Fayette 
Bank and Trust Co., of Connersville, 
Ind., becomes secretary and treasurer of 
the Lexington Motors Co. of New York. 
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Perfection of the Asbestos Brake Lining Assn.. 
in organization of the manufacturers located i 
irious parts of the country, has been announced 
xy S. S. Simpson, president of the Raybestos 
Co. of Bridgeport, who is also president of the 


ewly formed body. The association has opened 
in office at 17 W. 42nd St., New York Arnol 
\. Mowbray has been elected commi net 


the organization. 

The Gorey Automotive Parts Co., New York 
City, recently has been awarded the representa 
tion of parts in the New England territory 


he following units: Ross steering gear, Detr 
gearsets, Russel and Torbenson axles The d 
ibution of these parts will be handled out 
the Boston branch of the Gorey company, wh 

some time past has been the parts distribut 


these same units and others in New York 
The Fisher Body Corp. has offered through a 


yndicate of bankers a new issue of $2 y 

ix per cent serial gold notes at a price to yield 
ve and a half per cent to six and a quarter pet 
ent, according to maturity These note a1 


> 


lated Feb. 1, 1923, and mature $2,500,0¢ ul 
nually on Feb. 1, 1923 to 1927, inclusive, a1 
$10,000,000 on Feb. 1, 1928 rhe proceed W 
ve used to retire outstanding funding debt and 
bank indebtedness and to retire the local out 


tanding preferred stock of the corporat 
mounting to $2,552,800, through providing ade 
ional working capital In addition the compar 
has arranged, subject to formal tockhold 
iuthorization, to issue and sel rddit 
10,000 shares of common stock at $ i share 


I new manulacturing tac ilities 


Rickard and McGraw Promote 
New $1,500,000 Speedway 


RICHMOND, Va., Feb. 1—A new auto- 
mobile race track, a rival of the famous 
speedway of Indianapolis, to be located 
at Glen Allen, Va., 15 miles north of this 
city, is the proposal of Tex Rickard, fight 
promoter, and John J. McGraw, baseball 
magnate, who have already secured the 
land for the building of the project. 

According to the plans as now out- 
lined, three big motor races a year will 
be staged in Richmond, under the aus 
pices of the A. A. A. The New York in 
terests have obtained an option on 835 
acres of land in the immediate vicinity 
of Glen Allen, bordered on one side by 
the R., F. & P. railroad and approached 
directly by the Richmond-Washington 
highway. 

The project would involve an estimated 
outlay of approximately $1,500,000 


TRACTOR SALES INCREASE 

CHICAGO, Feb. 3—A remarkable in- 
crease in the sale of tractors and other 
farm machinery will be shown by the 
annual report of the Advance-Rumely 
Co., in its annual report soon to be 
issued, according to Finley P. Mount, 
president of the company. The growth 
of the business in 1922 over 1921 
amounts to 56 per cent in units, Mount 
said, 

He’ attributed a large part of the in- 
crease to the results of tractor schools 
which the company has conducted in a 
number of the leading agricultural 
States. He predicted a slight advance in 
prices of agricultural implements. 

LINCOLN OUTPUT 5242 

DETROIT, Feb. 2—Lincoln Motor Car 
Co., concluding its first year of control 
as a Ford Motor Co. division, reports a 
total output of 5242 cars, an average of 


The Tire Protectors Co., Cleveland, O., has 
been chartered with a capital of $10,000 to manu 
facture patented tire protectors 
business is at 2546 Prospect avenue 


Che plac e 


The Dimit Co., Baltimore, Md., has put a 


dimming device on the market It is said t 
enable the motorist to dim his headlights in 
tantly without removal of his hands from the 
wheel. 


Roamer Motor Car Co, has been granted ap 
proval by the Michigan Securities Commission 


to issue $125,000 in preterred stock and 62, 


shares of no par stock at $2 a share 

The Cord Tire Co. has reelected its old direc- 
tors and has placed on the directorate John J 
Mitchell of the Illinois Trust & Savings Bank, 
Chicago, and James B Lambie, Washington 
banker. The board has authorized the erection 
of additional buildings, which will give the com 
pany a capacity of 3000 tires daily, compared 
with 650 at present The ‘plant is located in 
Chester, W. Va 


The International Harvester Co. has declared 


e regular quarterly dividend of $1.75 a share 
preterred stock, patable March 1 to stock of 
ecord Feb. 10 
Chester Auto Parts & Machine Co., manufac- 
turer of axle shatts replacement, has broken 
ground for a modern factory at Crumm, Lynne 
Station, Chester District, Pa The new equip 


ent will double the company’ resent produc 
on facilities 


173 monthly, during the eleven months 
of Ford operation. In January, while 
the plant was under operation by the 
receiver, shipments were 39, this in- 
creasing in February to 156 and reach- 
ing a peak of 733 in June. 

The new Ford paper mill at River 
Rouge is now converting daily, four tons 
of old newspapers and rags into 10,000 
automobile parts. The daily yield of 
waste paper produces three and three- 
quarter tons of cardboard used chiefly 
for panels and anti-rattle appliances. 


YELLOW GETS ENGINE PLANT 

EAST MOLINE, Ill, Feb. 2—H. A. 
Holder, president of the R. & V. Motor 
Co., and J. A. Ritchie, president of the 
recently organized Yellow Sleeve-Valve 
Engine Works, Inc., this week formally 
notified employes of the East Moline 
plant of the completion of negotiations 
by which the new interest takes imme- 
diate charge of the manufacture of en- 
gines for the Yellow busses and the 
R. & V. Knight cars. By this deal the 
new company purchases certain machin- 
ery for the manufacture of the Knight 
enginé and secures floor space in the 
plant to carry on its work. Both com- 
panies have extensive plans for the 
coming year. 

A. A. Gustafson, superintendent of the 
R. & V. Motor Co., becomes works man- 
ager for the Yellow company 


NEW CANADIAN FORD PLANT 

TORONTO, Ont., Feb. 3—A _ contract 
was awarded by the Ford Motor Co. of 
Canada for erection of the first units of 
a $1,000,000 assembling plant to be 
erected here. The immediate program 
calls for the construction of a one-story 
assembling building 500x400 ft. and 
power house 120x50 ft., at cost of $400,- 
000. The plant will be used for the as- 
sembly of cars marketed in Central On- 
tario district. 


Ford Enclosed Car Business 
Increased 59 Per Cent in ’22 





Total Was 348,728 Cars, of Which 
198,382 Were Coupes and 
150,346 Were Sedans 





DETROIT, Feb. 3—Sales of enclosed 
models by Ford Motor Co. in the United 
States and abroad totaled 348,728, as 
against 218,810 in 1921, or an increase ot 
59 per cent. If the demand for thes: 
models continues to grow in 1923 as it 
did in the year past, it is expected that 
approximately 500,000 will be built. 

Number of coupes built in 1922 ex 
ceeded sedans, the figures being 198,382 
coupes and 150,346 sedans. In 1921 there 
were more sedans than coupes, the fig- 
ures in that year being 125,831 to 92,979 
Thus the increase in coupe popularity 
was far ahead of the increased growth 
in business of both enclosed models, 
ranging over 100 per cent. Combined 
coupe production in 1921 and the two 
previous years was 205,401, about 7,000 
more than for the single year 1922. 

Plans of the Ford Motor Co. for ex- 
pansion of manufacturing in 1923 have 
been dictated largely by anticipated in- 
creases in enclosed car business. The 
company is just beginning to get pro- 
duction on its new four-door sedan and 
this, in addition to the former enclosed 
car business, will make a large increase. 
The new plants at Chicago, Los Angeles 
and other points will be devoted largely 
to assembling enclosed bodies shipped 
knockdown from Ford plants at River 
Rouge and Iron Mountain. 

Fourteen new dry kilns have been in- 
stalled at Iron Mountain, and these, with 
former equipment, make possible the 
drying of 120,000 feet of green lumber 
every day. The Los Angeles plant, when 
additions are built, will compare in size 
with any plant west of Chicago. This 
plant, in addition to assembling all its 
own bodies, will also assemble coupe and 


sedan bodies for the San Francisco 
plant. Chicago will supply a group of 


plants in its section with enclosed bodies 
on the same plan. 


COMPULSORY INSURANCE BILL 

PHILADELPHIA, Feb. 1—Pennsyl- 
vania will take up the matter of com- 
pulsory automobile liability insurance, 
Senator Samuel Salus having introduced 
into the legislature a bill demanding that 
owners of motor vehicles be required to 
sarry a $3500 policy to protect those 
who are injured or whose property is 
damaged by automobiles. 


SEEK UTILITIES RIGHTS 
SACRAMENTO, Cal., Feb. 2—Motor 
earrier interests of this state have 


launched their fight before the forty-fifth 
session of the Legislature to have them- 
selves classified as public utilities and 
taxed on a proportionate basis of income, 
in the same manner as the railroads 
and other common carriers. 
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Replacement Pistons 


Q Express your opinion on the follow- 
ing: A 1916 Chalmers engine was re- 
bored and aluminum or Lynite pistons re- 
placed with heavy cast iron pistons 
weighing 36 ounces each. Do not know 
the weight of the original pistons, but 
have weighed the Kant-Skore and _ find 
they weigh only 14 ounces. Is not 36 
ounces too heavy for this engine as the 
bore is only 3% inch? 

Have had considerable trouble 
gine knocking out connecting 
ings and as appearances show 
ings have never run dry, 


with en- 
rod bear- 
that bear- 
would you con- 


sider that the cast iron pistons were too 
heavy, especially as this engine runs at 
very high speed and has small bearings? 
The owner of car cannot be made to be- 
lieve that there is anything wrong with 
the cast iron pistons and is highly preju- 
diced against any light weight pistons, 
due to former experiences with the old- 
time Lynite pistons.—C, S$. Tobin, Los 
Angeles, Cal, 

The knocking out of the connecting 


rod bearings is due to one of two causes 
or to a combination of both. The first 
is a crankshaft that is sprung or con- 
necting rods out of alignment, and the 
second is pistons too heavy. 

The 


1916 Chalmers engine was de- 
signed for a light weight piston and 
was equipped at the factory with an 


aluminum alloy piston of the solid type. 
It is reasonable to believe that the in- 
stallation of pistons weighing more than 
double this weight will show rapid wear 
on the connecting rod bears, and prob- 
ably the main bearings. However, even 
with 36-ounce pistons the bearings 
should not pound out without warning. 
It would seem that the heavy pistons 
would cause a gradual wearing of the 
bearing bushings, which would manifest 
itself before the bearings have a chance 
to completely pound out. This leads us 
to believe that the crankshaft is sprung 
and we would advise that you remove 
the crankshaft and test it as outlined in 
an article printed in Motor AcE Novem- 
ber 7, 1922, entitled “How Should Bear- 
ings Be Fitted?” 

The Chalmers 
aluminum alloy 
at the present 


using 
engines 


company is 
pistons in their 
time and we have been 
informed that they do not supply cast 
iron pistons. If the owner objects to the 
use of aluminum alloy pistons, you might 
advise any of the popularly known re- 
placement type of light weight cast iron 
pistons, which are used in great quanti- 
ties by regrinding concerns thyoughout 
the country. A high grade replacement 
cast iron piston will weight considerably 
less than 36 ounces, and you should be 
able to convince the owner that his pres- 
ent piston equipment is not exactly ideal 
and can be improved on. 

before installing 
whether they be 


However, 
pistons, 


any other 
cast iron or 








The Readers’ 
HIS department is conducted to 
assist dealers and maintenance 

station executives in the solution of 

their problems. 


Readers’ names will not be pub- 
lished with articles, if a request to 
this effect is received with the letter. 
The name and address should be 
given, however, so that we can send 
a copy of our answer direct by letter. 
This saves waiting for the answer to 
be published, which sometimes occurs 
several weeks later, depending upon 
the space available. 


Also state whether a permanent file 
of MOTOR AGE is kept, for many 
times inquiries of an identical nature 


Clearing House 


have been made and these are 
answered by reference to previous 
issues. 


Inquiries not of general interest 
will be answered by personal letter 
only. Emergency questions will be 
replied to by letter or telegram. 


Addresses of business firms will not 
be published in this department but 
will be supplied by letter. 


Technical questions answered by 
B. M. Ikert, P. L. Dumas and A. H. 
Packer; Legal, by Wellington Gustin; 
Paint, by G. King Franklin; Archi- 
tectural, by Tom Wilder; Tires, by a 
Practical Tire Man; General Business 
questions, by MOTOR AGE organiza- 
tion in conference. 














aluminum alloy, we would strongly rec- 
ommend that you remove the crankshaft 
and test it for straightness and balance. 


ADJUSTING REAR MAIN 
ON STUDEBAKER 
Q—Advise how to put new 
brushes in a Cadillac 8, 1918 
erator.—An Illinois Reader, 
The motor generator 
from the car and the easiest way of 
getting brushes in is to take off the 
commutator end bracket. While you are 


BEARING 


starting 
motor gen- 


must be removed 


installing new brushes on the starting 
motor side of the machine it might also 


be well to put in a 
brushes. At the same time, if the com- 
mutators are very rough it would be 
well to remove the armature and have 
the commutators smoothed up in a lathe. 

This is ordinarily a job that must be 
done with great care and the tool must 
be properly sharpened to keep from 
dragging the copper from one commu- 
tator bar to another, which will short 
the armature. After the armature has 
been turned it is well to clean out the 
slots in between the commutator bars. 


set of generator 


USWETS O11 Pike Poblons 


Breather Pipe Smokes 


Q—We had a customer come in the 
other day with a small four-cylinder 
Overland car and he complained about a 
disagreeable smoke coming from the 
breather pipe. He stated that he had a 
set of plain piston rings installed after 
the car had run 10,000 miles and this 
did not help any. After that he wrote 
to the Overland factory and they advised 
fitting oversize Welever rings and these 
rings did not help, either. 

We are 
of the trouble 
like oil smoke 


at a loss to know what the cause 
may be. The smoke smells 
and it does not smoke at 
the exhaust pipe. The smoke at the 
breather pipe, however, starts almost as 
as the engine is started. Could it 
be a sand hole in the piston head or is 
it possible that carbon underneath the 
piston head gets very hot and causes this 


soon 


condition?—G. <A. Phillips, Purcellville, 
Va. 

We do not think a blow hole in the 
-asting is likely, or the raw gas would 
be forced into the crankcase and would 
be followed by a flame occasionally 
which would probably blow up _ the 
crankease. At least, we heard of this 


happening in one case where the center 
hole on which the piston was. turned 
had been drilled too deep and caused 
this trouble. We believe that when the 
various piston rings were installed that 
they were not properly fitted and that 
the condition is due to leakage past the 
piston rings. 

To check this, would suggest your ob- 
serving the action of the smoke which 
comes from the breather pipe and see if 
it does not come in puffs at each explo- 
sion. Cast iron pistons in this small 


Overland car should be fitted with a 
clearance of .002 to .003, while aluminum 


pistons should be fitted with a clearance 
of .004 to .005. We would suggest your 
checking this clearance by means of 
micrometers and also check to _ see 
whether the cylinders are more than 
.0025 out of round. If the cylinders are 
substantially circular but the clearance 
is too great, you will be unable to over- 
come the condition by the use of over- 
size piston rings, and it will be neces- 
sary to put in a piston which is .0025 
oversize. Then with the pistons prop- 
erly fitted, which can be done by lapping 
in with compound, you can then install 


the proper rings. 

One of the Welever rings in the ring 
groove, which is third from the _ top, 
should cure this condition, assuming 
this and the other rings are properly 
fitted. To get proper size rings you 
should micrometer the cylinders and get 
rings the same size. If the rings are 


too much oversize and are cut down by 
filing at the joint, you will have a ring 


which does not fit and will continue to 
get the leakage 
this condition. 


trouble which causes 
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A Garage and Hotel 
Building 


Q Kindly give me suggestion as to 
suildinyy a garage on an inside lot 75x! 

t., building to be three 
two to be used for hotel accommodations 


vith a lobby on the second fioor 


stories, uppel 


The main floor is to be used for genera 
epair, storage, parts room, showroom 
iccommodate two cars and tractors, offi 
oom, shop to employ about seven to te: 


men, a lathe, drill press, arbor press 
velding equipment, battery stand roo 
iverhead track and, if possible, two wash 
racks, ladies’ restroom, storage to 
commodate as many cars as possib) 
Las Vegas Sales Company, East Las 
Vegas, New Mexico. 


You haven’t a chance of making a 
practical layout for this kind of an ar- 
‘rangement unless you can get control 
of the 25-ft. lot adjoining your property 
and keep the rear part of it free of 
buildings so that you can get daylight 
into the garage floor—more particularly 
the shop. In case you buy the lot it 
would be a good plan to build a small 
store of kind on the front part 
and rent it to pay interest on the in- 
vestmert, then you could use the yard 
in the rear for many purposes, such as 
overflow storage of finished repair jobs 


some 


It would also be well to make the ceil- 
ing of this lower floor high enough to 
give headroom for a mezzanine floor in 
connection with the 
would accommodate the office, women's 


showroom; this 


restrooia and office toilets, but more im 
portant the ceiling height would let the 
light ey» tend further back into the shop 
better working light back 
away from the windows all around. 


and give a 


Another advantage of the high ceil- 
ing would be the better ventilation af 








ONE CYLINDER PRODUCES LOUD 
NOISE 

Q—We have a Studebaker car on which 
No. 1 cylinder produces a loud noise in 
the exhaust. When the No. 1 spark plug 
s shorted out, this excessive 
onger noticed. 
ondition? 

1—One possibility is that the No. 1 
cylinder has more compression than the 
others, due possibly to better fitting rings, 
better seating valves or possibly slightly 
less clearance due to a peculiarity in the 
cylinder head casting. It is also pos- 
sible that the other valves and 
rings are not well seated. If you have 
sround the valves recently, that 
inates one possibility, and 


noise 18 no 
What is the cause of this 


piston 


elim 
While you 
suggested partially closing up the ex- 
haust outlet, 
that. 


we would certainly not do 


If you care to, you can make up a 
compression gage out of the Schrader 
tire gage and an old spark plug shell. 
With this gage you can check the com- 
pression in the different cylinders, and 
if the compression in the No. 1 cylinder 
is a great deal higher than the others, 
it might be possible to reduce it by ju- 
diciously removing material from the in- 
side of the No. 1 cylinder head. Unless 
such a condition occurs on a car oper- 











Architectural Service 
N giving architectural advice, MOTOR AGE 
aims to assist its readers in their problems of 
planning, building and equipping, maintenance 
stations, garages, dealers’ establishments, shops, 
filling stations, and, in fact, any building neces- 
sary to automotive activity. 


When making request for assistance, please see 
that we have all the data necessary to an intelli- 


we need such information as follows: 
Rough pencil sketch showing size and shape of 
plot and its relation to streets and alleys. 


What departments are to be operated and how 
large it is expected to be. 

Number of cars on the sales floor. 

Number of cars it is expected to garage. 

Number of men employed in repair shop. 


How much of an accessory department is 

































































gent handling of the job. Among other things, anticipated. 
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UP TO MOTEL ' 
STORE FOR RENT 


MEZZANINE 
forded. You may have trouble from the 
gasoline fumes and oil smells penetrat- 
ing to hotel floors and for that 
reason the air circulation should be as 


your 


good as possible. It would also be a 
good plan if you have a rear hotel en- 
trance to make it entirely separate from 
the garage. If it leads directly to the 
alley there will be no chance for fumes 
to follow the stairway or elevator shaft. 

You may have investigated the situa- 
tion and become convinced to the con- 
trary, but we would hesitate to recom- 
mend the building of a _ hotel 
garage on account of the fear of fire 


over a 


ated by a very fussy owner, we would 
not pay any attention to it, especially 
if it does not affect the running of the 
car. ’ 

2 American 
steam carbureter any great benefit to an 
engine? Is there an air washer for a 
touring car operating on the same prin- 
cipal as the one on the Fordson tractor? 
Would the washer on a Fordson tractor 
be good to install on a passenger car? 


Is a device such as the 


2—The question as to advantage of in- 
troducing moisture into the cylinder is 
one on which there is a great deal of 
discussion and authorities do not agree. 
Names of various air washers for pas- 
senger cars will be given by letter. The 
air washer on the Fordson tractor is 
chiefly used for the purpose of keeping 
getting into the 
wear. 


dust and dirt from 


cylinders and causing excessive 
This is especially necessary when plow- 
ing over dry ground due to the clouds 
of dust that are raised. It is no doubt 
an improvement that will come on pas- 
senger cars sooner or later, but we are 
not informed as to whether the Fordson 
tractor air washer would be suitable for 
use on the average passenger Car. 
3—Would it be advisable to rap the 
gasoline line, that runs from the tank 
to the vacuum tank, around the exhaust 


“IRST Fl 
FIRS LOOR YARD 


and the prejudice it might raise in the 
minis of your prospective guests. 

If reinforced concrete is used and an 
automatic sprinkling system installed, 
much of this prejudice may be overcome 
but serious consideration should be 
given. 

We have placed the hotel entrance so 
that the stairway landing is on the same 
level wtih the mezzanine floor, so that 


women may get to the waiting room 
without passing through the office. 


Guests of the hotel will have a view of 
the showroom nearly all the way up- 
stairs. 


pipe? This would have the effect of 
warming up the gasoline. 

3—We do not believe that this would 
be advisable. In the first place, the heat 
would be applied to the gasoline a long 
time before it gets to the cylinders. It 
would then have a considerable chance 
to cool off in the vacuum tank and in the 
carbureter. Another possibility is that 
the heat would evaporate the gasoline 
and cause the gasoline vapor to form in 
the pipe and prevent free flow of the 
fuel into the vacuum tank. The proper 
place to apply the heat is either in the 
carbureter or just above the carbureter 
in the intake manifold. One way of do- 
ing this to advantage is to use a hot- 
spotted manifold of which there are sev- 
eral on the market. 

{i—Do you think 15 miles to a gallon 
is enough to get from a Studebaker Six? 

H. C. V., Marion, Iowa. 

4—It is hard to answer this question 
as so much depends on the condition of 
the engine and the model. From your 
letter we are not able to make out just 
which model you refer to. 

Motor AcE Note—When we got to the 
end of this letter we found that the sub- 
scriber signed his initials instead of his 
name. We are accordingly unable to an- 
swer his letter except through the col- 
umns of Motor AGE. 
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Hudson Model O Carbureter 


Q—We have a 
which has been driven about 
When this car is started it runs on one 
two, and sometimes three or four cylin- 
ders in low gear and in second. As soon, 
however, as it gets into high it runs on 
six cylinders We have had several me- 
chanics try to remedy this condition, but 
with no Is this due to trouble, 
in the carbureter and how can it be cor- 
rected?—S. J. Webb, care W. H. Young, 
Aberdeen, Miss 


1920 Hudson speedste! 


12,000 miles 


Success, 


This is an unusual condition and we 
would accordingly suggest systematic 
testing of both ignition and carburetion 
to determine the cause. You do not state 
whether you again get the missing when 
running in high gear at high speed. It 
occurs to us that possibly the ignition 
system is not working properly at high 
engine speed. 

For best results the interrupter points 
should be set with a gap of .015 to .018 
in. and the spark plug gaps should be 
.025 in. If you have one of the adjusting 
wrenches that come with the Delco outfit 
you will have thickness gages that are 
suitable for making these settings. You 
can check the spark by disconnecting 
one wire at a time from a spark plug 
and holding it within 3/16 in. of the 
engine. This test should be made inside 
and not outside in bright sunlight. You 
can then get a good idea of the spark, for 
it should jump this 3/16 in. air gap with- 
out missing and should have a red haze 
or flame in addition to the white streak 
at the center of the spark. 

You should check this spark at low 
speed and then speed up the engine a 
bit and see if the spark misses: Missing 
can sometimes be detected better by lis- 
tening than by looking at the spark. 
For listening to the spark you can use 
a roll of cardboard or heavy paper about 
3 in. in diameter, holding one end to 
your ear and putting the other end near 
the pumping spark. 


Another thing to check is the timing 
to see that the spark in the retard posi- 
tion occurs approximately on top dead 
center or when the piston has gone down 
about 1/64 in. from its upper position. 
We would also suggest your checking the 
valves to see that none of them are 
sticking, also check the clearance be- 
tween the valve stem and push rod to 
see that it is approximately .003 in. 
when the engine is hot. We would also 
suggest your checking compression, and 
it would be a good idea to take the 
spark plugs apart and be sure that the 
porcelains are clean and not cracked. 

There is a faint possibility that the 
carbureter is giving trouble and we are 
accordingly showing an illustration of 
the carbureter. Regulation of the mix- 
ture is accomplished by the piston which 
is drawn upward in proportion to the 
suction of the engine. As the piston is 
drawn upward it lifts a measuring pin 
in the lower end of which is a V-shaped 
notch. The cross-sectional area of this 
notch is greater at the lower end, so 
that the farther up this pin is drawn 
the greater is the opening for gasoline 
getting from this lower portion of the 
carbureter up into the air passage. 

In the right-hand sketch will be seen 
a part called “gasoline feed regulator” 
and this part is lowered by the action 
of the gas adjustment. In the left view 
can be seen a small gear and rack which 
accomplish the lowering of this gasoline 
feed regulator. Either raising the meas- 
uring pin or lowering this gasoline feed 
regulator results in enriching the mix- 
ture. Around this gasoline feed regula- 
tor sleeve will be seen a regulator gland 
and it is possible that the packing of 
this gland is worn out and allows gaso- 
line to leak on the outside of the gasoline 
feed regulator and make the mixture 
unduly rich. 
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We would accordingly suggest you 
disassembling the carbureter sufficient), 
so that you can inspect the packin 
around this gasoline feed regulato 
sleeve. With good compression in th: 
engine, good spark plugs, a spark tha 
hits every time and the carbureter prop 
erly packed, and its piston freely ope) 
ating, you can hardly fail to ge 
results. If ignition trouble is 
enced you should try a new 
clean the interrupter points and see thal 
the contact surface is not worn away 
also see that the adjustable interrupte: 
bracket is not 


£001 
experi 


coil; als« 


contact loose. 


BUILDING A RACING CAR FOR 
HALF MILE TRACK 


Q—-We are building a half-mile track 
and would like to know if 
Dodge Bros. rear axle, full float 
would be O. K. for the job, o: 
three-quarter floating typs 
We like the full floating 
three-quarter float 


racing car 
the Old 
ing type, 
if the new 
would be better. 
better than the 
this work. 

1—While either axle would probably 
do the job, it is also the personal opin 
ion of the Clearing House Editor that 
the full floating type would be somewhat 
suitable. 


type 
ing for 


more 

2—Would it be 
the spider gears and 
so as to do away with 
Herkimer, N. Y. 

2—-It would be undesirable to do this 
This is especially true on a _ half-mile 
track where the turns are frequent. On 
the turns there will be considerabl 
variation in the revolutions of the right 
and left rear wheel, and if the differen 
tial is locked there will be considerabl 
sliding action, which will reduce the 
power and possibly give trouble, due t 
wear of the tires and difficulty in stee! 
ing. 


just as well to remove 
lock the differentia! 
its action—H. W 
Ray, 


LIEN RIGHTS EXPIRED 

Q-—Last March we delivered a car to a 
customer which we had repaired for him 
the bill amounting, for parts and labo: 
to $225. He paid us $75 cash and we took 
his note for $150. The note is now past 
due and he says he cannot pay it. Wha 
we would like to know is, is it too lat 
to place a mechanic’s lien against the ca 
under the above circumstances?—Moshe! 
Motors, Dixon, Il. 

You have no lien on the repaired ca) 
at this late date. To preserve youl 
lien you must file a claim for repairs 
with the County Recorder, setting forth 
your charges and other information as 
required, and this must be done within 
sixty days after the repairs are made 
If you have thus preserved your tien 
you are not required to retain posses 
sion of the repaired car in Illinois. Th 
statute creates a special right and it 
must be strictly followed. 

Your remedy now would be to sue fo! 
judgment and then levy on the ear il 
possible. 
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Rewiring a Peerless 


Q—We would like to have your advices 
= to rewiring a Peerless 6-48, 1914 tour- 
Fag We are converting this into a tow 
uck. The wires have all been cut and 
rn off and we wish to use the original 
vire Gray & Davis generator with a 
w and simpler wiring system. The 
irter is O. K., also the wiring for the 
irter, as it turns the engine over, but 
do not know exactly how to connect 
the lighting circuit in the most simpl« 
i 
1—The original generator had thre 
rminals which were, respectively, plus, 
inus and series. In one of the illustra- 
ions this generator as originally wired 
shown at the left. The battery was 
onnected across the plus and minus 
erminals so that the generator operated 
a straight shunt machine as far as 
harging the battery was concerned. 
For purposes of illustration we have 
eft out all complications such as cut- 
uts and junction boxes. The lights 
however, received current from the plus 
ind S terminals and it will be seen that 
the S terminal is negative but the cur- 
ent must flow through a heavy series 
inding in going to the lights. The 
nerator was a constant-speed machine, 
the constant speed being obtained by a 
entrifugally operated clutch which re- 
eased at 1,000 r.p.m., so that no higher 
peed could be obtained. When the lights 
were turned on and additional current 
vas needed it was obtained by taking the 
irrent through the _ series winding, 
vhich had the effect of helping the shunt 
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Simplified Wiring of 1914 Peerless 


winding and making the generator give 
out more current 

Maintenance of this slipping clutch is 
quite a problem and it is usually consid- 
ered better to eliminate the clutch en- 
tirely and let the engine drive the gen- 
erator at variable speeds, depending on 
the engine speed. It is then necessary 
to get some type of regulation and, as 
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CIRCUITS CHANGED FOR 
BUCKING SEVIES EFFECT. 


Connections Changed to Get Series Field 


Regulation 


shown at the right of this same illustra- 
tion, we have the generator with the 
series field reversed. The lower field coil 
which formerly connected to the S ter- 
minal is now seen connected to the left 
brush, and the negative terminal while 
the upper field coil, which was formerly 
connected to the left brush and the neg- 
ative terminal, is now seen connected to 
the S terminal. 

The general scheme of wiring is also 
shown very much simplified in connec- 
tion with the changed wiring for the 
generator. With this new method of in- 
ternal connection the negative terminal 
will not be used, as the S terminal is in 
effect a negative terminal getting current 
through the series winding. This wind- 
ing will now have a bucking effect and 
will tend to limit the current at high 
speed. 

The other illustration shows a simpli- 
fied wiring that can be used. If fuses 
are desired, three of them can be used, 
one in the headlight, one in the side 
light and one in the tail light circuit. 
If only one fuse is desired, it can be 
connected in circuit between the am- 
meter and lighting switch just before 
the B terminal on the light switch. The 
cutout is any standard 6-volt cutout, and 
most any ammeter can be used. 

2—Advise what type of carbureter would 
function properly on this car. We cut the 
old Peerless casting off and installed an 
old Rayfield, which is not doing the work. 
It loads up and then spits. Would you 
advise cutting the manifold off short, say 
about 3 in. from the top?—A. G. Klemp, 
Highland Park, Il. 

2—The trouble you are having may not 
be in the carbureter and you will doubt- 
less find that a hot-spot manifold would 
give better results on this engine. Addi- 
tional information will be given by letter. 
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Oiling Systtem On Rutenber Engine 


REAR BEARING LINE 
CENTER BEARING LINE 


PLUNGER PU ve 


Q—We 
of universal joint on a 
model 6-39. 


know the make 
1918 or 19 


would like to 


Paig« 


1—We have no definite information on. 


this. However, the rear axle was made 
by the Salisbury Wheel & Axle Co. and 
it is quite likely that the universal joint, 
which is mounted at the front end of the 
axle torque tube, was also made by the 
Salisbury company. However, universal 
joints for this car may be obtained from 
any authorized Paige distributor. 


2—We would like an oiling diagram of 
the Rutenber engine used on this car 
This engine was at one time overhauled 
and after that continually burned out con- 
necting rods, due to low oil level or 
short dippers This condition was elim- 
inated but now we experience the oppo- 
trouble, for the car 
of oil every 100 miles. 
not smoke and the 
leak. The oil lines 
at some time, so we would like to have 
the diagram in order that the original 
system may be reinstalled.—A. D. Stuehm, 
Peotone, IIL. 


9 
~ 


site uses a gallon 


The exhaust does 
crankcase does not 


have been changed 


In the illustration shown a view is 
given of the under portion of the engine 
which clearly shows the oil piping. The 
lower part of the crankcase has been 
removed and with it the troughs into 
which the connecting rods dip. The oil 
pump is of the plunger type operated 
from an eccentric on the camshaft. It 
takes oil from the bottom of the crank- 
case through a strainer and sends it to 
the main bearings. Three pipes will be 
seen going to these main bearings, and 
from the main bearings oil overflows into 
the pan into which the connecting rods 
dip. 

This pan, or series of troughs, should 
have one or more overflow holes so lo- 
cated that the oil level will be from 1% 
in. to 3/16 in. above the lower end of 
the connecting rod dippers. This dimen- 
sion is a very important one and great 
care should be taken in checking up this 


OWS, FLOAT LEVEL 


FRONT BEARING LINE 
CONNECTING ROD DIPPERS 


OIL PRESSURE ADJUSTMENT 





point. Scales and straightedges may be 
used to check the distance of the end 
of the dippers below the bottom edge of 
the upper part of the crankcase. 

In similar manner, straightedges and 
seales should be used and, if necessary, 
a special fixture should be bent up for 
the purpose of measuring the location of 
the overflow hole. It is quite possible 
that someone, in working on the oil sys- 
tem, has plugged up this overflow hole 
or bent up the edges of the pan so that 
the oil level is altogether too high. In 
the oil line running to the rear main 
bearing it is customary to have one very 
fine hole somewhat less than 1/64 in. in 
diameter. This has at times been used 
to allow some oil to get into the oil pan 
aside from what leaks there from the 
main bearings. In some cases this is 
drilled with a number 50 or 60 drill and 
in some cases it has been plugged up in 
order to give more pressure to the rear 
main bearings. 

It also occurs to us that in a car four 
or five years old trouble such as you 
mention may be experienced due to wear 
in pistons and cylinders and it might be 
worth while to investigate and see if the 
cylinders need reconditioning, in which 
case, of course, new pistons and rings 
would be required. 


MURIATIC ACID FOR CLEANING 
CLOGGED RADIATORS 


Q—We have a 490 Chevrolet, 1918 
model, and have been thinking of mak- 
ing a burning-in stand of same. We 


would like to make it Universal so as to 
handle all makes of engines Should the 
engine be burned in by revolving in the 
normal running direction or does it make 
any difference? 


1—The burning-in job, when properly 
done, gives a good smooth finish, so we 
cannot see that it makes any difference 
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which way the engine 


work is being done. 


rotates when the 


2—We also figure on arranging the en 
gine so that it will be possible to use ar 
extra long shaft connecting with the 
starting crank for starting an engine ir 
which the bearings have been tightened 
up in the car. 


2—-To use an automobile type engins 


for this purpose you will need the 
transmission and will probably have to 
use the low gear only. It also occurs to 
us that you may get a job in which you 
will have great difficulty in starting the 
tight engine even with your driving en- 
gine in low gear. 

You may find it necessary to use two 
transmissions, the regular one that 
comes with the engine, and some other 
transmission that you can pick up. By 
this means you can get a double reduc- 
Un so that if you get a 9 to 1 reduction 
you Cenld get as much as 81 to 1 by 
using tWO of them. By this°means you 
would be sure to break the engine loose. 
Then when you get the engine turning 
over you Can PrOhably” stop and = shift 
into some gear whic. will give slightly 
higher speed. 

In connection with  ¢pis 
problem, would suggest that you read 
the article on this subjecy on..page 42 
of the November 9th issue 0 ¢ ordre Act 

3—What is best to use Whe 
is so clogged up with scale as 


burning-in 


1 a radiato: 
to prevent 


water circulation? We have bon ysing 
soda and lye but do not seem. to have 
much success. We have hea rd that 
muriatic acid is better but hav e neve! 
tried it. If this acid is used, wh.,; pro- 
portion would be suitable? 

3—The soda and lye are helpful in re- 
moving oil and dirt but have no ‘ ggrect 
on lime deposit. Muriatic acid C& » pe 

‘ ay a sf r ~~ , ; . | ‘ 

used in a fifty-fifty solution; in ‘tne, 
words half acid and half water. = mpj- 


acid can be put into the radiator Vwhile 
it is on the car or the radiator cat, po 
boiled in the acid if a suitable tar}, j. 


available. Great care, of course, sh 


ould 
be used in empluying this method, e sp. 
cially if used while the radiator ist 5, 
the car. After the acid has been put, ;, 


and the engine run to cause it to h’‘,., 
up, it should be carefully drained off) 

After this the system should be tif, 
oughly rinsed out with water with sd 
soda in it so as to neutralize the aqiq 
that is in the cooling system. Radiatoj.. 
often become so clogged that no metho, 
will gtve satisfaction as far as cleaning 
is concerned, and under these circum- 
stances the only remedy is a new core 
for the radiator. There is a patented 
solution on the market which is said to 
be quite effectual and the name of this 
will be given by letter. 


yme 


i—We have been figuring on making a 


portable test bench for generator and 
starter work. Could you give us some 
pointers in this regard?—South Dakota 


Reader. 

4—This information and the names of 
concerns that make parts for building 
your own test bench will be given by 
letter. 








Packard Wiring Diagram 
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1914 six-cylinder 


dash and battery 
‘incinnati, Ohio. 


Two illustrations are given, one being 


ENERATOR CHARGES AT LOW RATE 


r 8 amperes. 


the armature, also new 





Wiring diagram model 3-48-1914 Packard 


the regular wiring diagram, which shows 
the old type mercury regulator. 
junction 
another wiring diagram which gives the 
connections of the Bijur regu- 
the external con- 


internal 
lator. 


reference 
minal numbers. 
to wire 


type 





NIRING DIAGRAM ON MODEL 3-A-8-1914 PACKARD 


Bijur regulator on model 3-48-1914 Packard 


new 
also 


tery 


however, still charges only 6 or 
at speed 
hour. 
Escarcega, 


Inasmuch 


On this sketch 
nections are similar and are marked with 


This should enable you 


and put the bat- 
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consistently but at a low rate we assume 
that you have not shifted the third brush. 
This should be moved in the direction 
of rotation in order to increase the out- 
put. It is possible that the generator 
clutch is slipping but if this were the 
case the charging current would prob- 
ably come higher at times and at othe 
times the slipping would allow the 
charging current to drop down to zero. 

However, it will do no harm to check 
the clutch by using a pipe wrench on 
the starter pinion at the rear end of 
the motor generator and trying to turn 
the armature against the normal direc- 
tion of rotation. If you do this, some 
discretion should be used as only a mod- 
erate twisting effort should be employed, 
merely enough to see if the clutch slips 
easily. 

If the clutch is in good condition and 
the third brush is properly adjusted you 
should get 12 or 15 amperes. About the 
only other thing that occurs to us that 
might give a low output is a partial 
opening in the armature which however, 
would show up by producing two burnt 
places on the commutator, at opposite 


sides. 


CHANGING GENERATOR WINDING 

Q—We would like to have some infor- 
mation on a three brush model G H Auto- 
lite generator which came off from a 
Chevrolet 490, which runs this generator 
at 3000 r.p.m. Would it be possible to 
rewind the field coils so that the genera- 
tor could be mounted on an engine that 
would drive it 1500 r.p.m. and still do its 
work properly? If so, what size wire 
would be required?—R. L. Brewster, Des 
Moines, Iowa, 

1—The G H Autolite generator is sup- 
posed to charge 5 amperes at approxi- 
mately 800 r.p.m., 10 amperes at approx- 
imately 1100 r.p.m., 12.5 amperes at ap- 
proximately 1250 r.p.m. and 15 amperes 
at approximately 1500 r.p.m. From this 
point on the charging current does not 
increase to any extent and may drop off, 
due to the action of the third brush 
method of regulation. 

The speeds you have given are max- 
imum engine speeds and a car does not 
usually operate with the engine running 
at these speeds. We would accordingly, 
suggest your studying the above data to 
see if the generator is not suitable the 
way it is at present. It would be pos- 
sible to put more turns in the arma- 
ture but to do this you would require 
finer wire. The generator would then 
cut in at a tower speed but as soon as 
you start to get the charging current of 
10 or 12 amperes from it, you would find 
that the armature would overheat, on 
account of the finer wire. 

In other words, when a machine is 
once designed it is rarely advisable to 
change it as you usually get into trou- 
ble of some sort. We accordingly, would 
suggest that you either use the gen- 
erator as it is or get some other type 
designed for the purpose. A generator 
to operate at lower speeds usually has 
to be larger with a longer armature and 
more iron and copper in the. oufit. 
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A “Hard Nut” Who Almost Broke the Cracker 


Friend Tom Buys a “Runwell” Sedan After a Harrowing 
Experience With the “Harding” Agent 


This story is the recounting of an actual experience in the purchase of a car by a man known to a member of Motor AGE staf. 


OM had a reputation among my 
friends of being a “peculiar old 
duck,” which, when interpreted 


into automobile 
that he'd be 


might mean 
to crack if it 
came to selling him a car. However, 
when we would be out driving in my 
bus, I noticed that Tom looked longingly 
at a certain well known make of auto- 
mobile, a sport model, which I shall 
call the Harding. 

Once I ventured to ask if he were 
thinking of buying one of the Hardings 
but he said, “No,” in a way that might 
just as well have been “Yes.” Later he 
confessed a weakness for that particular 
ear and shortly after he declared he 
would have no other. 

“There isn’t anything like it 
world,” he told a friend, “I’m sold 
completely sold on a Harding Sport, 
Whatever people waste their money on 
another make of car for, I don’t know 
and in a short time, I’m going to place 
my order for one. I won’t be happy until 
I do.” 

Another friend who owned what I 
shall call a Runwell informed Tom that 
he’d be mighty sorry if he didn’t buy 
the same kind of car as the one he 
owned, but Tom cussed a blue streak 
and when he got through telling the 
Runwell owner what was wrong with 
his car we listeners began to wonder 
how the deuce the Runwell sold any ma- 
chines at all—theysure were _ rotten 
jobs, if Tom was to be believed. 

On another occasion, the Runwell 
boosters tried to change Tom’s opinion 
but he was immovable. A week ago 
Tom called me up and told me he was 
going over to buy his Harding and 
wanted me to come along and drive it 
back. I gladly consented and together 
we went to the agency, he like a four- 
year-old on Christmas morning. 


language 
a hard nut 


in the 


Tom’s Dream of “Stepping Out” 


“Boy,” he said to me, “we'll sure do 
some stepping next summer with that 
launch. She’s a bear—can do sixty 
without turning on the ignition switch, 
no expense on upkeep—” and he raved 
on about a thousand other things. 

I wished that I was the Automobile 
salesman who was going to grab off such 
soft pickings. I honestly think that Tom 
believed so firmly in the Harding that 
had someone offered him another make 
for nothing he would have turned it 
down, even though had be been forced 
to pay twice the regular price for the 
Harding. 


When we arrived at the sales agency, 
I noticed that it was a rather dingy 
looking place with but two lights burn- 
ing. 
uses over the chair. I was disappointed 
but Tom saw only his sport model on the 
floor. 

“There it he exclaimed, and his 
nearly popped out with delight, 
“look at the lines of that chariot—man, 
she’s a peach, I tell you, a peach!” 

Don’t you wish you had a prospect like 
that hanging around loose somewhere? 
Wouldn’t you go out and gather him in 
before he began to cry? 

Then, of a_ sudden, 
changed—he smiled. 

“But I’m going to make these guys 
SELL me that car in their own language 

I want to. find out what they know 
about the car that I don’t know—,” and 
in we hiked. 


is!” 


eyes 


Tom's attitude 


An Encounter With a Youngster 


A lad, perhaps ten years old sat in a 
corner with his books, evidently doing 
his home studies. He regarded us 
rather suspiciously and, while Tom 
gloated over the Harding, I began to size 
up the salesroom. At one end, the plaster 
from the wall had fallen off altogether 
and the bare laths shown under the 
lights like a room in a haunted house. 
I called Tom’s attention to this but he 
said, “I’m not buying the business, I’m 
buying this car.” He felt and patted the 
upholstery like Morvich’s owner might 
have done before the start of the Derby. 
No one appeared on the scene, however, 
to grab this piece of change and the 
youngster still looked at us sullenly. 

After a bit, Tom turned to him, “Hey, 
kid, where’s your old man—in bed?” he 
asked smiling with something of hero 
worship in his eyes, for, wasn’t this the 
son of the man who sold the famous 
Harding? 

“Oh, pop!” the boy bawled out, ‘‘c’mon 
down—they’s a couple o’ guys here to 
see you!” It sounded like someone 
screaming for help but Tom chuckled 
amusedly. 

Then came the great man who sold 
the Harding—he emerged from a door 
at the head of a flight of rickety stairs 
and descended, looking Tom and myself 
over critically. I didn’t know whether 
to run or put a handkerchief over my 
face and say, “Boo, I’m a hold-up man.” 

He regarded the boy at the table for 
a moment and then scowled. The lad 
looked scared to death but the man 
again turned his attention to us, “I was 


These resembled the lights a barber 


just helpin’ the old lady with the dishes,” 
he explained, “can I do anything fe: 
yuh?” 

Tom and I stared at each other 
“Well, you MIGHT sell me a car,” Tom 
ventured, 

The man looked at us in surprise 
was it necessary to call him down from 
washing the dishes to sell a _ car? 
Couldn’t we see the cars there on the 
floor? Wasn't that enough? These were 
the questions that seemed to appear in 
the man’s eyes. 

“Wal,” he drawled, 
reckon I can do that.” 


carelessly, 


But as has been said, Tom was a hard 
nut and he hastened to inform the man 
that he wasn’t so sure about that and 
that he’d have to step on it a little, 
because he didn’t have much time to be 
buying cars. Again the man looked sur- 
prised. 

“Which kind of car were you 
ested in?” he asked. 

“Not past tense, old man—don’t put 
it that way,” Tom said, “you’re heaping 
up resistance when you do that,” But 
these words didn’t mean a thing to the 
dealer. 

It was hard to tell whether Tom was 
losing patience or whether he was just 
“making them sell the car,” as he said 
he would. His occupation is _ pur- 
chasing agent for a large meat packer 
and so he knew how to trip a salesman 

The man walked around the car, evi- 
dently looking for something to talk 
about, then he lifted the hood. 

“D’je ever see the motor in it?” he 
asked. 

Tom told him that he hadn’t and that 
he didn’t think that he’d be able to with 
the lights burning so low, but the dealer 
took no notice of this. 


inter- 


Tom Gets Some Dope on the Motor 


“Come over on this side,” he invited 
We followed and beheld the motor. 

“Well, I'll be darned,” Tom said to me 
“the motor is just like any other car’s 
isn’t it?” 

“It’s a Summertime,” 
he laughed. 

“That doesn’t mean a thing to me, old 
man,” he said, “I don’t know anything 
about motors.” 

The man took this as a signal to tell 
Tom all about the power plant. 

“Oh, yes,” he assured us, “it’s a Sum- 
mertime, and it has all standard parts 
throughout: Wilson & Wilson clutch, 
Iceberg carbureter, Outright ignition, 


I told him and 
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Serveslow transmission, Mansized uni 
versals, Wooden rear axles 

“Hold on, hold on,” said Tom, “I don't 
care about all that stuff, I know it’s a 


good car or it wouldn’t be on the market, 
but what sort of service do you give, 
how’s your shop equipped to take care 
of any work that I might want done, who 
are the men that work for you, what 
free service do I get and what is the 
approximate cost of upkeep for a year 
and the depreciation—those are _ the 
things that I want to know about.” 
“Oh, I have a good shop back there 
and I'll take care of the car for 60 days,” 


the dealer informed him. I could tell 
that this sort of salesmanship wasn't 
going to last long—Tom was getting 


cross and I began to feel sorry for the 
dealer if Tom should open up on him. 


“Why should I take your word for 
what you have ‘back there?’” Tom 
queried, “why don’t you show me—you’re 


making a big mistake by not doing so 
and that’s the only thing that matters to 
me. I don’t care what kind of a motor 
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or clutch or transmission the boat has, I 
want to know if you can fix them if they 
<0 wrong—’” 


“Come around tomorrow,” the dealer 
interrupted, “I ain’t got the lights on 


back there, they burnt out.” 


Tom gaped at me—certainly he was 
disappointed and together we filed out 
on the street. Tom was the first to 
speak. 

“I’m damned mad, I am!” he said, 
“that was a hell of a deal.” 

We walked home. Last night when 


the ’phone rang and I answered it, it was 
Tom’s voice I heard. 


The Runwell Makes Another Friend 
“Hey,” he said, “meet me at the drug 
store, I’ve learned to drive my Runwell.” 
You could have knocked me over with 
two atoms. I met him a little later and 


he was driving a brand new Runwell 
sedan. 

“Your's?” I asked, not quite able to 
assure myself. 

“Sure, it’s mine,” he said, “damned 


nice car, eh?” 


49 


It was my turn to chuckle because he 
had never said anything more fervently 
in his life. I didn’t dare ask him what 
was the matter with the Harding—I’m 
sure I know and this morning coming 
down in the car, I met the friend who 
first tried to interest Tom in his Run- 
well. 


“Did you know that Tom has bought a 


Runwell?” I asked. 

“Sure,” he replied. “He told us about 
the incident at the Harding agency. I 
realized that Tom was accustomed to 


high-class salesmanship so I got the boy 
who sold my car to me and put him on 
Tom’s trail, tipping him to silk 
gloves, and he put it across.” 

isn’t the 
and likes “high 
everybody does and while this is an ex- 
treme case, still it is one that teaches 
a lesson. When you start to sell, SELL. 
Don’t underestimate 
may be a much better critic of your ef- 


use 


Tom only one who knows 


class” salesmanship 


your prospect—he 


forts than you have any idea. 


What Six Owners Call “‘Service’’ 


INCE it is a proven fact that the 
fe, el is boss,” let’s go right to the 
owner and find out just what he or she 
considers good service and learn, from 
the customer’s angle, what improvements 
are needed so that “the boss” will be 
satisfied. In selecting six people. to in- 
terview, an effort was made to cover the 
owner field in all its classes—from a 
bank president to a bricklayer and every- 
one in between. The truck farmer, the 
salesman, the housewife and the business 
man all have their own ideas on what 
constitutes “paying service” for the 
garage owner. 

Wm. N. Jarnigan, president of the Cen- 
tral Mfg. District Bank in Chicago, has 
advanced a few ideas which probably 
would not occur to the “insider,” the man 
who makes his living selling and servic- 
ing motor cars. 

“T have often wondered,” said Jarni- 
gan, “just what some garage owners 
realize on their service departments. I 
have been into the shops of a few auto- 
mobile establishments and there is only 
one in this big city where I would keep 
my car or leave it to be repaired. 

“Cleanliness and courtesy are the 
things that appeal to me anywhere, and 
especially where it requires effort to 
maintain them. It should require no 
effort anywhere to be courteous, I refer 
to cleanliness when I speak of effort. 
In a garage with its grease, gas and oil, 
it is hard to keep the whitewashed walls 
in a spotless condition and anyone who 
would insist on that would be unfair, 
but there is no necessity for tools, cloths, 
pieces of equipment and the like lying 
around on the floors, kicked here and 


there by careless employes. 
“Nor is it at all inviting to look at a 
workman’s bench which 


is littered with 





1. A Bank President 


every symbol of untidiness—I remember 
in one garage not far away seeing a 
broken ‘barrel stave with a scoop of 
black grease on it, thrown on the floor 
of a beautiful sedan and a dirty me- 
chanic crawling in and out of the car, 
stepping into the grease and leaving the 
imprint of his heel all over the floor of 
the car. The really humorous side of 
this was that the man was so careful 
to see that newspapers were spread on 
the seats, so that the dirt from his 
jumper would not be left there. I was 
waiting for the shop foreman to finish 
with another man at the time but that 
was enough for me—I waited no longer. 

“How did I happen into the garage 
where I now keep my car? 

“It is close to my home and one eve- 
ning before setting out, I drove over 
there to get some gasoline. An attend- 
ant met me at the pump with a ‘Good 
evening, sir,’ and courteously inquired 
as to ‘how many.’ Then, in as diplo- 
matic a manner as ever anything was 
done, he extracted seventy-five cents 
from me for a set of anti-rattlers for my 
windshield and doors. 

“T liked it, and as I was driving away 
he genially called after me to stop in 
again. That night I brought my car back 
there and it has been there ever since.” 

Jarnigan here indicated that he espe- 
cially liked the splendid memory every- 
one employed at “his” garage seemed to 
have—everyone knows his name and 
seems to know everyone else who comes 
in. 

“Three times last year I had something 
go wrong with the car and each time 
the car was ready for me at the exact 
time it was promised. On one occasion, 
something happened to the work they 
had done and they made it good—in the 





spirit that has made them a success—it 
honestly hurt their feelings to think that 
they had not done the job right in the 
first place. 

“Of course,” Jarnigan added, “my 
opinion is only one opinion—lI don’t be- 
lieve I would want depositors coming up 
to me continually and telling me how to 
run my business, but I'll discharge any 
employe who is not up to the standard 
required by our people.” 

All of which goes to show that while 
Jarnigan does not like harsh or unrea- 
sonable criticism, he is still open to the 
suggestions which come from those who 
are honestly interested in bettering the . 
bank’s service and in this spirit he ad- 
vanced his opinion on the garage busi- 
ness. 


“ONE A DAY” 


Much has been printed and much more 
will be printed about the attitude and 
conduct of the automobile salesman. All 
of this material says much the same 
thing, but each effort at outlining a 
course has its particular place if it ap- 
peals to some salesman and makes him 
more efficient. 

One of the latest efforts along this line 
is “One a Day,” by Ray E. Brouillet, who 
is content to call himself a compiler 
rather than an author. He is an auto- 
mobile salesman and in several ways his 
pamphlet is different. We had a young 
salesman read it and he said that he 
found much of value in it. 

“One a Day” (meaning selling one 
automobile a day), is published by The 
Sales Efficiency Publishing Co., Monad- 
nock Bldg., San Francisco, and is sold 
at $1 a copy. It is a paper-bound pam- 
phlet of 48 rather small pages. 
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AUTOMOBILE SHOWS 
































Allentown, Pa —........Semi-Annual Automobile Show .--Feb, 3-17 
Winnipeg, Man......Annual Automotive ee Show.............. Feb. 5-10 
Charlotte, N. C_........ Annual Automobile Show... sietisioleied . 5-10 
Lamang, Mile Ba nn ccccencstsseesceemesenss 5-10 
Toledo Annual Automobile “Show... . 5-10 
Winnipeg, Man......Mt Minto Barracks............................. sneiidlitianial . 
Waterbury, .  pnmmeneemne Automobile Show... a 
Salisbury, Md. NS DOE ae Feb. 6-10 
Cincinnati Automobil Show ianndscapiatetpendssinsdnbetanciadl Feb. 7-14 
Roe? Geiiitem, Pe.nTE DNR UD, ctrctitnettecntermerenimnnineg Feb. 7-14 
Kewanee, [ll_......... ..Kewanee Automobile Dealers’ Assn..................Feb. 8-10 
Albuquerque, N. M.....Sixth Annual Show.......... Soe SS 
Kansas City, Mo. .._...Annual Automobile Show1... ssaveeseeeeee- OD. 10-17 
St. Louis St. Louis Automobile Dealers’ Assn............Feb. 10-17 
Norfolk, Va....... «Annual Automobile Show 
Kalamazoo ... = 
Utica, N. Y..............Annual Automobile Show... ial 
Dallas, Texas...............Dallas Automobile Trades Assn. “Show... ...Feb. 12-17 
Flint, Mich..............Flint Dealers’ Assn... Meer ae Rae. 
Fort Dodge, Ia.........Annual Automobile Show 
Orlande, Fia..._.....MKdnnual Automobile Show...... 
Sioux Falls, S. D....Annual Automobile Show 
ey ee Oe eee 
Columbus ........ —.-Annual Automobile Show... 
Hartford, Conn........1A4hnrual Automobile Show... 
IR snatiecrivictan —Annual Automobile Show... iced 
a, a eee ee 
York, Pa. dienatueaill Annual Automobile Show. ‘ 
San Francisco......09E0xposition, Auditorium ....... demeaiiial 
Sioux City, Ia... Sioux City Automobile Dealers’ ‘Assn............Feb, 17-24 
Salt Lake City....11Mdnnual Automobile Show... sina 
Grand Rapids, Mich F 

Mt. Cl » Mich 
Louisville .. Annual Automobile “Show... 





White Plains, N. Y..Annual Automobile Show...... 
Schnectady, N. Y....Annual Automobile Show...... 
Springfield, O.......At Memorial Hall................ 
Bethlehem, Pa___._— Annual Automobile Show... 
Trenton, N. J... -Annual Automobile Show.... ...Feb. 
Springfield, Il... Springfield Automobile Dealers’ Assn.....Feb. 22-2 
Brooklyn, N. Y.......Annual Automobile Show of the Brook- 








lyn Motor Vehicle Dealers’ Assn.......Feb. 24-Mar. 
Youngstown, O....... ~Youngstown Automobile Dealers’ Assn..Feb. 24-Mar. 
Albany, N. Y.........Annual Automobile Show......................--. Feb. 24-Mar. 
Des Moines, Iowa.....Annual Show .... wee Keb, 25-Mar. 
Chicago .....................South Mid- Town “Automobile ‘Show ‘at 

Midway Auditorium . Feb. 26-Mar. 
Muskegon, Mich....... ma Feb. 26-Mar. 
Syracuse, N. Y......... ~.Annual Automobile Show.......................... Feb. 26-Mar. 
Springfield, Mass... Annual Automobile Show............ ...Feb. 26-Mar. 








DD iccencemnmend Annual Automobile Show 26-Mar. 3 
Yonkers ............. ...Annual Automobile Show.... 26-Mar. 3 
Oklahoma City . ...Annual Automobile Show.... 26-Mar. 3 
Portland, Me................/ Annual Automobile Show.... 26-Mar. 3 
A agg Ind...........Annual Automobile Show.... 26-Mar. 3 
Malone, N. Y...... ...Annual Automobile Show 28-Mar. 3 
Poughkeepsie, N. Y..Annual Automobile Show 28-Mar. 3 
Mankato, Minn............ Mankato Automobile Assn 28-Mar. 4 
Harrisburg, Pa. Thirteenth Annual Automobile Show....... Mar. 3-10 
Ft. Worth, Tex. Annual Spring Show ‘ ...Mar. 3-10 
Indianapolis ...............Indianapolis Trade Association.. a 


NP Cis STIs cncereipananisnatneenestndoiaptveninntacemmiaianlinpieiaagimeiintanenanpnianinnnnes * . 5-10 





































Duluth, Minn ed Duluth “Automotive Dealers’ Assn....... 5-10 
Prmaiineess, Whe WF ocecccicecess Third Annual Queens County Show........ . 5-10 
Amsterdam, N. Y........ Annual Automobile Show................................. ..Mar. 5-10 
Carlisle, Pa.................Chamber of Commerce Show.......................... Mar. 5-10 
Nashville, Tenn........ Annual Automobile Show.......... Mar. 5-11 
Galesburg, Ill. seeeeeAnnual SHOW oo... SRD SERIO 
Oswego, N. Y. ‘Annual Automobile Show. ; Mar. 7-10 
Saginaw, Mich...........Annual Automobile Show... a 
Elizabeth, N. J............ Fifth Annual Show......... .....Mar. 8-17 
Huntington, W. Va..._Huntington Automobile Dealers’ ‘Assn. Show. Mar. 10-16 
Richmond, Va.............. Annual Automobile Show.................................Mar. 10-17 
Boston ........ Annual Automobile Show... ...Mar. 10-17 
Newark, N. rR .....-.Annual Automobile Show.... ....Mar. 10-17 
Washington, D. Cc... Spring Show, Convention Hall... ...Mar. 11-17 
Denver .......... ... Municipal Auditorium .......... cnsnsisesinmase ils 1508 
Port Huron, Mich ssp Mar, 12-17 
Jacksonville, Ill. ........ Jacksonville Automobile Dealers’ Assn......... Mar. 12-17 
Denver, Colo. ...........Denver Automobile Dealers’ Show... .............Mar. 14-17 
Battle Creek, Mich.. a, 
Greenville, 8. C.......... Annual Automobile Show................................Mar. 28-31 
Quincy, Il. Annual Automobile Show Mar. 28- Apr. 1 
Bridgeton, N. J. ..Ei¢gh'h Annual Automobile Show Mar. 31-Apr. 7 
| a eS Se Se Se RIDERS RE RS 
Green Bay, Wis.........Annual Automobile Show... Aug. 27-30 
Sacramento .................Annual Automobile Show................. .... Sept. 3-8 
Memphis .... ...Annual Aut bile Show.. secececereeeee OPt. 28-30 
Fresno, Calif...........Automobile Show .... sn SOBEL 28-Oct. 5 
Little Rock, Ark...... Annual Automobile Show... es eee Oct. 8-13 
Waco, Texas... ---«ee Waco Automobile Dealers’ “Assn..............Oct. 20-Nov. 5 
, CONVENTIONS 
Quincy, IIL................Annual Meeting Illinois Automotive Trade 
BO ectniccentinceiecnisions ....Mar. 19 
Olympia, Wash............Convention natant Automotive Trade 
BI sontinindacuiabtttitmiadiiimeel 
RACES 
Indianapolis ............Annual 500-Mile Classic May 30 








SQUEEKS BKAITTLES 


If You Know Any, Tell Them to Us 





Help Wanted 
By Squeeks & Rattles 
Send Us Some 











Just His Luck 


Mr. Isaacstein approached a taxi driver and asked what 


would be the fare for himself, his wife and children to 
certain address. 


The cabby asked $2.50. Mr. Isaacstein offered to toss the 


cabby double or quits. 


The cabby consented and won the toss, whereupon the 
would-be passenger turned to his wife and said, in despairing 


tones: 


“Just my luck, Rachel! Now ve shall have to valk home!” 


Houston Post. 


Neither Idaho nor Montana has any- 
thing on Iowa when it comes to road 
signs. Out our Way we have a sign near 
one of our rural school houses which 
reads: “SCHOOL, SLOW DOWN, YOU 
MAY MEET A FOOL.” We keep our ed- 
ucational standards high.—Butch. 


“The road to the police court,” said the motorist, “is paved with 


good pedestrians.” 


I seen yure ad. askeing fore halp in yure Squeeks & Rattles 
Deportment and want you too printe thes in yure neggst mag- 
vazine. 

1—What car reminds you off somethinge that to dozzen 
botels uset to cume in? (Case) 

2—What car reminds you off somethinge you haf a hot time 
gettin an a cold time gettin along witheout? (Cole) 
ear reminds you off a river that prevvents Jersey- 
ites frum beeinge ressidentz of New Yorke Citty? (Hudson) 

4—What car reminds you off a ice creme freazer? (Packard) 

Yours trueley, 





BOOB MeNUTT, 


M. ©, V. tells what a sheet of paper repre 
sents in automobile names—Paige, of course 
and asks what car is called by the same name 
as a river in the Bible? 


FABLE 
(Gathered by Timely Films) 
Once upon a time an automobile tourist passed two farmers 
who agreed concerning the distance to the next town.—Eliza- 
beth, N. J., Journal. 


A writer to the Readers’ Clearing Ho use SAYS, “T have been having trouble 
with a car that I am unable to locate ” We would suggest that the gen 
tleman locate the car and then our Clearing House Editor will help him do 
away with the trouble. 
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Specifications of Current Motor Truck Models 
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/|| r—8 cyl. s—6 cyl. t—2 eyl.—all others are 4 cyl. d—dual tires. 
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Northwestern. WS} 215 | 3500 2 '36x4 body. *—express truck or delivery wagon. **—Canadian |384x5'4 |35x5n 35x5n 
Make. trac.—tractor. | 
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Western W214) 246 t14x5'4¢ |36x4 367 W | r—8 eyl. 6 cyl. t—2 cyl.—all others are 4 cy!. d—dual tires. || Wisconsin E| 5 4 |36x6 36x10 
Western. L2! 2 $1 4x6 36x4 36x7 W!| k pneumatic tires optional at extra cost. n—pneumatic tires. || Wisconsin Fi 7 4 |36x6 36x12 
Western....W3'5| 3! 41ox6 36x5 40x5d W_| a—price includes several items of equipment. b—price includes || Witt-Will Ni 114 |36x3)ok 36x6k 
*White. 34 334x5% |34x5n = 34x5n B|| body. *—express truck or delivery wagon. **—Canadian |/Witt-Will......P| 22 |36x4k 36x8k 
Make. trac.—tractor. | 
| | J 
Q 
Specifications of Current Farm Tractor Models 
| } * a | * 2 
| ei) . | #2 5 i 33 , | #4 > . 2i e4 
TRADE £ |$2| sa 3 |2a|| TRADE | § | 2 {338| - sa 3 |2$|| TRADE £ 3% ne 
NAME éi25| 9 | a6 | & [eg] NAME s\|fgé-a) as | 2 a NAME 3 2§ a; | é z 
| . “a 3 “se | | $| Oa 
| — ————— — — 
— ed a ee! a a ——~- a as —a a. iattaaten 
| | | 
Allis-Chal.G.P. $295) 2 |LeR. | 4-3)4x414/Gas. a: NS <a canon 18-36| 1975) 3 |Wauk.} 4-454x634|Gas. 4 ‘oaPall E} 30-60} 2-10x12_ |K,D 
Allis-Chalm. 1185) 4 | Midw 4-4! gx5 14 (Gas, 3 |i | | \€Oldsmar...K| 2! 9-5] 1-5'4x514/Gas. 
Allis-Chalm. 20- 365| 1885! 4 |Own 4-434x64e/GorK | 3-4|| | | 
Allwork. . .2-G. 1595} 4 |Own 4-454x6 _ 3 |i 
ll Cc 129; 3} 4 |Ow 4-5 x6 /GorK 3 i] } j 
ARO.1921-22| 3 385| 4 Own | 1-4 3 Gas. | 1 ||Hart-Parr..20] 20 4 |Own | 2-5!4x614/K,D. | 2 | 
Aultman-T, | 4 |Clim. | 4-5 x6'4/G,K,D) 4 ||Hart-Parr 30 30 4 |Own | 2-6)9x7 KD. 3 |lpPtencer.....G} 18 36] 4 | 4-514x6 |G,K,D 
Aultman-T, | 4 /Own | 45! 6x8 |G,K,D) 6 ||$Hart-Parr 4 |Own 64x7_—‘|K,D. | Pioneer C| 40-75) 4 4-7 x8 |Gas. 
Aultman-T, | 4 |Own 4-7 x9 |G,K, D|8-10) | Heider. D| 916) 628) 4 |Wauk.| 4-44x5%/G,K 2 
Avery,SR.Cul | 4jOwn | 43 x4 (GK | || Heider. C} 12-20} 725) 4 |Wauk.| 4-449x6%4/G,K. 3 
Avery Cult-C | 3 |Own | 6-3 x4 /G,K \|Heider.. Cult} 5-10) 4 |LeR. | 4-3)¢x4)/Gas. 1 
Avery | 4]Own | 63 x4 |GK ||Huber Light.4) 12-25) 985) 4 |Wauk.| 4-4'4x5%/GorK | 3 
‘ | * 5 iG K 4} . | —4 1 i 9 . 
ae esses } ‘ — ‘ ae Ne 3 : | Huber Super 4, 15-30 4 |Midw.| 4-444x6  |Gas. 3 Russell 12-24 4 4414x534 |Gork 
wai 4\Own | 4 $54x7 lak’ DI} 3-41| ||Russell.......| 15-30 4 4-5x6'4 |GorK 
oe00ee | ‘ 7K, | 2 . 5 
Meant 4 |Own 4-5i4x6 |G-K'D| 4-5 ||Russell..... 20-35 4) 4-51 6x7 roe ZF 
span s lOwn | 4-6lax7 IG'K'DI 5-6 ||Russell 30-60 4 | 4-8 x10 |GorK 
Avery... . 4 |Own | 4-734x8 (GK, D|8-10)|Internetional,.| 8-16 4 {Own | 44%x5 |G,K,D] 2 | 
| Internatl.Titan| 10-20} 4 |Own | 2-644x8 |G,K,D} 3 | 
|| International. . 15-30} | 4 |Own 4- ~514x8 G,K,D} 4 | 
Shaw-Enechs 2 4-3)4x4)4/Gas. 
Bates ge 4 see | 4-414x6  |Gas. 3 || (Grader) 
Bates Mule 4 |Midw.| 4444x544 |Gas. 3 |} 
Bates Mule. F | *2 |Midw.| 4-414x5'4/Gas. 3 || Kinkade 144-3} 190} 1 |Own -3 x3 |Gas. | 
[BatesMule.G | *2 |Midw.| 4-449ox6 |Gas. | 
ar | *2 see | 4-434x6!9/Gas. 4 || ||TereTractor’22| 6-10 3 4-314x414|Gas. 
—— a | ia ; [Bes tf a Q aoee. || Townse: 10-20 2 | 4-61ox7__ | Ker 
‘Beeman 0} j|Own ~3'9x4)9/Gas. Townsend... 15-30 2 | 47 x8 |Ker 
Best 30) | *2 |Own 4-434x6'4/G,K,D) 4 i Crosse 6-12 4 |Own 2-4 x6 iG,K || Tewnsend 25-50 2 +81 6x10 Ker. 
Best .. 60} 35-55 | *2 |Own | 4-6! 9x84e/G,K,D!| 8-9) |La Crosse 12-24 2 |Own 2-6 x7 jG,K Traylor.... TB) 6-12 4 4-3'4x414/Gas. 
‘Bolens | 4 |B&S | 1-2'gx2'/G | |Lauson. . 5} 12-25) 1295; 4 |Midw.| 4-414x5%4/Gas. TwinCity. . 12-20 4 4-414x6 |H.K 
“Bryan. . | 2500) 4 |Own 2-4 x5 /|K. | 3 ||Lauseon.....21} 15-30] 1675} 4 |Beav. | 4-4%4x6 |GorK | ; Twin City... .| 20-35 4 4-5'4x6%(1G/K 
| |Leader. B} 12-18 4 Own | 2-6 x6%|G,K,D| 2-3)||Twin City... .| 40-65 4 4-734x9 |G.K 
| | | |Leader. 16-32 4 |\Clim. | +5 x6 /G,K. } 
\tLeader...GU| 18-35 *2 \Clim. | 45 x6 |G,K 
: |Linceln. .| 15-30} 1600) *2 |Buda | 4-414x6 G.K 
Case 1050| 4 |Own | 4434x5 a 2-3] |Little Giant..B| 16-22 4|Own | 4-414x5 |K 
Case 1320) 4 |Own 4-419x6 |G,K,D) 3-4||Little Giant..A| 26-35 4 (Own 4-5'ox6 [K 9.9 | “IG 
Case... 22-40| 2550] 4 |Own | 4-5'9x634|G.K-D]| 4-5||Lombard. 1922) 100 *2 |Wise. | 6-5%4x7 |Gas. Uncle SamC28} 12-20 ‘ 4-4, x5}4/G 
¢ 72| 52001 4 10 7 x8 |G-K'D/s-101| Uncle SamB19} 20-30 4 | 4-434x6 |GorK 
stecgillar Tii| 25. | ....1*2 lown | 44%%x6 fe ~— wt Uncle SamD21| 20-30 4 4-4%4x6 |GorK 
Caterpillar T11) 2 Pc. wn £°4x6 as. | Utiliter 501| 214-4 4 1-3'4x414|G 
Caterpillar T16 -...] "2 |Own | 4-6'9x7 |Gas. | 6 || Utilitor...SO1A| 21<-4 4 | 1-3lex4lelG 
Centaur 345) 2 |N Way| 2-2!4x5 an 1 || u 3 ax4/aiG 
Cletrac......F | *2 [Own | 4-3'4x434/G,K,D| 2 | 
Cletree...W | #2 lOwn | 4-4 “51416, K'D| 2-3||MerryGart922| 2 | 210| 2 [Evin | 1-254x214IGas. 
.. 4) |Minne...All-P} 12-25] ....| 4 |Own | 4-414x7  |GorK 
| Minne. . Gen.P 17-30 4 |Own | 4-4%x7 [GorK : od ve 
Minne. Med.D| 22-44 4 |Own | 4-6 x7 |GorK Wallis......K 15-25) 4 +2 4x5%4|G,K 
| | _ ||MinneHeavyD) 35-7 4 Own | 4-7%4x9 |GorK Waterlee... .N) 12-25 4 2-6)9x7 | Ker. 
Do-It-All....A 495 Own | 1-414x5 |Gas. | 1 ||Meline UnivD| 9-18} 650) 2 |Own | 4-314x5 |Gas. Wetmore21-22) 12-25 4 +4 x5%4/G,K 
Do-It-All, Jack 395| Own | 1-354x37/Gas 1 ||Moline Orch..| 9-18) ....| 2 [Own | 4-344x5 |Gas. Wisconsin. . E) 36-00) 700) 4 | 4 314 “| 2|GorK | 
Do-It-All 6 495| 2 |Own 2-33 4x3 V¢|Gas. 1 | Monarch. 20-30 *2 |Beav. | 44%x6 |G,K,D Wisconsin...H| 22-40) 2 + 4-5! y [ens 
} 
} | | 1] | | 
| 
= | 
Eagt Fi 12-i 4 |\Own 2-7 x8 |GorK | 3-4] Yuba... . 15-25 = 25 4-414x6 G,K,D! 
Eagle H} 16-% 4\Own | 2-8 x8 |Gork | 4+-5||NB.........1] 3-6] 375] 4 |Own | 2-3%({x4 |Gas. Yuba... .25-40 25-40 4-534x7  |G,K,D 
E-B. AA} 12-! 4 Own 4-454x5 |G,K,D) 3 | \Nichels- 20-42) 2650; 4 |Own 2-8 x10 |GorK 
E-B Q) 12-: 4 |Own | 4434x5 |G,K,D) 3 ||Nichels-Shep .| 25-50) 3000) 4 [Own | 2-9 x12 |GorK 
E-B. | 16-2 4 |Own | 4-544x7 |G, K,D| 4 ||Nichels-Shep .| 35-70| 3650) 4 |Own -10'4x14|GorK 
| ABBREVIATIONS: K—Kerosene. 
| Distillate. Plow capacity varies in relation to operating condi- 
| tions. Figures are based on 14 in. plows. Engine Make: 
4 | } | —Beaver. B & S—Briggs & Stratton. Clim.—Climax. 
Fageol D 4 |Lyc. 4-314x5 (Gas. 2 |i | —Continental. Dom.—Domas. Evin.—Evinrude. Here.— 
Fordson 395; 4 |Own 4 x5 |G,K | 2 OiPull..... K! 12-20) 4 |Own -§ x8 |K,D Hercules. LeR.—LeRoy. Midw.—Midwest. Nway.—) 
Frick. ......A} 12-: 4 |Erd. 44 x6 IG,K 2-3) OiPull. H) 16-30 4 \Own -7 x8%4/K,D Way. Nor.—Northway. 3 Wauk.— Waukesha. 
Frick C} 15-3 4 |Beav. | 4-4%4x6 |G,K 3 4 OPull..... G 20-40 .| 4 |\Own -§ x10 |K,D Weid.—Weidely. Wis.—Wisconsin. *—Crawler type. 































































































others are wheel type. 
ner. {Industrial Tractor. 


tPrice includes plows. 
“Garden Tractor. **Steam Tractor. 
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MOTOR 
Specifications of Current Passenger 


AGE 


Car Models 


February 8, 


1923 








785 1$1850 |$1885¢ 2485 | 
te Sa 1450d/ 
\1595d 
1995d 


1595 |{1785b/31995c 


\1915¢ 
3850f 
1\ 3756 Od 
2245 


00 | 2900 ES | 3625 


5 | 1345 |{1895e} 1965) 
\1995n 

| 1025a| 1465 | 
1850d 

(1395 
(1325 
1985 
2195 


{3950 


| 1495d és 
725g). . oa 
| 1935 
1625a) 1895 
\1675¢) 


| 975g 
| 1435 


{3675 v 
|(3750d) 
2480 | 2 
2480c¢} 2 
1595 


2885 
1790 
1185 


2230d| 


1990 | 1950¢ 


1345 





19554) | 1695d 
2195d| 120981 
I 840c| 860 


| 680k | 
1060 | 


..|/10406¢ 
|\ 880k} 
1485d 
2685 f 


(1395¢ 
|\1695¢ 


525 


1595¢ 1595a| 











1260d). .. . 

18850! (2585 
\2685d 
| 1995¢} 1995d) 

| 1395d) 1235a 13954) 


2055d) 2055d 





1{1495b) 
|\1565e!\1875t 
ONG eee 
3500c|......| 4250¢ 
6000 
1795d 


435 ¢| 5350¢ 

1495¢| 1795¢| 

1695 | 2095 
980b 


4350b 
1495b 
1595 ioe 
850 | (1440d 
1195h 
4985c| 5750f| 
{1015a| {1240 | {1370 
|{2015¢) | 1020k itty 
\ 


3950¢} ¢ 
865 


4150¢) 





a 1/1145 | {1195 
\1365 | (1495 
| 78000} 7800b 
1365 | 1365 
\1465t 
2250 
1795e 
1975 
1145 
1895¢ 
530 


890 1095¢ 
1650 
1095 

965 
1395 
1045 
1195¢ 

298s 





| 2975 
| 1950 
965 
490 


4900 

2750¢ 

1115k 
685b! 


2600 


1065¢ 








| 22506¢ 








| ee 
| 1695¢| 2475¢ 
| 1950 
2175 
1/3095 
| \3250p 
| 2395p] {2 


: 1975d 
2395 


{1545 
oa 1850 ) 
3300c¢ 
2570¢ 
1115 1215a/{1385a 
\1215d] \1535¢ 
1095d| 1445¢ 
2485¢ 
| —_— cu i dies 
1895¢} 2200¢ 
1995¢| 2500 { 2 
1685d) 2585 
2385¢] 2975¢ 
| 5500e 
2045d| (2445¢ 
oo \2745t |\2645d) 


1795 | | 
1575 |(2085 | 2245 | 
\1695k 
_| oa ogo 
$700d| 
10500¢ | 12200 f} 
\'11750e'11600 f 


995b| 


rT 595 1505¢| 
1795 | 1795¢} 

| 1a i. 
1885 | 2385 | 
4090c| 4090 | 
{1795 |{1795 | 
\2095 | Kt2198 





3075 | 
5500f 





1575 | 1395 


3800 | 3800c) 3800 


8590 | 9500c) 9600 


| 
| Wheel Base | 


{ 


127 


| 127 


114 

20 
114 
130 
121 
114 
122 


11s 
109 


118 
124 
132 
122 
129 
117 
122 
123 
103 
103 
112144 
127! 
115 
115 


116 
138 


142 
132 


{2245d) 1 








baws: 
; | Engine 
’ | Make 


I33x414 H-S 


\Own 
Cont. 


33x4 
|32x4 


| 

133x4 Cont 
32x416) 
34x419/Own 


132x4 |Cont. 


31x4 |Cont. 
32x4bo 
32x4 

‘see Own 
}Own 
jOwn 


|33x414 
133x414 
33x5 |Own 
32x414|Cont. 
j34x419 }Cont 
32x4 Own 
j32x4 
[33x8 Own 
|30x314|Own 
130x314 


|3 1x4 
4|33x5 
lpox4 
3ix4 


Own 


32x4 | Falls. 
133x414 
33x5 
33x5 
33x5 
Cont. 


Own 


Own 
D-Ly 


Falls. 


Own 


6} Anst. 
Lye.. 
Own 
Own 
32x414|Own. 
32x4 


32x4 
30x334 


32x44 
32x4} 2 
32x4! 2 
32x4! 3 
32x4 


Lye.. 


Midw 
Falls, 
Midw 
Cont. 


H-S. 
Own 


6)Own. 


6|Own 
34x4'o/Own 
32x4 |Own 
Own 
Own 
6|)Own 
Gray. 





32x41 
32x414|Own 
9244 } 
32x4! @| Own. 
33x5 |Own 
|32x414/Anst. 


32x4  |Own 





| 
| 


° . 
33x5 |Own 


35x5 i dwn 


6-3%¢x4}9) 


po 


Own.. 


Own.. 


|Nort. . 


Cont.. 
Cont.. 


Cont. . 
Cont. . 
Own.. 
Own.. 


Cont... 
| 4- -~374x414 


Cont... 


Own.. 
Cont... 


Cont. . 


Own. . 
Own.. 


Weid.. 


H-S... 


jOwn.. 





| Rated Horse 


Power 


| Bore and 


ze | Stroke 


' 2, | Cylinders: 


6-314x44 
6-33 gx4! 2 


6-314x414| 


8-344x5 


6-3 Mexd 4! 


|. | 6-3'4x5 
|Cont.. 


6-3 6@x4'4) 
4-33 §x434| 


6-33 x44 
6-3%9x4!4 
8-314x5'% 
6-33 6x44 
6-356x5!4 
6-344x449 
6-3'4x4)o 
6-3 l4x5 

4-3h4x4 


4-319x314) 





6-3 Ayx4l4| 22 


8-3hox4b6 


6-33 gx4} 2| « 
6-3! exil4 


6314x414 


6-354x514 
6-35 §x5}4 


6-4 x5 
4-31% 
$-3)4x5 


6-314x414 


8-27 6x5 
4-379x414 


6 3i4x4lg 
4-3 ex5'4 
4-%hox5 
6 3i4x4l4 
4-33 x5 
6-3%x5 
4-334x4 


6-33%4x5 
6-3'4x4 

344x5 
4-3°6x4 


4-384x514| 2 
6-314x5 
6-3} ex4l4 
6-33 4x5 
6-33 @x4! 9 
4 3hox5 
6-3'4x5 
6-354x5 75 


6-3)4x5 


6-3'4x44 
6-3! 9x5 


4 314x546 


6-3'4x5 
6-3 yx434 
634x438, 
4-31 4x5 





6-314x5 
8-334x5 
6-414x514 


| (N.A.C.C.) 


_ 
+ 





NAME AND MODEL 


American... . 
American ’ Steamer 
Anderson........ 4l 


Series 50 


D-66 


Anderson. .... 


Apperson 
Apperson 


Auburn... 
Auburn 
— 
Barle 
Buick. 


Buick... .1923-41-4-5-47 
Buick . 1923 48-9-50-4-55 


Cadillac...... 


. 6 
. 8-21-S 
.6-51 


6-43 
6-63 


1923-34-5-6-7-38 


Chevrolet. ..... 
Chevrolet... .. 
Cleveland 
Cole. 
Columbia... .. . Light Six 
Courier... ..... 
Crawford. . . 23-6-60 


Crawford-Dagmar.. .6-70 
Cunningham. V 


Jewett... 


Lexington. sv voss 


Liberty... 
Lincoln... .. ° 


Lecomobile.. .. . Series 8 


Carbureter 


Rayfield 


Strom.. 
Johnson 


Strom... 


Strom... 
Strom. 
Strom. 
Marvel. 


Marvel. 
Marvel... 


Own... 


Rayfield. 
Rayfield. 
Strom... 
Strom... 
Rayfield. 


Zenith ‘} 
Holley. 
Carter . 


Strom... 
Johnson 


Strom. 
Strom. 


Strom. 


Zenith.. 
Zenith .. 
Strom. . 
Strom... 
Strom. 
Strom. 
Stewart. 


Strom.. 
Carter. 


Carter. . 


Strom. 


Till 
Rayfield. 


Scoe. . 
Strom. 
Strom. 
Own... 
Stromb. 
Own.... 


Zenith. 
Own 
Carter... 
Scoe. . 


Strom 
Stromb. 
Strom... 


Marvel 
Zenith . . 
Stromb.. 
Strom. . 


Rayfield. 


Strom 
Own 


Strom 


Strom 
Strom. 
Strom. 
Scoe_ . 
Ball&B . 
Ball&B.. 
Strom... 
Strom 
Johnson 
Rayfield 


Strom 


Strom 





Ball&B.. 


g and 


| Startin 
| Lighting 


G-D.. 
West 





Remy. . 


Remy 


.|Delco 


Delco. . 
Delco 


Delco 


Bosch 


Bosch. . . 
Delco... 


West... 
Delco... 
Delco. . . 
N.E 


Delco. 
A-L.. 


Bosch. . 
A-L 


..|Deleo.... 


Delco 


Dyneto. 


Bosch 
West 
Remy 


Delco 
Delco. . 


.|Bosch..... 


West 


Remy.. 


.|Remy 


Deico 
G-D 


Wagner 
Delco 
| 





West 


Remy... 
| 


Remy... :. 


Remy... 


Deloo.... 
Delco... . 


Delco... . 
| 
Rae 


Remy... ‘} 
Aci... 
Remy.... 


ee 


West...... 


Delco.... 


Week, se 
Bosch... . 


Bosch... . 


Delco... 
Delco. . . 


Own.... 


West..... 
ee 


Bosch... . 


Weat...... 


|W est 


Remy 


Remy. 


Remy... 
| 


| Remy sh 


|Remy... 
|Remy. 
Delco... 
Delco 


Delco. . 
Delco... 


Deico. ... 


Delco. . 
Delco. 
Remy... 
Remy... 
Bosch... . 


Remy.... 
Remy. 


Bosch. . . 
Delco. 


A-K.... 
A-L.... 


Deloo.... 
N.E... 


Bosch. . . 
Conn.... 


: Kingston. ‘ 


Busch 


Conn 


Wagner. 





Delco 


Delco 


| 


Bosch... .. 


Kingston. . 


Eisemann. 


lsep B&B... 
sp B&B 

isp B&B.. 
m-d Own. . 


mn-d Own... 
m-d Own... 


jm-d Own. . 


: hod Own.. 


.|m-d Own. . 


jm-d Own.. 


jm-d Own.... 
sp B&B.... 


c Own.... 


m-d Own.. 


isp B&B.. 
jm=d North... 


® B&B... 


iP B&B.... 


jsp B&B. 


a = | 
..{m-d B-L, 


|m-d Own... 
im-d Own... 
ip B&B. 


m-d Own. . 


m-d Detlaff. 


*p 
sp Own... 
Ansted. 
sp B&B 

+p B&B.. 
=Z Warner 
m-d Own.. 


s-p 


sp 


sp B&B.. 
sp B&B... 
m-d Own... 


m-d B-L.. .. 
m-d Mech. . 
m-d 


jep B&B... 


s-p B&B. 


jp B&B.... 
med Warner . 


m-d B-L... 
m-d Own. . 


m-d Own... 


m-d Long... 


s-p Detroit.. 
-d 





m-d Own 


iP B&B... 


m-d Own.... 


|m-d2Own. . 


+p B&B.... 
m-d Own.... 


m-d Detlaff. . 


Own.... 


m-d B-L..... 


m-d Warner . 


m-d Detroit.. 
m-d Detroit.. 
.jsp B&B.... 
sp Detroit.. 


m 
m-d Warner . 


Gearset 


B. & B. 
None 


.| Durston 


| Durston 


-JOwn... 


lep B&B.... 


Warner 
Fuller. 
Own. 


Own... 
jOwn... 


Own... 


Own... 
Own... 
Own... 
Own... 
Own... 


Own... 





» ie wer 


jOwn... 
.|Own... 


| Durston 
Durston 


Muncie. 


B-L.... 
B-L.... 


Own. 
Warner. 
Warner. 
Own 


Warner. 
Own... 


Own 


Warner. 
Own... 


.| Muncie. 
Warner.. 


Own... 


Own... 


Own... 
Mech. . 


Detroit. 


Own... 


Warner. 


Detroit 





Own... 


Own.. 


-| Own... 


Own.... 


Warner.. 


...|Warner.. 
m-d Own... 


.|m-d B-L.....|B-L..... 


oo 
SS 


.|Warner.. 
Detroit... 


Detroit. . 


Warner.. 
.|Own... 
m-d Own.... 


2% 
ae 


lm H Hartford. 


f Universal 


if Universal . 


m Sterling... 
m Universal. 


Warner . | 


m Own... % 


in Own..... 
tm Own..... 


m Spicer. . . 


m Hardy. . 
m Hardy. . 
f Own..... 


m Own..... 


m Mech. 


m Spicer. . . 


f Snead... 
m Spicer. . . 
m Peters. . . 
m Peters... 
m Own.... 


m Spicer. . . 
m Mech 


m Spicer. . 


m,f Spicer. . 

Own..... 
m Peters. . . 
m Spicer... 


m Own 


-{m Universal. 
.|m Spicer . 


m Spicer. . 


m Peters... 
m Spicer. . . 


m Spicer. . 
m Theimer.. 
m Spicer... 


m Spicer. . . 


m Own.... 
f Snead.... 





|m Spicer. . . 


im Spicer. . . 
| 


m Own 


f Snead... .)% 
f Arvac.....| 


m Mech..... 
m Spicer... . 


m Spicer. ... 
m Spicer... . 


f Flexite... 


m Spicer... . 


m Mech..... 


f Climax.... 


m Spicer... . 
m Spicer... . 
m Spicer... . 


m Spicer... . 
m Mech..... 


m Spicer... . 
.|m Spicer.... 


am Universal. 


m Universal. 


m Universal. 


m Mech..... 


f Universal..| F 
. |f Universal... 


m Spicer... . 





* Col. . 
’ Col.. 
oI Adams 
* Adams|5 

Own. 


\L6F Own. 
16F Own 


L6F Own 
34F Col.. 
L6F Tim.. 
lok Tim... 
34F Col 


LF Tim...|. 
VoF Tim...|. 
|r Tim.. 
IN 





Tim.. 
L46F Tim.. 
34F Tim.. 
|aF Own... 


LoF Tim... 
34F Fliot.. 


34F Flint.. |4.66 


14F Own. 
34F Adams 


VF Tim.. 
lof Own. 
34F Salis. 
34F Salis. 
oF Own 

34F Adams. |. 
oF Own. 


L46F Tim... 
L6F Own.. 
34F Flint.. 
L6F Tim.. .|° 


MOF Own. .}. 


4F Col... 
F Col.. 
34F Own.. 


- 


VeF Own. 


VoF Tim.. 
Vek Own. 


+e 


- 


34F Own.. 


v4aF Tim... 
LeF Tim... 
|Y4F Tim... 





C*- Oe Se ee ee 


24F Salis. 


V6F Tim... 





Tim... 





MISCELLANEOUS 

a—2 Passenger, d—5 Passenger, 

b—3 Passenger, e—6 Passenger, 

c—4 Passenger, f—7 Passenger, 

g—Chassis Price, 

h—All Metal Type, 

k—Soft Top Type, 

n—Tire Size 32x4%, 

p— Sport 

r—Price without starter and demount- 
able rims. Price, complete, $364. 

s—Price without starter and demount- 
able rims. Price, complete, 

¢Standard Phaetons. 


¢__ Rrranwha 


$393. 


ENGINE - 


Anst—Ansted 


Cont—Continenta| 
D.-Ly—Dort Lycoming 
H-S—Herschell-Spillman 
Lyc—Lycoming 
Nort—Northway 
Walk’r—Walker 

Weid— Weidely 


CARBURETOR 
Ball 
Till—Tillotson 
Strom—Stromberg 
y 


& B—Ball & Ball 


& T—Yale & Towne 


CLUTCH 

Cone 
in-d—Multiple dise 
s-p—Single plate 
B & B—Borg & Beck 
B-L—Brown-Lipe 
North— Northway 


STARTING, 


IGNITION 
A-L—Auto Lite 


G-D—Gray 
I.-N—Leece Neville 
N. E.—North East 


LIGHTING 


& Davis 


West—Westinghouse 


GERARSET 


B-L— 
G-L— 


Brown-Lipe 
Grant-Lees 


Mech— Mechanics 
North—Northway 


UNIVERSAL 


t—fabric 
m—metal 
M &E—Merchant & Fvane 
Mech— Mechanics 


— E 
GF Nem Floating 


% 


7 


oo 
Floating 


F—Three-Quarter 


( ‘ol—Columbia 


Salis—Salisbury 


Std—BStandard 


AL 


Ai 'S 


AXLE 


Floating 
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Contract 
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prosperity 











ou, “HR 
Ba se 





A car of unmatched 
value and a direct-with- 
" factory contract with 
‘ maximum discount. 








Anderson Motor Co., Rock Hill, S. C 


| Me (rachbult 
: ANDERSON oe 


ALUMINUM SIX 


re ee eee ere 





ee meena 
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_ Specifications of Current Passenger Car Models 











g and 


ighting 


NAME AND MODEL 


Wheel Base 
Cylinders: 
Bore and 
Stroke 
Rated Horse | 


Carbureter 
Startin 
Clutch: Type 
and Make 


Li 





{318te)(343be/¢0185 1$3385a/$3985 : 36 |32x414/Own. .| 6-334x5! ‘| 33.75] Marmon a 3 Delco Delco. ... ....|Own.. .|34F Own 
900 925 |.. 98 33 9 {31x4 |Own 4-354x4! 4| y Maxwell........... Stewart. |Remy.. Remy... . we |Own ] 6F Own 
5400 | 4550¢| 5700 | 5600c! (67: 20 1 {67 20e} 33x5 lown 6-414x6 10] McFarlan........ Rayfield.|West......|West.....,)m-d M&E, . IBeL ..(m Peters..../F Tim... |: 
3950b} 3950¢ 39506! ee 50. | \5250e 32 |32x4! slown 4 384x634 | 22.50] Mercer....... i Balil&B..|West......|Eisemann..|m-d Own... .|Own..../m Spicer....)F Own 
3750c| 3750e]......| 3750¢! 4700t} (5000e| 132 |32x416 j0e n 6-334x5 | é Mercer..............6 [Strom. - Eisemann..|m-d Own....|Own..../m Spicer... ./34F Own 


(5000 
1895 | 1895 |.. ‘ 9 |32x4 lc out..| 6-3'4x414) 25.35] Merit ey ae Strom...|Deleo.....| Delco sp B&B. Muncie..|f Snead.. Fr 
1590 |.. | 1850c} 2050c} 2275d) 12 32x4 |Own 6-3'ox5 | 28 Mitchell........ Strom...|Remy. Remy sp B&B. Own... ./m Own......|F 
‘ : : 32x414|Own 6-3'4x5 | 2 Mitchell. ........ Strom Remy...../Remy...../s-p B&B. Own m Own... F 
| 1445d} 1585¢ fh 5 |3lx4 |Cont..| 6-34%x44) 2: Moon ; Strom...|Deleo.....|Deleo ..../s-p B&B... .|Warner..|m Spicer... .|/44F Tim. 
| 1895p | 
| 1995 | 2585e|)2485f] 128 |33x419/Cont..| 6-33¢x414) 27. . Strom...|Deleo.....|Deleo..... |p B&B... .|B-L.....)m Spicer... .|}4F Tim. 
| (2685 f | 
| 1645¢ 2040d| 121 [33x4 |Own..| 6-34x5 | 25 3! ; 691-3-6-7 |Marvel..|Delco Delco. ....js-p B&B... .|Own m Own....../44F Own 
1390 1890} 2190f} 12 $4x414/Own. .| 6-3'4x5 5.3 ; 692-4-5 |Marvel..|Delco. Deleo. sp B&B... .|Own m Own......|44F Own 
aur Wak 15454) 3x4 |Own 4-339x5 | 18.2: , ..41-4 [Schebler.| Delco. . Delco. . ‘ B&B. Own m Own OF Own. 
}\ 1195h | | | 
5 a 2500] 3288 : 132x414 Own 3h ox5' 4) 2f National 6-71 |Rayfield.| West Delco +p B&B. B-L m Universal.|F Col. 
0 | \3725¢ | 
1785d 5 2 3: Cont. 334x414) 27.5 peteet : 6-51 [Stromb..|A-L......./Own......]*p B&B... ./Covert..|m Universal../34F Salis 
ceed : : Own. .| des ational. Pe) | . ; Fiore - as oa 
2600¢} ; 3500) 12 32x4!4/Cont 33 6| 27.33] Noma..... 4C |Zenith. .|Delco Deleo sp B&B. Detroit..|m Spicer. . . 
795g) Self 1445d) 1515 { 32 Own. .| 6-24 s| 18.6 Oakland...........6-44 |Murvel..|Remy.) Remy.....j¢ Own Muncie. .}m Mech. 
1185: | 








{237 
315 





| Jd 
1350) 1075 595 5 }32 Own 3Hx Oldsmobile........43 A [Zenith.. |Delco Remy +p B&B Muncie |i Own... 34PF Own 
11952 





1735 é 2635 133x4!4/Own, .| 8-27 | 26.45} Oldsmobile ....... Ball &B. .| Delco Delco. e Own Muncie |m Spicer....|F Own 
: 1675e 75b} 2025 f Own 3-27 »| 26.45] Oldsmobile. . rank Johnson De - Delco sp B&R. Muncie .|m Own... 4 F Own 
: 425 § 86 130x3!4|/Own. .| 4-33 3.23] Overland.......... rill ; Conn.....|*p B&B. Own m Own......|/44F Own 
2350, 2650¢ {3172 27! > 133x4)9/Own 336x5 | 345 Packard. ...4....... Own ~ Delco. m-d Own. Own m Spicer... .|'9F Own 
3350d|\ 332 > 


2350g| 2685 |.. ae 8525f] 13 33x419) Own 5-33 6x5 oe. ee Own.. rs Delco. m-d Own. dwn i Spicer... .|'4F Own. 





3850c} 3850 5 uf ff 1136 [35%5 Own : 5 3.20] Packard Own ij Deleo m-d Own dwn ‘n Spicer... .|4eF Own 
| 5275 
2695b| 2450c] 2450 | 3135 | /32! d Cont. .| 6-334x5 °| 33.75 i .. 6 Rayfield | Remy \-K.. n-d Long Warner..}m Mech.....|'4F Tim.. 


: 1390 | 1425 ; 2295 | 2395 | 32x4! 9/Cont 6-33 @x4!'5| 27.31] Paterson...... Strom Delco Deleo +p B&B. Durston. |m Hartford. .|'!4F Std. 
3300 | 2990c] 2990 | ‘ — {3991 33x15  |Own 8-3'4x5 | 3: Peerless. . Ball&B.. | Delco Delco. ... .|m-d Own dwn n Spicer..../°4F Tim. 
| 3550¢ | 
5250 | 5250c] 5250 |......] 6800 |/691 38 133x5 [Own..| 6-4 x5! | 38. Pierce-Arrow Own Delco Deleo m-d Own dwn m Spicer... .|'2F Own 
\70001 
1695 | 1745 5 | 2445 | 2495 26 132xt'4/H-S 6-3'4x5 25.35] Pilot Rape Till Bijur ‘onn sp B&B Muneie..}:n Hartford. |°4F Col 
575 595 Aes 895 995 2 132x3!'6 4-3x41 4 Premier........Strattan [Zenith 4-[,.... \-L ‘overt ‘overt ; 
3150 | 3100c} 3250 |.. 4300 | 5100 | 126%4)32x4!o}Own 6-3%¢x5'5| 27.31] Premier . 6-D |Johnson.|Delco.... .| Delco +p B-B wn n Spicer... .|'4F.. 
1095 | 1095 |.. Ae 1750 | 1825 32xt | Falls..| 6-3! ext! i} | Premocar... 6-40-A [Strom Wagner Wagner =p B&B. Mech m Spicer... |3¢F . 
2485b| 2585p] 2485 . 3350 35504 28 [32x4} } Anst 6-34 @x5'4) 27.3 i, Ore Rayfield | A-L.... A-L,... m-d Durant. n Spicer. . . SF Dur. 
ae. me , 132x4} |Anst 6-33 6x5'4| 27.3 Princeton wseeeeeee | Rayfield.|A-L A-L ...}m-d Durant. ; m Spicer... .|'¢F Dur. 
1605 j...... ‘ 23850} 247! 13244 }Own 4-33 4x5 R & V Knight R [Strom...|Wagner. . .| Wagner sp B&B. B-L, m Spicer....|/ Salis 
2850 | 2900 - 350 2 254! o]Own 6-3! ox4! 4} 2 R & V Knight........ Strem.. |Wagner. ..|Wagner sp B&B. B-L uv Spicer... .|!oF Tim.. 











1645 | 1485 | 1745 |/1835¢ 20 | Own 6-3y4x5 2 Rayfield |N.E... N.E... m-d Own wn m,f Own... ..|'4F Own 





Bix 1485 |.... 385c) 1985d 7 i Own 6-31 4x434) 2 Rickenbacker. . . Strom. |Simms. , . .|A-K,. sp Own... .|Warner../im Universal../34F Col. . 
2685 | 2485«) 2685 | 2750c) 3585 | 3585d) 12 32x4! 4/Cont,.| 6-3! ox5'4) 2! Roamer........ .6- Strom.. |West... Splitdorf..js-p B&B... .}G-L f Snead.....|44F Tim... 
{are 3485¢} 3800 | 3650c}.... 4650c} 12 32x4!'4)Roch..| 4-4'4x6 | 28-4 Roamer... Strom.. |West... Splitdorf ..j|m-d B-L.....|B-L.....]€ Snead... ..|'4F Tim.. 
3785 
10900 |10900 |10950 |.. ooo. 518150 314)/35x5  |Own. | 6-414x43, Rolls-Royce....... Own Bijur......|Bosch.....Jc  Own....jOwn... [im Own F Own. 
(2900 
{5100e] {5200e 3: Own. .| 4-234x5'4] 12 | A eae . [Stromb..|Bosen.....|Bosch.....|s-p Own, Own....|m Universal..| F Own. 
(325 50} (5250 | 
2645 | 2615 33) Cont. .| 6-33 4x4! A °7 34] Sayers Six. ’ P jStrom Delco Delco. . s-p B&B. GL. ....Jin Arvae.....|4eaF 8td.. 
; Lye...| 4-3'9x5 0 60] Seneca.......L-2 & Zenith.. .jA-L.... A-L.... s-p B&B. G-L....]m Universal../ Peru 
: 2 Lye...| 4-3' 9x5 Seneca ; Zenith...|A-L.... A-L. sp B&B....)4-L.....}m Universal.|F Peru 
2750 | 3200 | 127° {5 o|Own 8 -3' 4x! 33 Standard 98 [Zenith.. |West... Splitdorf sp B&B. G-L m Arvac.....|4eF Tim.. 
3950¢]{3585d] 1% 2x4! 9/Own Stanley.... * None Bijur. None. ....|None.......|None...|/None....... ‘oF Own 
29851 | 
580 615 30x3! 5|Cont 314 5 63) Star . Till. . A-L. A-L....... |p Own....|Warner.| Spicer... .|%F Tim.. 
3150e| 3450f 4x4! o)Own. | 55 ¢) § Stearns-Knight -SKL4 [Rayfield.|West. \-K... m-d Own... .}Own..../f Climax... .|'oF Own 
| 35000] (3700f| 1 34x4! olOwn b 33 exh ; Stearns-Knight.. 6 [Rayfield |West A-K......}m-d Own... .|Own f Climax... .|!2F Own 
| 15008 
1985c ; {1895 4) 117 )32\4 jOwn j-! 5| 25.35] Stephens ...10 [Stromb..|Delco.....|Deleo . sp B&B....|Mech.../m Mech.....|'4F Tim. 
1595d 
. wae ae 2085c!.. 23856) 1 |33x4! 2|Own 6-3'4x4!4) 25.35] Stephens 20 j|Stromb.. | Delco .|Delco. sp B&B....|Mech...}m Mech. 16F Tim.. 
975b| 975 | Sy 225b) 1550d] j3ixt [Own. .| 6-3'¢x4!5] 23 Studebaker ‘Light Six |Strom...|Wag.Remy/Wag.Remy|s-p Own... ./Own..../f Thermoid.|4eF Own 
1250 | | 97: : | 10002] 1875 | 2050 9 |32x4 |Own 6-3! 9x5 Studebaker. . Special Six |Strom...|Wag.Remy|Wag.Remy|sp Own... .|Own....jun Spicer... .|4eF Own 
| | | 
1450g| 5 | 1750 | £00¢} | 2750 | 2750f| 126 |33x4!4/Own 6-37@x5 36 Studebaker... . Big Six [Ball&B. |Wag.Remy|Wag.Remy|s-p Own.. ....}m Spicer... .|4aF Own. 
| \255¢ xl 



































; 2550 | 120 |32x4 \¢ wn. .| 6-3%¢x5 27.34 Stutz. ... -6 [Stromb..|Remy...../Remy...../*p ........ haa ee +a» Eda Is 0 
; ois” 2670a|} 3490 | 4450d) 130 |32x44|Own 4-459x6 | 30.63] Stutz..... KLDH |Strom...|Remy.. Delco... ..|m-d Warner . ...-}m Hartford. .|%F Own. 
3015 
: \33x4 |H-S 4 3! 9x5 50] Tulsa..... E-1-2-3 [Zenith...|Dyneto....|Conn.....|s-p B&B... .|Muncie. F Salis... 
pl565e) 1305 | 17954) 1795d) 115 [32x4 }Own : S'en4tyl 2% Velie 58 |Strom...|West +p Dooley..|Durston.|m Thiemer...|/44F Own. . 
| | 2005d| 1: 132x414/Cont., 31 6x5! ‘| Westcott D-48 [Rayfield.| Delco Pr .. 1p B&B... .|B-L.. om Peters. ...|44F Tim... 
| 1890d] (2490¢| tron |32x429\Cont } 3ex4lq] 27.34] Westcott C-44 |Rayfield.|Delco ; sp B&B....|Warner..|m Peters. ...)/44F Col... 
1795 |\2490: | 
| 3275e|| 3475f| 12 32x4!'6/Own 8-3! ix4 33.80] Wills Sainte Claire..A-68 }Holley...|Deleo Delco Im-d Own... ./Own. m Mech 4F Own 
|| 38506 | 
2790 | 127 |32x4} |Own 8-3! (x4 3 Wills Sainte Claire .A-68 Holley . .| Delco Delco jm-d Own Own... .|m Own...... 16F Own 
1{1695e! 1795d gO S2x Own $-35@x4l4) 2 i} Willys-Knight 20 {Till |A-L A-L.... jm-d Own..../Own..../f Own....../34F Own 
\1595¢ | 
ee Se 1435 1995 f 4'4/Own 4-354x414) 21 Willys-Knight 27 ITill j}AeL.......JA-L.. lmed Own.. .|Own. .|f Own. 34h Ovn..| 
3400 | 3600 | 3100 1000 oat } i3x Own 6-334x5'4| 33.75] Winten...... 40 |Rayfield.| Delco Deleo m-d Warner .| Warner --{f Climax... . |} $F Tim.. 
\4709 | 












































MISCELLANEOUS ENGINE CARBURETOR CLUTCH UNIVERSAL 
a—2 Pagsenger, d—5 Passenger Anst—Ansted Ball & B- Ball & Ball c—Cone f—fabric 
b—3 Passenger, e—6 Passenger, Bea—Beaver Till—Tillotson m-d—Multiple dise m—metal 
c—4 Passenger, {—7 Passenger Cont—Centinente) Strom—Stromberg s-p—Single plate M&E—Merchant & Evans 
¢—Chassis Price, Duse—Duesenbere B & B—Borg & Beck Mech— Mechanics 
h—All Metal ‘Type, ‘ mare ap, B-L—Brown-Lipe 
k—Soft lop Type, H-S—Herschell-Spillman STARTING, LIGHTING REAR AXLE 
n—Tire Size 32x4%, Lyc—Lycoming IGNITION F—Floating 
p—Sport. A-L—Auto Lite GEARSET 14 Floating—Semi-Floating 
t—Price without starter and demount- G-D—Gray & Davis B-L—Brown-Lipe % F—Three-Quarter Floating 
able rims. Price, complete, $414, L-N—Leece Neville G-L—Grant-Lees Col— Columbia 
s—Price without starter and demount- N. B.—North East Mech— Mechanics Salis—Salisbury 
able rims. Price, complete, $443. West— Westinghouse Std—Standard 
?Standard Phaetons. Wag. Remy—Wagner Remy. Tim—Timkea 
?—Brougham 
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: No Wonder This Dealer's Making Money 


Every time he, or one of his men, fills a cus- 
tomer’s radiator he asks about the radiator’s 
condition. 





LL LP>PEF ae aes AN 
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AUTOMOTIVE RADIATORS 









If it’s leaky or worn out—he offers this sugges- 
tion: “Why not replace it with a genuine Fed- 
ders Core?” 


12 
12 For 25 years the name 


. FEDDERS hes bem There’s good money in the radiator replacement 

mir ery ee business. It’s a satisfactory business, too. You 

63 nadus y as an unjauing 

fr guarentee of Ounlity can carry a stock of these new FEDDERS Cores 
Production, and Efficient, for a small investment. Then you’re ready to 


Satisfactory Service. 


take advantage of the opportunities for extra 
73 money that are coming to your place every day. 




















Every single one of these FEDDERS Cores is 


of the genuine FEDDERS Quality. And the | 
new FEDDERS shallow design—lighter, easier 
to install, more efficient, more economical—gives | 


you a strong “REASON-WHY” selling argu- 
ment. 


If you are in position to handle sales 

and service for a considerable territory, 

write us for distributorship proposition. | 
' 


, Fedders Manufacturing Company, Inc. 


Factory and General Offices, BUFFALO, N. Y. 


ect 


Fedden Min Car aie Branches and Distributing Agencies : Senneden tale eel -_ ) 
Mfg. “ 7 se Au r s. ; 

3610 Superior Ave., N. E. 1908-1912 Frederick Avenue ; 
INDIANAPOLIS NEW YORK DETROIT SAN FRANCISCO, CALIF. 


Seth Klein Radiator Service Co. Henry Jellinek Co., Inc. Olympian Radiator Repair Co. Feldma Auto Metal ; 
820 North Meridian, St. 364-366 W. 50th St. 218 W. Adams Ave. "76 Eighth St or 
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New Departure 
Ball Bearings 


70,000 Ball Bearings are produced in our plants day after 
day, each a jewel of precision and quality. 


This volume comes as a result of the effort we are making 
to produce a ball bearing that in its design, material, and 
construction shall be as near perfect as possible. 


There is a New Departure for practically every condition 
of service. 


Single Row, a radial Ball Bearing; 
Double Row, a radial and two-direction thrust Ball 


Bearing; 


Radax, a radial and single-direction thrust Ball 
Bearing; 


Front Wheel, a Ball Bearing of the ““Radax’’ type, 
of separable, interchangeable construction, de- 
signed especially for front wheels of auto- 
mobiles; 


Magneto, a separable, interchangeable form of the 
single row type, made in a series of small 
sizes for use in magnetos and similar devices. 


THE NEW DEPARTURE MANUFACTURING COMPANY 


Bristol, Connecticut 
Detroit Chicago 
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Chicago proved it. 


Dealers and business men crowded the Hotel 
Sherman, Chicago, during the second annual 


Ruggles Truck Show. 


New franchises were granted, new territory opened 
for 1923. Business men were sold on the strength, 


appearance and solid worth of Ruggles Go-Getter 
Trucks. 


You will find a prosperous future in a Ruggles 
dealership. The price, the quality, the sound and 
vigorous factory organization give you the selling 
support that means success. Write or wire us for 
the Go-Getter franchise offer. 


RUGGLES MOTOR TRUCK COMPANY, Saginaw, Michigan 
Canadian Factory: Ruggles Motor Truck Company, Ltd., London, Ont. 


RUGGLES 


he World’s Greatest Truck Value 
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What Concentration Means 
in Merchandising! 


The accessory business is now so handling the lines that are in the 
established that the dealerisinaposi- lead, year after year, will the dealer 
tion to know positively which arethe __ put his business in a class reflecting 


safe and permanent lines to handle. _ that same leadership. — 


A merchant should not gamble with For fifteen years AC’s have been 
his biggest asset—satisfied custom- making friends, until today there are 
ers—by selling untried or doubtful — millions of motorists who will have 
quality in anything. Neithercan he no other plugs, and other owners 
consistently recommend one brand are fast realizing that AC-is the safe 


one day and another the next. plug to use. 


The successful merchant in all fields Read the opposite page which shows 
concentrates his business on the na- | why AC is the plug with the greatest 
tionally known, well advertised lines, sales possibilities, both present and 
selecting the leader in each field. future. It is the best advertised, most 
He then knows that he is selling the __ profitable and easiest selling plug. 

best and is building : sound and These facts prove that so far as spark 
profitable business by rightly earning rhaaiese CoM is the loo 


the confidence of his customers. ; 
ical line upon which you should 





Success begets success and only by _ concentrate. 


AC Spark Plug Company, FLINT, -ACichigan 


U.S. Pat. No. 1,135,727, April 13, 1915, U. S. Pat. No. 1,216,139, Feb. 13, 1917. Other Patents Pending 


Sell As Spee | 
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The Standard Spark 4 Plug of the World 





Just Consider How Many AC-Equipped 


AC | 


TITAN | 


Cars There Are in Your Locality! 


Think of all the Chevrolets: 

—of all the Buicks: 

—of all the Dodge Brothers: 

—of all the Willys - Knights 
and Overlands: 


—and of all the other cars: Apperson, 
Cadillac, Chalmers, Chandler, 
Cleveland, Cole, Dort, Durant, 
Essex, Haynes, Hudson, Hupmo- 
bile, Jewett, Marmon, Maxwell, 
Mitchell, Nash, Oakland, Olds- 
mobile, Paige, R& V Knight, Star 
—and more than three hundred aa- 
ditional makes: 


—All AC-equipped 


—and already in use in your locality, 
with the number growing every 


. 


day. 


This tremendous ready-made mar- 
ket for AC’s is right at your door, 
and will always be there in ever- 
INCYEASING S1Ze. 


In addition, think of all the Fords 
that you can easily equip with AC 


Plugs by 





1075’s—the plug especially designed 
for the Ford engine by AC—the plug 
that will make satisfied customers 
for you and which carries a good 
margin of profit. 


Also in AC Carbon Proofs you have 
the most successful plug ever de- 
vised for motors that haveatendency 
to foul the spark plugs. 


Remember, too, that besides being 
regular equipment on all of these 
cars, AC’s are heavily advertised— 
that all the motorists in your locality 
either use or know AC’s by reputa- 
tion and are glad to be able to get 
them from you. 


No other spark plug, it is evident, 
can begin to offer you the selling 
possibilities that AC’s do. For vol- 
ume, quick sale, rapid turnover, 
liberal profit and satisfied customers 


AC’s lead the field. 


the Set 
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Insuring the Dealer His Profit 


Banding, sealing and guaranteeing the new six 
cylinder R&V Knight insures every dealer a clean 
net profit on every sale he makes. None of his 
profit is used up in service to his customers. 


The guarantee absolutely protects him as fully as 
it does the customer. Should the R&V Knight Six 
Engine require any attention within two years of 
purchase date, except such as arises from neglect 
or collision, those adjustments do not cost the 
owner a cent—nor do they cost the dealer a cent. 
We pay all labor and material bills. 


Every Automobile Dealer Now Author- 
ized to Sell the New R&V Knight Six 


We believe the new R&V Knight Six—the car of 
super-dependability—-demands a new method o 
marketing. The 2-year Guarantee made known to 
the public through extensive advertising will create 
a big demand for the “best all around automobile 
value in America.” 


We want to make it possible for the motorist to 
_buy the R&V Knight Six from the dealer with 
whom he likes to do business. Therefore, we 





ReV Knight Six 


“EVERLASTING PERFORMANCE” 


authorize every legitimate automobile dealer to 
sell this car, no matter what other cars he handles. 


Selling an Asset—not a Liability 


Service has been the “bug bear” of the automobile 
dealer. It has been the profit eater of the business. 
When you sell an R&V Knight Six you are not liable for a 
cent of expense on engine service for two years. We pay all 
expense. Such absolute insurance of satisfaction to the owner 
cannot fail to build up an asset of good-will for you, the seller. 
You can increase this good-will by an intelligent attention 
which will insure the owner the uninterrupted service this 
car is built to give. 


You Don’t Have to Stock the 
RGV Knight Six to Sell It 


With your overhead expense taken care of by cars of a non- 
competitive class, you can, with a little effort, sell R&V 
Knight cars at a clean net profit. You don’t even need to 
buy a demonstrator. 


Write for our Unique Dealer Plan 


The Sealed Engine gives you the greatest selling appeal 
ever created. It has taken the public by storm wherever ex- 
plained. Advertising will put it over big. You assume no 
liability. Your profit is net. Write for details of the plan. 


R & V MOTOR COMPANY, East Moline, iil. 
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‘Line ‘em with Raybestos” 


When automobiles were still in their infancy, 
Raybestos was the brake lining most frequently 
used. If an owner wanted brakes relined, he 
asked for Raybestos. When a service man had 
a renewal job, he used Raybestos. As the motor 
car developed, this condition expanded. People 
began to speak of brake lining as “‘ Raybestos.”’ 


And service men will agree that owners say, ‘I 
want some Raybestos for my brakes,’”’ meaning 
brake lining. 


So the name, ‘‘Raybestos” has to a large extent 
become a generic term for brake lining. It is half 
sold before you put it in stock. 





This National popularity crystallized— 


leadership 


THE RAYBESTOS COMPANY 


Factories: BripGEport, Conn. PeTeRBOROUGH, OnT., CANADA 


(Detroit, 2631 Woodward Ave. San Francisco, 835 Post St. 
\Chicago, 1603 South Michigan Ave. Washington, D. C., 107 Columbia Bldg. 


















Branches: 
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"" Does it pay 


to buy price’instead 














Low prices are often the highest. One can buy a 
shoddy suit at a low price, but how will it look 
and wearP It is just.the same with brake lining. 
You can buy brake lining at a “‘price,’’ or you can 
buy Raybestos. 


In one case, you sell your trade merely “‘brake 
lining.’”’ Perhaps it will wear well. The chances 
are, it won’t. When you stock Raybestos you sell 
something beyond price. The value is there. 
Service is a known quantity. Demand turns 
Raybestos stock into sales. 


To take anything out of the cost of Raybestos 
would mean to take something out of the quality 
of Raybestos. The far-sighted merchant does not 
ask us to do either. 


sold on a ‘price basis. 
It is not that kind 
of a brake lining, 


(Are you watching our National advertising?) 








February 8, 1923 





MOTOR AGE 





TIMKEN 


Tapered 
ROLLER BEARINGS 


Heavy thrust loads, in the differential, pinion, and 
worm assemblies, emphasize the importance of a bearing 
which carries radial loads and thrust loads and resultant 
loads, continuously and simultaneously—as do Timken 
Tapered Roller Bearings. 


High speeds in the pinion gear, equal to those of the 
main shaft transmission gears, but with augmented 
thrust conditions, require a bearing which carries all 
loads at all speeds. Timken Bearings do just that— 
and they do so in the smallest possible space. 

























Heavy normal loads and extreme shock loads in 
the rear wheels demand a bearing of maximum load- 
carrying capacity. Timken Bearings carry more load, 
size for size, than any other type of bearing. 


And throughout the whole rear axle assembly, as in all | 
other mountings, the adjustability of Timken Bearings : 
to compensate for the wear which must eventually : 
follow any motion, plays an important part in influenc- 

ing more and more manufacturers to standardize on rear | 
axles equipped with Timken Tapered Roller Bearings. | 


The Timken Roller Bearing Co ; 
©1922, T R B Co, Canton, Ohio CANTON, OHIO ) 
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INTERNATIONAL 


DEALER SUCCESS 
Based on 55 Big Points 








WRITE 
or WIRE 


International 


MotorT ruck 


contract 


may 
available in 
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INTE 


—A Complete Line of Quality Trucks—International Motor 
Trucks are built in fourteen sizes, ranging from the 2,000-lb. Speed 
Truck to the 10,000-lb. heavy-duty model: There are Speed Sedans, 
Ambulances, Busses, Funeral Cars,FireTrucks,Street Flushers, Power 
Sweepers, Oil Trucks, Dump Trucks, Lumber Units, Log Rollers, Trac- 
tor Trucks, and Hauling Units for every commercial purpose—a line 
offering the International dealer an unequaled sales opportunity. 


—A Liberal Financing Plan — Our financing plan enables 
International Motor Truck dealers to do a large volume business on 
a comparatively small investment. It appeals at once to both the 
dealer. and the prospective buyer. 


—Forceful Sales Promotion Campaign—Our nation-wide adver- 
tising in leading general publications and farm papers is creating new 
business for the International Motor Truck dealer. A direct mail 
compaign is sent to a selected list of prospects in each territory. Bill 
posting {including the dealer’s name} completes an advertising cam- 
paign that gets results for the dealer. 


— Personal Sales Help —At each of the 93 branch houses of the 
Harvester Company there is a complete organization consisting of 
trained motor truck men. These men are always available to help the 
International dealer close sales. Our organization not only helps locate 
and develop new business but it directs that business to the dealer. 


Life Insurance for Transportation 


Each International Motor Truck carries an Inspection Service 
Policy which provides free inspection at regular intervals for the life 
of the truck. This Inspection Service is absolutely free to both dealer 
and user. Factory-trained road engineers make written reports to the 
owner and the dealer showing the exact condition of the truck. It is 
after-sale service like this which saves International owners many 
thousands of dollars every year and brings repeat business to the 
established International Motor Truck dealer. 


International built-in stamina, power, and dependability plus the five busi- 
ness-builders in our contract mean success for the International dealer. 


RNATIONAL HARVESTER COMPANY 


of America 
{Incorporated} 


Motor Truck Department 


Chicago USA 
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M ONION 
Self Lockin3, Radiator Cap 


for Ford 
Chevrolet 490 
Overland 1923 
Star 
Gray 


























IVE us a cap for Fords as 

good as the standard Mono- 

gram, and watch us sell it!” That’s 
what dealers said. 


We did—and man, how they’re selling! 
Start quickly, for there’s a waiting list 
already. 


Ask any Monogram distributor. We'll 
send you their names. 


GENERAL AUTOMOTIVE CORPORATION 
625 West Jackson Boulevard. 
_ Chicago. Illinois 
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Concrete 
Road Building’ 
Again Breaks | 
All Records 


79,000,000 square yards of 


Concrete pavement were placed 
under contract last year—a gain 
of more than 40 per cent over 
1921, the largest previous year. 


The construction thus provided for, and to a large 
extent completed, is equivalent to more than 7, 
miles of 18-foot pavement. 


"my 


il 
| 


‘ ray 


That is a larger amount of Concrete highway than 
there was in the country altogether up to 1917. 


These facts witness the determination of this coun- 
try to have roads equal to the traffic they bear. 


Yet even with this great record, the output of motor 
vehicles continues to outstrip by far the construction 
of motor roads. 


The revolution in road traffic due to the automobile 
has called for hole-proof, skid-proof, really enduring 
pavement; and Concrete fills the need. 


That is the explanation of the steady, rapid gain in Concrete road 
construction during the last decade—the largest development in 
basic transportation facilities in this country in many years. 


PORTLAND CEMENT ASSOCIATION 


cA National Orgznization 
to Improve and Extend the Uses of Concrete 


Atlanta Des Moines Parkersburg San Francisco 
Boston Detroit Los Angeles Philadelphia Seattle 

Chicago Helena Milwaukee Pittsburgh St. Louis 

Dallas Indianapolis Minneapolis Portland, Oreg. Vancouver, B. C. 
Denver Kansas City New York Salt Lake City Washington, D.C. 
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Are you team-working with some A. E. A. Job- 
ber’s Salesman to increase your total sales? Are 
you taking advantage of the Automotive Equip- 
ment Association’s plan to, build up our whole 
industry? 


The plan aims at One Million Dollars’ worth of 
new business in the first six months of 1923. In 
dealers’ stores and garages the country over, 
Jobbers’ salesmen affiliated with the Automotive 
Equipment Association are now busy. Are you 
putting the selling schemes of its Merchandising 
Department into actual practice? 


—One Million” 





If you were “‘sold”’ on the ‘‘ask-’em-to-buy”’ and 
“‘Shop-Profits’”’ campaigns—if you realize the 
money-making possibilities of nationally known 
and advertised products, such as the McQuay- 
Norris line, it’s still not too late to get your share 
of the ‘“‘Million.”’ 


Ask the next A. E. A. Jobber’s Salesman who calls 
to give you all the details of ““One Salesman— 
One Dealer—One Million.” 


McQuay-Norris Manufacturing Co. 
General Offices, St. Louis, U.S. A. 
Connersville, Ind. Toronto, Canada 


McQUAY-NORRIS 


PISTON RINGS 
PISTONS 





PINS 


FOR AUTOMOBILES ~ MOTOR TRUCKS - TRACTORS ~- STATIONARY GAS, OIL AND STEAM ENGINES - MOTOR BOATS 
MOTOR CYCLES - AIRPLANES - COMPRESSORS ~ PUMPS ~- LOCOMOTIVES ~ STEAMSHIPS - REFRIGERATING MACHINES. 


McQuay-Norris 
Wainwright 
Pistons and Pins 


—gray iron pistons as light in weight 
as safety permits —=specially de- 
signed for replacements — available 
in standard sizes and over-sizes— 
also in semi-finished form 75-thou- 
sandths over-size. Pins of excep- 
tional accuracy. Made of special 
heat-treated steel. 


Pistons and Pins 
of quality 





—its exclusive 
\faKw two-piece de- 
sign means equal cylinder- 
wallpressure at all points. 
Its greater flexibility means 
better performance in worn 
cylinders. Best for all 
grooves except top, which 
should have . Made 
of Electric Iron. Each ring 
packedin a parchment con- 
tainer. Price per ring— 


$125 


In Canada, $1.50 


McQUAY-NORRIS 


PISTON RINGS 
. - 


2 ray re = 


—stops oil 
Super oyl trouble. Keeps 
lubricating oil out of 
combustion chamber. Col- 
lects excess oil on each 
down stroke of piston and 
empties on each up stroke, 
which ordinary grooved 
rings cannot do. Made of 
Electric Iron. Each ring 
packed in a parchment 
container. Price per ring— 


$100 


In Canada, $1.25 


WcQUAY-NORR!S 


JRINGS 
ct 


JirF Y-GRIP—the quick- 
seating ring with the non- 
butting joint. ‘“‘Seats in a 
Jiffy.”” Can be fitted closer 
than the ordinary step-cut 
rings. Ends cannot butt 
when fitted tightly as 
quick-seating rings should 
be. Accurately made of 
Electric Iron. Each ring 
packed in glassine envel- 
ope. Price pér ring— 


50c 


In Canada, 50c 


Snap Rings — of the 
highest grade. Raised 
above the average by Mc- 
Quay-Norris manufactur- 
ing methods. Made of 
Electric Iron. Their use in- 
sures all the satisfaction 
possible for you to get from 
a plain snapring. Packed 
twelve to the carton and 
rolled in waxed paper. 
Price per ring— 


25¢ 


In Canada, 30c 
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{ts here 


Revolutionizing 
Ignition System 


» vw Fords 


Big Intense Sparks, 
Automatic Control, 
Single Coil, 
Waterproof 

More Speed, 

More Power, 



































Here’s the world beater for 1923. 
A new, startling revelation in ignition 
systems for Fords. 
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IGNITION 
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What every Ford Owner 


has wanted and every 
Dealer needed- 


A Genuine Bosch Ignition System for Fords 
that banishes all Ford Ignition ills in one sweep, 


for only $12.75. 


Here's the biggest value ever offered Ford owners 
—a wonderful new ignition system—big, rug- 
ged, dependable, efficient, waterproof — with 
automatic spark advance and many new features 
not found in any other ignition system. It’s suit- 
able for all Ford models—anyone can install it. 


The sales opportunities are remarkable—the new 
business you can get—the added profits you can 
make during 1923 are advantages you can't 
afford to overlook. 


Every Ford owner will want one—the price fits 
his pocket book. The Bosch reputation is the 
guarantee for Quality and Dependability— 
money back if you or your customer is not 
satisfied. 


Single and quantity prices—a new Sales Plan. 
Write or wire for particulars—Don’'t miss this! 
If you are anxious to work fast, order five— 
immediately. 


American Bosch Magneto Corporation 
Springfield, Mass. 


Detroit San Francisco 


New York 


-Ford 


Chicago 
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What It Does 


—Makes Start- 
ing Easy 


Y neg Plugs 
- Clean 


—Prevents 


“bucking” 


—Gives More 
Power 


—Saves Gas and 
Repairs 


—Banishes 
Timer Trou- 


bles 
pi for Itself 


—Stops short 
circuits 


—Reduces vibra- 
tion 
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Fours and Sixes 


The Completeness of the ELCAR Line Insures 





| DEALERS 


This price range 


insures PROFITS 


FOURS 
$965 to $1,425 


SIXES 
$1,395 to $1,995 
(f. o. b. factory] 














Ask About ELCAR TAXICABS 
Unusual Proposition - Quick Turnover 








HLCAR 


A WELL BUILT CAR 


Something to Sell All the Time 


Greater activity, wider field of prospects and more 
speed in closing sales—that’s what the Elcar Line 
of Fours, Sixes and Taxicabs means to dealers. The 
Elcar dealer has something to sell all the time. The 
taxicab business is a powerful booster of volume and 
rounds out profit possibilities in the logical way. 
Investigate the Elcar dealer plan. There’s always 
a good market for a good car honestly priced. Elcar 
Six is equipped with 8-R Continental Red Seal 
motor and other units of equal worth. Elcar Four 
hasimproved Lycoming-Elcar motor. Elcar bodies 
are all Elcar built. 











At the National Shows New York and Chicago 
the complete new line of Elcars, Sixes and 
Fours, was easily the outstanding feature 





Write or Wire for the Facts 
ELCAR MOTOR COMPANY, Elkhart, Indiana 


Makers of Fine Vehicles Since 1873 
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It Works Like Magic 


With three Lube-sters—one each for light, heavy and medium 
oils—your gasoline customer will be reminded that he needs oil, 
too. You will sell more by having it on display for immediate 
service. Find out more about this modern last-word equipment 
Bowser has built to increase your oil profits. 


Write today for Booklet A-14 
and “How to sell him oil, too”! 


S.F. BOWSER & COMPANY, Inc. 





Pump and Tank Headquarters _ 


Home Plant: Fort Wayne, Indiana + 


Canadian Plant: Toronto, Ontario 


Factories and Warehouses: Albany, Dallas, Milwaukee, San Francisco, Sydney 


Branch Offices, with Service Departments, in Principal Cities 
in this Country and Abroad. ‘Representatives Everywhere 
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ESTABLISHED 1885 
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ACCURATE MEASURING PUMPS 





BOWSER PRODUCTS for Handling Gasoline and Oils Wherever Sold or Used 


Filling Station Pumps and Storage and Measuring Out- 
Tanks for Gasoline. fits for Paint Oils, Kero- 


Portable Tanks for Gasoline sene and Lubricating Oils. 


and Oil. Power Pumps. 








Dry Cleaners’ Underground Richardson-Phenix Oil Cir- 
Naptha Clarifying culating and Filtering 
Systems. Systems and Force Feed 

Carload Oil Storage Tanks. Lubricators. 
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Rickenbacker 


A * EAR ae te a i — its * NARMS 


The Car— 


Now giving super-satisfaction from the Atlantic to 
the Pacific. 5,000 marketed the first year. Output 
trebled for 1923. More advanced engineering 
features than any other car on the market. Tan- 
dem flywheel vibrationless motor alone created.a 
sensation this past year! : 


The Contract— 


As unique as the car. Dealers get a five-year con- 
tract which cannot be cancelled without cause. We 
give dealers a square deal in writing and in co- 
operative performance. Unusual sales and service 
assistance. We make it possible for you to make 
money. 





The Company— 


All Rickenbacker executives are prominent figures. 
All grew up with and helped to establish the 
industry. Rickenbacker man-power is seasoned in 
every phase of the business. All administrative, 
production, engineering, financial, purchasing and 
sales departments heads are men whose names you 
have long been familiar with. Each man a star in 
his line. 


Touring Phaeton—$1485 Coupe—$1885 Sedan—$1985 
f. o. b. Detroit 


aK 


Rickenbacker Motor Company 
Detroit Michigan 
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There’s one of our 400 “Milwaukee” 
distributors near you, with a full 
stock of these great bearings. Maybe 
he’s only an hour away. Wouldn't 
it pay to know? 
It helps to have our handy Bearing 
Guide-Book which lists cars, trucks 
and tractors, with bearing stock num- 
bers for each. Sure we'll mail you 
one, with the name of your nearest 
distributor. Write him—wire him— 
— him — and your wants are 
lled at once. What’s your address? 


MILWAUKEE =;BEARINGS, 





MOTOR . 





not over a day away! 


“T want my car!” 


aye he is unreasonable! Suppose he 
did clatter in with his crankcase full of 
babbitt and want the job done sooner than 
he had any right to expect! Arguments 
are all well and good, but he wants his car. 


That’s just where Milwaukee Bearing Ser- 
vice —“not over a day away’—comes in. 
You can give him as fine a set of bearings 
as he ever had—start putting ’em in with- 
in a few hours after you call us — and 
what’s also mighty, mighty important — 


You can make a good profit on them. 
MILWAUKEE DIE CASTING CO., Milwaukee, Wis. 
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SAFETY 


RAKE Lining to be “SAFE” 
for the owner to buy and use 
should be above price. 
Brake Lining to be “SAFE” for the 
jobber, dealer and service man to sell, 
should be the best the market af- 
fords. 








Upon brake lining, depends not only 
human life, but business reputation. 
There is a moral as well as a business 
obligation. 


The solid weave: the greater amount 
of asbestos: the specialization in as- 
bestos textiles: the nation-wide 
acknowledgment of Quality all 
these things contribute that element 
of SAFETY and satisfaction which 
makes GARCO SAFE for the own- 
er and profitable to the Trade. 


GENERAL ASBESTOS & RUBBER CO. 


Main Offices and Factories: 
Charleston, S. C. 


Branches: 


New York: 296 Broadway 
Chicago: 14 North Franklin St. 
Pittsburgh: 311 Water St. 

















ASBESTOS 
BRAKE LINING 
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‘“Here’s a Job that will 
Please My Customer” 


“When we put in American Hammered it’s a per- 
manent repair. These leakless rings mean the end 
of wasted power and piston ring troubles—and 
that’s the kind of service my customers want.” 


Dealers in all parts of the country are 

making friends and money by han- 

dling American Hammered Piston 

rae a ee 6 Oc Rings. Leading distributors carry 
Te Pi Fords... . them because they know there is a 
— public demand for these leakless rings. 
You can get any size or oversize with- 


out delay or trouble. 


Ask your jobber. 
American 


AMERICAN HAMMERED PISTON RING COMPANY, Baltimore, Md. 
Export Department, 461 Eighth Avenue, New York, U. S. A. 
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Instant Success 


HE Coupe-Sedan, an entirely newand orig- 

inal Willys-Knight body creation of steel, 
beautiful in line and appointment, created 
a profound impression at the shows and 
registered an instant success throughout the 
country. It is powered by the motor that 
improves with use. It is typical of the 
advanced design and unequalled value that 
characterize the new Willys-Overland line. 


February 8, 192: 
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‘The Coupe-Sedan 


HIS announcement in The Saturday 

Evening Post of February 3rd is an ex- 
ample of the powerful advertising with which 
Willys-Overland is helping dealers build busi- 
ness. The Willys-Overland Franchise is 
valuable in every locality. Write today for 
complete details. 


WILLYS-OVERLAND, INC., TOLEDO, OHIO 


WILLYS-OVERLAND LTD., TORONTO, ONT. 
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The Bishop-Babcock 
Aquastat. About one- 
half actual size. Weight, 














10 ounces. Made of 
brass and polished alu- 
minum, handsomely fin- 
ished. Made with 1% 
and 11% inch openings 
Easily attached and de- 
tached. Simple, post- 
live, automatic ; nothing 
to get out of order. Abso- 
lutely guaranteed. Re- 
tail price, $10.00 












































Illustration shows 
Bishop-Babcock Aqua- 
stat attached to hose be- 
tween the engine and the 
radiator. Can be put on 
in ten minules 







































Spitting and backfiring 
checked—engine warms up in Y4 time 


N December the Bishop-Babcock Aquastat wasannounced To reduce the possibility of freezing, water in the radiator 

to the automotive tradeand the public. Today thousands must be agitated or kept in motion. The Aquastat meets this 
are in use—motorists are talking about them, dealers are need. It allowsa 10% seepage at all times. Thus the trouble 
selling them, leading automotive engineers have given them caused by the “‘by-pass’’ type of water control is entirely 
their approval. avoided. As soon as the engine starts, 

Thousands of automobile and truck agitation of the radiator water begins and 
owners have ended serious cold weather this danger of freezing is eliminated. 
driving trouble—with the Bishop-Babcock 
Aquastat. Slow starting, flooding the en- 
gine with gas, the constant use of the choke, 
sputtering and stalling during the first half 
hour after starting, oil dilution, excessive 





Easily installed in 10 minutes 


The Bishop-Babcock Aquastat can be at- 
tached in ten minutes. Just cut the hose 


carbon, poor combustion—all have been 
eliminated, or greatly lessened. 


What is the Aquastat? 

The Bishop-Babcock Aquastat is a simple, 
automatic, thermostatically-controlled valve 
which regulates the flow of water through 
the cooling system on all cars using circu- 
lating pumps. 

It is positive in its operation. When the 
water is cold, it closes and holds the water 
around the combustion chamber until it is 


heated toa certain temperature. Then it opens,letting the hot 
water into the radiator and taking in additional cold water. 


Thus, the walls around the combustion chamber and cylin- 
ders are quickly heated. The vaporized gasoline has no 
opportunity to recondense, dilute the cylinder oil and form 
carbon. Practically all the fuel is burned. Fuel savings 
ranging from 15 to 35 per cent have been effected. 





Retail $ 
price, 


— Bishop-Babcock 


10 AQUASTAT 





™S 


Cross section of Bishop-Babcock 
Aquastat. Valve is perfectly balanced, 
and ts operated by an expanding 
mulltifiex bellows, charged with a 
thermostatic fluid, and counteracted 
by a spring which holds the valve 
almost fully closed until temperature 
reaches acertain predetermined point 








between the cylinder block and the radiator 
and clamp it on. It is entirely automatic 
in its operation and adjusts itself to seasonal 
requirements. In hot weather the valve is 
wide open. 

The Bishop-Babcock Aquastat is manu- 
factured by the Bishop & Babcock Com- 
pany, leading manufacturers of heating 
appliances. Its principle is identical with 
the principle employed in the thermostatic 
traps for heating installations in large build- 
ings. 


This principle has also been applied successfully in the 
higher-priced automobiles for a number of years. 


Investigate the Bishop-Babcock Aquastat. We will gladly 
supply additional information. 


Write for details to The Bishop & Babcock Company, 
Automotive Specialties Division, Cleveland, Ohio. 





Two hose sizes, 
114” and 11,” 
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The Standard of Comparison 
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| Gea A Better Value For Winter 
a A The 1923 Buick Open Cars 
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3m ie Buick open cars bring a comfort and convenience 

ee pom to winter driving, surpassed only by the more ex- 
Lae? : 

Fe A pensive closed models. 


“- Wb 


rte 


Close fitting curtains, that open with the doors, are 
provided with a weather strip of special design to 
seal their joints. The tight fitting windshield is 
adjustable from the inside, and with the curtains, 


i insures a snug and cozy interior. 
agi A more satisfying sense of safety is found in the 
pif The Buick Line for 1923 wide visibility that the curtain design affords and 
oe Comprises Fourteen Models J , 3 
y 865 in the signal pocket for the driver. 
bh Pace 
3} oes 


; Combining this weather protection with the tradi- 
Sedan. 32195 Sport Roadster. 80628 tional Buick perfor, 


wt Touring, $1675. Prices! o b 


-ycompletes a value in a 










There is Always a Buyer For Any Buick 


The uniformly high value of used Buick cars in all parts of the country has a double 
significance. It proves the public regard for Buicks—the readiness with which both 
new and old Buicks find purchasers. And it also proves the dependable, continued 
~ and enduring qualities of Buick performance. Why not have your name on file? 


BUICK MOTOR COMPANY, FLINT, MICHIGAN | 


Division of General Motors Corporation 





Pioneer Builders of 
Valve-in-Head Motor Cars 


Branches in All 
Principal Cities 
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Bang: 


There goes my test set” 


No harm done -if's an Allen-B : 


EST sets are not supposed to be thrown on 
the floor, but accidents happen in the best 
of shops. 


The Allen-Bradley test set is ruggedly built. The 
graphite discs of the rheostat are inclosed in a 
steel tube. The meters, built for battery station 
work, will stand exceedingly rough treatment. 


A dependable and rugged test set is your best 
insurance against poor service. Buy an Allen- 
Bradley test set, today, and be insured. 


REMEMBER— The well 
equipped shop gets Allen- 


the business. 


281 Greenfield Ave. 


en-B 





ok 
HIGH-RATE DISCHARGE TEST SET -* 


Electric Controlling Apparatus 


TYPE L-2502 


car owner. He never is sure that your 


Bee testing is a mystery to nearly every 
recommendations are correct. 


The Allen-Bradley test chart is a convincing, profit- 
making wall chart furnished with each Allen- 
Bradley test set. Make your test and show your 
customer on the chart why his battery needs 
repairs or why he should buy a new one. 


Install the Allen-Bradley test set and increase the 
number of satisfied customers. Act now! 









Co. 


Milwaukee, Wis. 


/ of pe the Allen- 
Bradley Test Set. 
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The lower, auailiary shaft re- 
volves the drum three and a half times 
faster than the upper shaft and is used 
in adjusting the chain to the load 
The upper shaft supplies sufficient lev- 
erage to enable the operator to lift the 
heaviest passenger car with ease. 
Note the design of the crank, the 
center socket for greater speed and 
the end socket for greater leverage. 


One man can readily adjust the 
boom to any of four different heights, 
by inserting the side rods in the 
proper holes near the end of the boom, 

according to the requirements 

of the individual job. 
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ake your tow-in jobs yield 


a better profit with this new 


WEAVER Auto Crane 


OW-IN jobs are mighty profitable if you handle them right. Not 
only are the fees for this service well worth while, but the additional 
repair work it brings in will keep your shop running to capacity 

when other shops are losing money during the “off season”. 


This new Weaver Auto Crane is built to handle the toughest tow- 
in work with a minimum expenditure of time and labor. Its simplicity, 
ease and speed of operation, ample strength with comparative lightness, 
and moderate price are outstanding features which will appeal to every 


garageman. 


Note the double back gear construction which provides two dis- 
tinct leverages, one for speed, the other for power, and the adjustable boom, 
illustrated at the left. These are only two of the many unique features 
of our new Auto Crane, fully described in our new circular which we 
will be glad to mail you upon request. Start on the road to increased 
profits by writing for your copy now. 


WEAVER MFG. Co. 


SPRINGFIELD, ILLINOIS. U.S.A. 
CANADIAN FACTORY, CHATHAM, ONTARIO. 
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for Economical Transportation 











The Value of a Franchise 


The value of a retail franchise in 
the automobile business depends 
on: 


ee 


. Salability. 


bo 


. Margin. 


3. Relations with the manufac- 
turer. 


Statistics prove that salability is 
largely affected by price: about 
80% of all cars in use sold for 


less than $1,000. 


Value per dollar is the second 


most important factor in sala- 
bility. 


Public knowledge of the value is 
the third. 


Chevrolet is within the price class 
of the great 80% market. 


Chevrolet offers the most per dol- 
lar in value in this class. 


Chevrolet Motor Company is see- 
ing to it that the public knows the 
facts. 


In the entire automobile . field 
Chevrolet has within a_ year 
jumped from seventh to second 
place in sales. 


The significance of these facts 
should be apparent to the trade. 


Chevrolet Motor Company 
Division of General Motors Corporation 


Detroit 











































Michigan 


The World’s Lowest Priced 
Quality Automobiles 


Two Passenger Roadster . . $510 
Five Passenger Touring . . 525 
Two Passenger Utility Coupe 680 
Four Passenger Sedanette . . 850 
Five Passenger Sedan ... 860 
i Light Delivery ....... 510 


All Prices f. o. b. Flint, Mich. 


There are now more than 10,000 
Chevrolet dealers and service sta- 
tions throughout the world. 


Applications will be considered 
from high-grade dealers in terri- 
tory not adequately covered. 
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This Belt Goes on the Car 


This O 


omen a ane ~ 





The Package that “Carries a Spare” 
to Sell a Spare 


The Package 
This new Gilmer package for the new 
Gilmer belt puts the “Carry a Spare” idea 
over stronger than ever. It allows you to 
sell two belts where you sold but one before. 


Here are two new Gilmer Super-Service 
Belts held together by narrow blue bands. 


The first belt goes on the car. The second 
is the spare. It is attractively sealed in a 
glassine envelope to keep it clean until used. 


The New Belt 


The new Gilmer Super-Service Fan Belt 
is built on a new principle. It is light in 
construction. Exceptionally flexible. True 
in performance. And the toughest belt that 
ever drove a fan. 


It is designed for those motorists who 
want an ultra-fine belt—and are willing to 
pay a trifle more for it. The new Gilmer 
belts plus the old Gilmer belts give you an 
assortment that meets all requests. 


The metallic finish that adds so much to the appearance of the new 


belt is a result of the new process of manufacture. 


It is an engineering 


achievement, giving the belt greater resistance to heat, oil and water. 


LIST PRICES 


For Ford Cars, 60c 


For All Other Cars, 90c 


This Shows the Actual Use of RADIATOR LACING 


This display stand is shaped like the 

front of a car, with the hood up. Ac- 

tual Gilmer Radiator Lacing is placed 
around the radiator and cowl. 


It’s a Gilmer Product 
—you can depend on it 


Gilmer Radiator Lacing is now packed in indi- 
vidual cartons. 
one car. 
lacing. 
once. 
about 
stand. 


Each carton holds just enough for 

This new Gilmer idea is selling a lot of 
If you don’t carry it, get your order in at 
Get the display stands, too! Ask your jobber 
Gilmer Radiator Lacing—and the display 
Write him to-day. 


L. H. GILMER COMPANY 
Philadelphia 








Fanwise Construction— showing 
how ‘he layers of fabrics are built 
up, leaving the strands of fabric in 
each layer running in a different 
direction 


Cushi 


ions every shock—needs 
no lubrication or adjustment 


MOTOR AGE 


Why the Thermoid-Hardy disc of Fanwise 


Construction is fast replacing metal universals 


SveRY time a car is started the strain 
of the entire load must fall on a single 
part—the Universal Joint. 

No wonder flexible fabric discs are 
now taking the place of metal univer- 
sals—eliminating backlash, jerks and 
rattles, transmitting a smooth, even 
flow of power. 

The thing that has made the fabric 
joint practical is the Thermoid-Hardy 
basic patent on Fanwise Construction. 

It has added to flexibility enormous 
strength. Strength tested to stand the 
strain of a torsional twist of 21,000 
pounds. Strength that enables the 
Thermoid-Hardy Joint to go 60,000 
miles on the heaviest trucks, over the 
roughest roads—without lubrication or 
adjustment! 

In the illustration above the vital 
importance of Fanwise Construction is 
clearly shown. Notice how the strands 
in each layer of the Thermoid-Hardy 
disc run in different directions. The 
result is an even stress at every point— 
an equal strain between every pair of 


bolt holes. 


It is this unique construction that is 
responsible for the enormous strength 
of the Thermoid-Hardy disc. It not 
only eliminates whipping and _ vibra- 
tion—it means that the shaft is held in 
true on every revolution. 

The Thermoid-Hardy disc marks a 
long step forward in automobile con- 
struction. Metal universals that need 
constant attention and that transmit 
every shock of the road are fast being 
displaced. 


You should have this book 


We have prepared a book, “ Universal 
Joints—Their Use and Misuse,” that 
treats the whole subject from all its 
angles—the mechanical principles in- 
volved, construction, lubrication, pro- 
cess of manufacture, tests for strength, 
and records of performance. Send for 
your copy today. 


THERMOID RUBBER COMPANY 
Sole American Manufacturers 
Factory and Main Offices: Trenton, N. J. 


New York Chicago LosAngeles Detroit Cleveland 
Kansas City Seattle Atlanta Boston London Paris Turin 


THERMOID-HARDY 


UNIVERSAL JOINT 


Makers of “Thermoid-Hydraulic Compressed Brake Lining” 


and “Thermoid Crolide Compound Tires” 
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LIST OF USERS 
American British Mfg. Co. 
Allis Chalmers Mfg. Co. 

Anderson Motor Co. 
The Autocar Co. 
Available Truck Co 
Barley Motor Car Co. (Roamer) 
Crow-Elkhart Motor Corp. 
Jas. Cunningham Son & Co. 
Dart Truck & Tractor Corp. 
The Dauch Mfg. Co. 
Diamond T Motor Car Co. 
Doane Motor Truck Co. 
Elgin Motor Car Corp. 
Elgin Street Sweeper Co. 
Fageol Motors Co. 
Fifth Ave. Coach Co. 
H. H. Franklin Mfg. Co. 
_ Garford Motor Truck Co. 
Gramm-BernsteinM otorTruckCo. 
Handley Knight 
Hawkeye Truck Co 
Hendrickson Motor Truck Co 
Highway Motors Co. 
Holt Mfg. Co. 
Indiana Truck Co. 
International HarvesterCo.of A.,Inc 
International Motor Co 
Jackson Motors Corp. 
: Kelsey Motor Co. 
Kentucky Wagon Mfg. Co.,Inc. 
Kenworthy Motors Corp. 
King Motor Car Co. 
King Zeitler Co. 
Lakewood Eng. Co 
lLLarrabee-Deyo Motor Truck Co. 
Lexington Motor Co. 
Locomobile Co. 
Menominee M otor Truck Co. 
Mercer M otors Co. 
Moreland Motor Truck Co. 
McFarlan Motor Co. 
: Nelson & LeMoon 
E. A. Nelson Automobile Co. 
Nelson Motor Truck Co. 
D. A. Newcomer Co. 
O'Connell M otor Truck Co 
Oliver Tractor Co. 
Oneida Motor Truck Co. 
Packard M otor Car Co. 
Parker Motor Truck Co 
Patriot Motors Co 
| Reliance Motor Truck Co. 
Reo Motor Car Co. 
Reynolds Motor Truck Co 
Root & Van Dervoort Eng. Co. 
Sanford Motor Truck Co 
Southwark Fdy.& Mach. Co. 
| Sprague Electric Co. 
: Stoughton Wagon Co. 
_ Studebaker Corp 
Stutes Mar Tractor Co. 
Templar M otors Co. 
Tioga Steel & Iron Co. 

_Towmotor Co. 

Trafic Motor Truck Corp. 
lrransport Truck Co. 
I win City Four Wheel Drive 


Co., Inc 
United M otors Co 
Walter Motor Truck Co. 
Ward La France Truck Corp., Inc. 
Watson Products Corp. 
Geo. D. Whitcomb Co 
Wichita Motor: Co 
Hi. E. Wileox Motor Co 
1. C. Wilson Co 
Willys-Overland, Inc 
Zeitler & Lamson 
lruck & Tractor Co. 
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Lonely road—dry tank. A Cole Visible Gasoline Gauge would have 
saved him that walk to a filling station. 


A Cole Visible Gauge on the Ford instrument board is like a string 
around the finger. The driver constantly sees the little red indicator—he 
can’t forget to fill the tank. 

Fits any Ford. Installed in less than an hour. Handsome, scientifically 
accurate. Mechanically operated—can’t get out of order. Made by the 
company that makes special model visible gasoline gauges as standard 
equipment on sixteen well-known automobiles. 

Model A made in four styles: for touring car or roadster, for 2-door 
sedan, for coupe, for 4-door sedan. 

Join the big list of dealers and jobbers who are making money fast 
with this quick-selling Ford necessity. 


Send the Coupon 


Get our money-making proposi- 
tion. Every Ford owner needs the 
Cole Visible Gauge. Sell them all. 
Ask us today for the big interesting 


om ‘i«~6©)/ story. 


The Stemco Engineering Co. 


Guaranteed Light Car Division 
or 205-215 Webb St., Dayton, Ohio 
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The Stemco Engineering Company 
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_ The Cole Visible Gauge Tells: 


i 
rer Ce ~<s1 <a —How much gasoline is in the tank. The red 

NS ; J © ge as indicator is always visible. 
—)-- nest f- a —How much gasoline you get when you buy. 
oY ii —How much gasoline to order at the filling 


4—How many miles to the gallon. 


™ 


Visible 


lb ae 




















—: 205-215 Webb Street 

~ Dayton, Ohio 

CO LE VISIBLE 2 Send me your circular describing the 
- Cole Visible Gasoline Gauge and tell 

GASOLINE GAUGE :,WU2" 
~ Name 
Made Especially for Ford Cars = Address 

. 
os 


‘*Read as You Ride’’ 
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The feature that made the Rose 
America’s leading Tire Pump is 
its patented valve. It makes 
pumping easy. 


On the up-stroke the air fol- 
lows the path of the arrow be- 
low. Compression starts in- 
stantly on beginning the down- 


3 Ne 
yj nN 

. UALR: Wy oS, stroke. You get 100 per cent 
4 YY NY -— results for the energy you 
x \ YF, »* ) l 4 spend. It is easy to under- 
/ ANN I y ‘ if} stand Rose popularity. 
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Tell "Em About the Rose 
Valve and You'll Sell ’Em 


Joe, the Rose Tire Pump is one of our most profit- 
able lines and I want you to know how to sell it. 


In the first place remember this: everybody hates 
to pump tires so the pump you sell ’em must be a 
labor saver. 


Tell them that the Rose cuts the work of pumping 
in half. It’s the patented valve that does it. Every 
ounce of energy applied to the grip is turned to 
pounds of pressure in the tire because there is no 
leakage and no lost motion. You don’t have to go into 
detail—that’s tiresome. But never fail to tell them 
there is a valve and what the valve does. That is in- 


® teresting to them. They are looking for a way to get j 
7 Lubricator out of work and it is up to you to show them how 3 , 






they can do it. 


Are you harvesting Also point out the excellent construction through- 4 
your share of the out. There is a five-year guarantee on every pump but ; s 
profits in the high in all the time I have been selling the Rose I have yet . ie 
PF ORSRE ©: Sebricater to see one pump that has not lived far beyond its guar- = 
field? There are great We lik h | li A hi \ i 
possibilities in this line antee. Wwe i e to push popular lines in this store. Lf 
for profit-wise dealers. So ask ’em to buy a Rose. H i 

For results, put your ; ‘ 


faith in the Rose. It 
is one of the acknow- 
ledged leaders, and one 
that is steadily gaining 
in favor. A product of 
high quality, at an ex- 
tremely popular price. 
Get complete facts 
from your jobber. 
Write us for sales 
helps. 


Wear taf 
4 
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Nt When One Man 
Does the Work of Four— 





















7 . 
even a small business can afford a Manley 
. . . 
Wrecking Crane because it pays for itself so soon 
Pays for itself because a’ four man Job becomes a one By removing six bolts it can be immediately converted 
man job and because it enables a small business to nto a portable shop crane. Its high lift—deep overhang 
handle big business without extra help low base and light weight—makes it doubly efficient 
beyond question 
oC ? 7 \ ] d y sk ) yf Philz lel hiz Sz oe al co ld , 
e reason W y leading shop man ol lliadeipnia Says: couldnt 
possibly run my business without it.” 
The Manley Wrecking Crane has exclusive and The toughest job is easy with the Manley Wrecking 
patented features which place it far ahead of any other. Crane—you can get business that the less fortunate 


“other fellow” cannot handle. You can make big money 


Its safe, rigid, double trussed beam tilts to any required 
. doing it 


angle to suit any and every kind of a job. 

Wrecking jobs pay big fees—and with a Manley Crane 
The removable top extension allows a shorter hitch. you can take care of them efficiently and speedily 
This is a tremendous advantage—and by tilting the beam ; aa 
to vertical position the hoisting drum is positioned so The Manley | rane will handle any kind of a job—we 
you can use the Crane as a winch don’t care what it is 


PP SSR OS SPS SSG OSS SSS 2 PS SOO2eueaaeaee 















Pin This Counon To Your Letter Head or Bill 


Head and Mail Today 


“The well equipped sh 7 
© well equipped shop ! MANLEY MFG. CO., York, Pa. 
. a . 
gets the business’ with ! : 
You may send me the name of your nearest distributor 
1 ' and full information regarding the shop equipment checked 
| below 7 
Manley | 
GS _ | Wrecking Cranes ) Engine Stands 
id E 53 ¢ i Portable Floor Cranes and Hoists Garage Jacks 
SE age I hae Setet PRR RE | Salamenaed Arbor Presses Portable a Light 
: | Towing Trucks } Air and Water Stations 
i 
! 
i 
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GROWTH 


The popular approval of Shafer Roller Bearings 
necessitated increasing the manufacturing capacity 
to take care of a rapidly increasing demand. The 
new home of Shafer Bearings represents the high- 
est type of a modern plant and manufacturing 
equipment. 





Shafer Bearings are different from all others— 
they offer a new combination of standard mechani- 
cal principles. The concave rollers are set at an 
angle and travel between a convéx cup and cone 
(which are true segments of a sphere) and absorb 
loads from any direction, radial or thrust. They are 
self-aligning. -Pinching and binding possibilities, 
which commonly cause breakage, are eliminated. 
A long life of perfect service is the result. 


Shafer Roller Bearings are easily adjustable for 
wear and fully guaranteed. Shafer service dis- 
tributors dot the continent—there is one near you. 
Write for his name. 


Shafer Bearing Corporation 


6501-99 West Grand Ave. Chicago 


AF ER 


ligning ROLLER BEARING 
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PECIAL OFFER 


Money-back Guarantee 
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The Always-Busy 
OIL SALESMAN 


Make a real business of selling oil and alcohol. You 
can build up a surprisingly large volume of selling 


with up-to-date equipment. 





Other dealers are doing it. If we stated figures you 
wouldn't believe them. The best way is to experi- ONLY 
ment, and prove to yourself that we make no over- 


statement. You can do so without a cent of loss— 


on the contrary, with much extra profit. ? } 15 
e 


HANDY BEN fits any oil drum. Just set him in 
and tighten the nuts. No extra equipment to buy. 


He makes any oil drum a quick-acting silent sales- If vou take advantage 
man. Well-made; he'll last your business lifetime. i . x. 
of this special offer | 


Try him out for thirty days, and see how much of 


his cost he has repaid in extra sales. 


Clip the coupon now, and start him working for 


you immediately. 


Bennett Injector Co. 
Muskegon Mich. y 














Special Trial Offer Coupon 
IMPLY fill in the name of 
your oil or accessory jobber 


OSS ee > meta tm meek at Ise) : oT eR nh 
on this blank, and enclose your oF 
check or money order for $12.75 A ddreas Jobber’s Name 
Prompt shipment will be mad 
Your money refunded if you are City tli a 
dissatisfied for any reason in 30 errs 


| ae ne Tes 


days. 
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From acreages of standing timber under direct 
Motor Wheel control comes the hickory for our 
truck wheels. 


In Motor Wheel kilns and mills this fine wood is 
seasoned and shaped. 


Even metal parts for wheels we build come from 
Motor Wheel plants. 


Such excellent basic material, with Motor Wheel 
design, methods of assembly and finish assures truck 
wheels immune to vibration, thrust and exposure. 


We build more truck wheels of all types than any 
other maker. 


MOTOR WHEEL CORPORATION, LANSING, MICHIGAN 
Motor Vehicle Wheels Complete — Metal Stampings — Steel Products 
Gier TUARC and Gier-LEWIS Steel Wheels 


TRUCK 
Wheels 


otor Wheel 
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A Regrinding 
Shop 
Which Cut 


“Uncle Sam’s”’ Time 


Limit in Half 


Here is a job that supports our broadest claims for speed, 
range and precision of Heald Cylinder Grinders. 


The proprietor of the Richmond Machine Shop, Port 
Richmond, S. I., has been a busy man since he installed 
his Heald. His work has ranged from motorcycle cylin- 
ders to auto cylinders, truck blocs, motor boat power 
plants, etc. Variety for a certainty, but listen to this— 


A Winton Six Cylinder, Heavy Duty, 125-H.P. Engine, the property of the U. S. Navy, came to the 
Richmond shop to be ground. These cylinders were cast two en bloc and each set weighed 700 pounds. 
The bores were 8 inches in diameter and 21 inches long. The condition of these cylinders was such 


that it was necessary to remove .030 in. stock. 


A time limit of 6 hours had been set on this job by the Government, but the Heald did the work to 
the Navy's taste in 3 hours. No special fixtures were used, as the Heald Universal jig was designed 


to cope with just such rugged work. 


If you are considering putting in a machine for handling this work the Heald will not only do all that 
is asked of it but more. Further than that motor owners are now insisting on Heald ground blocs for 
they know that it is the machine used exclusively by all manufacturers and naturally they want the 
same finish in order to get the original efficiency of their engine when regrinding. 


The spring work will soon be here. If 
you want your share start an inquiry 
towards Worcester at once. This is 
especially true if you are running a gar- 
age or repair shop for there is nothing 
that will bring you in a higher percent 
for the money invested, more new cus- 
tomers, and satisfied old ones than a 


Heald Grinder. 


The Heald Machine Co. 


61 New Bond St. 


Worcester, Massachusetts 





Heald Regrinding Machine ready for work 


















96 MOTOR AGE 


February 8, 192 





























“Got Plenty of Patches 


for Your 5 Minute Vualcanizer?’’ 


It’s an easy question to ask while 


you are selling gas or changing a 
tire or loaning a pair of pliers. 
It’s the easiest way to “ask ’em 
to buy.” If the driver has a 
Shaler 5-Minute Vulcanizer he 
is likely to be almost out of 


patches to use with it and he will 
welcome the suggestion. If he is 
one of the few who doesn’t have 
a vulcanizer he’ll say so and give 
you the easiest kind of an oppor- 
tunity to make a sale. 


Remember How Pleased You Were 


With Your First SHa Zt Vulcanized Repair ? 


Without doubt this is one of the most popular acces- 
sories on the market today. Of course you know that 
anyone can use it to make permanent tube repairs on 
the road in five minutes. You know how pleased you 
were the first time you used one and saw it vulcanize 
as quickly as you could stick on a temporary patch. 
Pass your experience along to your customers, espe- 
cially the tourists, and cash in on the sales of patches 
that always follow the sales of vulcanizers. 


Window Display Material—FREE—on Request 


Signs, cards, cutouts, posters, everything you need to 
neake a, fine display on your counter or in your window, 
are yours for the asking. Also circulars to mail out. 


Ask for them. 


C. A. SHALER CO., 208 Fourth Street, Waupun, Wis. 
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Confidence because it is a product of experience, a reliable, 
tried and proven article—because CURTIS Engineers first 
recognize, then study and solve basic problems. The cor- 
rectness of CURTIS’ design has been proven repeatedly 
by the later adoption of these self-same CURTIS features 
by others. CURTIS Compressors are built to render steady 
service with a minimum operating expense. A few reasons 
why— 





1 Controlled Splash Oiling System, originated by Curtis. This 

» patented feature prevents an excess of oil getting into discharge 

line. At the same time perfect lubrication is assured. Curtis will 

run many times longer on the same amount of oil than ordinary 

splash oiling compressors. 

2 Hand Unloader (or Curtis centrifugal unloader on automatic 
Starting outfits), originated by CURTIS, permits starting 

against full tank pressure. Prevents burning out motors, blowing 

fuses or jumping belt. 

3 Safety Cage, originated by Curtis, prevents broken valves 
dropping into cylinder and wrecking machine. 

4 Fan Fly Wheel, originated by Curtis, helps cool the cylinder 

; (and the intercooler on two-stage machines). Increases capac- 

ity. 

5 First and only Two-Stage Compressor with a Copper Inter- 

“ cooler, originated by Curtis, assuring fullest advantage of Two- 

Stage Compression. 


6 Back of every Curtis outfit is 69 years’ successful experience, 
26 years of which have been devoted to the design and manu- 
facture of air compressors. 


We manufacture a complete line of both single and two-stage air 
compressors. A style, size and arrangement to meet your partic- 
ular need. Write at once for full details and prices. 


Curtis Pneumatic Machinery Co. 


1527 Kienlen Avenue 
St. Louis, Mo., U. S. A. 


Branch Office: 530-H, Hudson Terminal, 
New York City 


Canadian Representative: Joseph St. Mars, 
Winnipeg and Toronto, Canada. 


‘An Original Design”’ 
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Style “S” 
Single 


Single- 














Stage Stage 
Outfit Outfit , 
Belted only. Portable, Belt- “ 
wy sions, \% ed or Geared. Established 1854 , 
to P. Five sizes. 
Ac. or ‘D.C. Style a is ? 
Motor. Single-Stage 
Outfit 
Belted only. % to 3 
H.P., A.C. or D.C. a Send 
| motor. Five sizes. ? Coupon 
? 
ate Curtis 
¢ Pneumatic 
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You Can Purchase a Curtis 
with the Confidence ItIs Right 






Style “V” 
Two-Stage 
Outfit 








Curtis Two-Stage 


In a TWO-STAGE machine the air, which 
has been heated in compression, is cooled 
while passing through the intercooler from 
the low to the high-pressure cylinder, thus 
permitting the high-pressure cylinder to han- 
dle a larger volume of the cooler and denser 
air. The efficiency of a Two-Stage Compres- 
sor depends directly on the degree of inter- 
cooling effected. 

The degree of heat thrown off by an inter- 
cooler depends upon the kind and thickness 
of the metal and the design of the inter- 
cooler tube and radiating flanges. 

Copper throws off heat faster than any other 
commercial metal. 135% faster than cast 
iron, 112% better than steel and 27% better 
than aluminum. Curtis intercoolers are made 
of copper. 

Curtis intercoolers are approximately 50% 
longer and have about 100% more heat 
radiating fins than others. They are exposed 
their entire length to the cool blast of the 
fan fly wheel. 













Machinery Co. 


J; ° Le : 1527_ Kienlen Avenue 
. 3, oe. 
Ligre and gm 
entlemen: 
Please send me full details 
AY2 on Curtis Air Compressors, 
Wwo age your proposition and prices. 


‘Ay Compressors eemsemecmenet 
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HERE YOU WILL FIND THE REASONS 


Sy 
v. 
Je 
It is a business paper of the automotive trade 


and concerns itself with the greater success of those 


| in this tremendous field. 
Among other important features, MOTORAGE brings to 
its readers the fundamental reasons for success in the 


automotive trade. It tells why certain types of auto- 
motive merchants are successful and why others are 
not. It gets down to facts and specific reasons. It 
doesn’t preach—it advises. As an influential factor 
in the progress of the automotive trade, MOTOR AGE 
has as one of its policies the belief that all of us can 
profit by the experiences of others. In every issue 
are found many valuable thoughts that were aroused 
by some dealer's experience. 

Thousands of leading automotive dealers the world 
over are thus profiting by these weekly messages. 


/oTor AGE 


5 SO. WABASH AVE., CHICAGO, ILL, 
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OTOR AGE has set for itself a definite mission. 
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From Nothing to $30,000 


a Year 


This is what Fisk Tires have helped Clyde Alstot of McCook, 


Nebraska, to do: 


Fisk Red-Top Tires never fail. 


“I have been handling Fisk Tires exclusively for the past six years, and 
have built my business from nothing up to $30,000.00 a year. 


Fisk Red-Tops are my stand-by, and each year brings me new custom- 
ers through the tires already in use.. No other tire has ever delivered 
the universal satisfaction in this community that the Red-Top does. I 
sell them to traveling men with coupes and sedans, to merchants for de- 
livery cars and trucks, to lady drivers who don’t want tires bothering 
them on the road, and every buyer comes back for more. 


I can truthfully say that the Fisk 30 x 34% Red-Top is the best fabric 
tire made, and this is one of the big reasons why I stick to the Fisk line 
.year after year.” | 


increase the dealer’s business. 















They please the consumer and they 


There’s a Fisk Tire of extra value for every car, truck or speed wagon }|\ 


THE FISK TIRE COMPANY, Inc. 


Chicopee Falls, Mass. 


Extra Ply of Fabric—Extra Heavy Tread 


\FISK 


RED-ToP I 


CLINCHER TIRE 
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Time to Re-tire? 
(Buy Fisk) 
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KESTER 
cAlcid Gre WIRE SOLDER 
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—and a touch ot heat completes 
any job in half the usual time, 
whether it’s a radiator from a ten- 
ton truck or just a small terminal 
on an ignition wire. Kester does 
either job quickly, economically 
and permanently. 





The reason for these exceptional 
results? Kester Solder contains 
tiny pockets which hold an acid 
flux. Before the solder melts, these 
pockets, one at a time, release just 
enough flux to insure a permanent 


bond. 


The modern garage ownersupplies 
all of his mechanics with Kester 
Acid-Core Wire Solder—either 
the one pound coils in cartons, or 
on one, five and ten pound spools 
—the saving in time and material is 
truly remarkable. 


CHICAGO SOLDER CO. 


Direct Factory Representatives 
Faucette-Huston Co. Losie I. Hest Co. 






Chattanooga, Tenn. San Francisco, Calif. 


“cc 


CHICAGO SOLDER 
COMPANY 


4203 Wrightwood Ave., Chicago, Ill. 
Please send me a sample of Kester Acid-Core Solder, no charges, 
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Name 


Address 


Supply House 














postage prepaid. 



















THE COMMERCIAL 
VEHICLE 


A magazine for the Fleet Owner, furnish- 
ing reliable and accurate news, informa- 
tion and advice on how to economically 


operates fleets of motor vehicles. 


Contains statistics, diagrams and special 


articles, treating of successful truck oper- 
ation in all the different trades and indus- 
tries—Department Stores, Contractors, 
Shoes, Coal, Wood, Lumber, Dry Goods, 
Oil Delivery Companies, Bus Lines, 
Telephone Companies, etc., etc. 


Read by leading Fleet Owners through- 
out the country—men, firms and corpo- 
rations who own and operate from 5 or 
10 up to hundreds of motor vehicles. One 
subscriber, for instance, owns and oper- 
ates upwards of 1800 Trucks and main- 
tains 30 Garages and Service Stations. 
THE COMMERCIAL VEHICLE is the 
only publication in this particular field 
and is a real necessity to Traffic Man- 
agers, Garage Superintendents and oth- 
ers who look after the care and operation 
of fleets of motor cars, trucks, busses, etc. 


THE COMMERCIAL VEHICLE is pub- 
lished twice a month, on the first and 
fifteenth. The subscription price is $2.00 
a year ($2.50 west of the Mississippi). 
Sample copies will be sent upon request. 


THE COMMERCIAL 
VEHICLE 


239 West 39th St. 
New York, N. Y. 
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Weston 
Vodel 280 
Testing Set 

for 


Garages 





electrical 
testing 


This wonderful instrument should be in every 
garage and service station. With it, any nature 
of test known can quickly and dependably be 
made. No uncertainty—no guessing. Has six 
ranges. 30 and 3 volts—1!00 milli-volts—and 
300, 30 and 3 amperes. One of these instru- 
ments will be a constant asset to your business. 


Other Important 
Instruments 


Model 441, “Fault Finder,’’ makes all tests, except 
starting current. Model 443 Battery Testing Volt- 
meter gives voltage of individual battery cells and 
provides for Cadmium test. Model 354, Dashboard 
Ammeter, is the most dependable and accurate in- 
strument of its kind made. 


Complete Information Gladly 
Sent Upon Request 


Weston Electrical Instrument Co. 
10 Weston Avenue Newark, N. J. 


Branch Offices in All Principal Cities 
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“STANDARD” The World Over 


\\\\\\7HE/SUN NEVER 


SETS.ON THE An Indicatin 
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Our 100 ft. Packages 
Mean Clean Stock and 
Rapid Turnover 


Consider the convenience of carrying cable 
already measured off in lengths found to be 
the most popular with the average buyer— 
coils of 100 ft. each. 


That’s the way Goodrich Cable is sold. And 
each 100 ft. length is carefully packed in a 
dust-proof package, plainly marked for iden- 
tification. 


This permits enterprising dealers to carry a 
complete assortment of all needed types and 
sizes of cable, involves only a small invest- 
ment, takes up very little space, makes iden- 
tification easy and quick and insures clean, 
fresh looking stock at all times. 


Both shop men and car owners like the clean 
100 ft. package idea—and this leads to quick 
and profitable sales. 


JOBBERS: We have catalog insert pages, 


electroty pes, counter literature, sample kits 
and other sales helps for your use. 


THE GOODRICH-LENHART MFG. CO. 









HAMBURG 
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Not Just ONE Profit But 


When you sell a 2-R-3 TIRE CARRIER you not only 


collect one nice profit but pave the way for 2-R-3 more 
LBS ARR AOE TE 








Simply by showing the 2-R-3 Tire Carrier many car 
owners may become immediate prospects for a tire, a 
tube, a rim, and a tire lock; things that they need but 
did not know how to carry them. 

Trouble on the road’ has convinced most motorists of 
the necessity of 2-R-3 spares. The motorist who only 
carries one is skating on the thin ice of the river of 
trouble, grief, annoyance and delay. 

Our attractive and convincing display stand calls the 
motorist’s attention to his need. The simplicity of 
attaching 2-R-3 Tire Carriers holds an appeal that 
makes easy sales. 

2-R-3 Tire Carriers simply hook on the preceding tire. 
No tools required to attach. No bolts or nuts to bother 
with. 

Made in two models, S & Y, for all sizes of tires. 
Prices range from $2.50 to $7.00. 

If your jobber cannot supply you, write us direct. 





























International Stamping Company 


406 N. Leavitt Street Chicago, Illinois 








Model Y 


Model 8 














WINTER BATTERY PLATES | | 


PERATE your service station with as few complaints 

in winter as in summer by using GENERAL winter 

plates. Designed for hard work, they deliver more than 

enough current to the starter and provide the extra power 
a cold motor demands. 


GENERAL plates reduce winter battery trouble. That 
is why they are real business builders. They solve your 
customer-satisfaction problem during the cold weather. 








OUR 90-DAY PLAN The cost of GENERAL plates is no higher than ordinary 


Our 90-day plan enables plates. Write us about our 90-day proposition, by which 
you to buy plates as you you can buy at quantity prices without a big money invest- 
need them at quantity ment 


prices without loading 
your shelves with sjock 
Ask about it. Our folder “A Shop Talk on Battery Plates” gives some inter- 
esting tests that may be new to you. It is yours for the asking. 











2005 Locust Street, 


General Storage Battery Co. "Ss. Gum mo 
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Clamp-On 
Clamp-On 


for Fords 


Ford Owners Want Clamp-On 


Because the First Cost is the Only Cost. No Extras to Buy 


They want it for its convenience, for its good 
looks, for its utility, for its low price, and be 
cause it is easy to install. 


It clamps onto the instrument board between the 
switch and the ammeter, without boring any holes, 


or driving a single screw. Five or ten minutes’ play 
installs it. 


It lights up the whole front compartment so instru 


ments and pedals can be seen, yet the stamped-brass, 
nickeled shade keeps direct rays from the driver's 


eyes. 


It becomes a portable trouble-lamp by removing thx 
shade and bulb, inserting the attachment plug, and 
putting the bulb into the handle. The cord is ten 
feet long; enough to reach any part of the car 
Should the 2-cp bulb be insufficient, put in a head 
\ll sockets are standard plunger-type 


CLAMP-ON Dash and Trouble 
Lamps are attractive to the most economical. Yet 
it pays a mighty good margin of profit, and sells 
Ask us for quotations 


light bulb 


Priced at $2.50 


so fast you get yours quickly 


Distributors Wanted 


THE BOYD CORPORATION 


2660 Washington Avenue 


DEPARTMENT W 


Remember the Name 


CLAMP-ON 


St. Louis, Mo. 
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FORD 
DODGE 
CHEVROLET 


BUICK 
OAKTAND | Sods 
CHANDLER} 


only 
83 75 


} Every Ford Should 


Have One— 


Other cars too. A Carter Oil Gauge pays for 
itself by stopping the unnecessary buying of 
oil and by reducing repair bills. 


This gauge accurately shows the oil level at 
all times without the driver leaving his seat. 
Thousands of Carter Gauges have proven their 
dependability under all conditions. 


Leading jobbers stock Carter Gauges. Na- 
tional advertising is increasing the demand. If 


your jobber cannot supply you write us. 


CARTER MOTOR ACCESSORIES, INC. 
388 Pearl St. Buffalo, N. Y. 


CARTER 


OIL GAUGE 
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Extreme flexibility is gained by 
the NORMAN exclusive method 
of graduated peening (deepest 
opposite the joint). With this 
elasticity NORMAN FLEXIBLE 
PISTON RINGS adjust them- 
selves instantly and automatic- 
ally to the contour of the cylin- 
der walls, insuring a_ seal 
against oil and power leakage. 
The NORMAN joint is another 
big feature. The ring will open 
more than %” before any leak- 
age can possibly occur. 


Every NORMAN FLEXIBLE 
PISTON RING is single cast, 
heat treated, oil tempered and 
pressure peened. They are easy 
to install, seat quickly and give 
highly efficient 








LVERY RING 
PRESSURE PEENED 








service over a 
long period. It will pay you to 
use them. Prices—2%” up to 
and including 4”, 60c—over 4” 
up to and including 5”, 80c. 


Write for sample ring and com- 
plete information. 


NORMAN MFG. CO. 


You Can Feel Davenport, Iowa 


The Greater Flexibility 


LA 


Distributors\ / 
Everywhere 


SAME COM @-Ui celal ty 
distributors’ stocks of 
AMERICAN Springs guarantee 
quick delivery to you 


Write for name of 
distributor nearest you 
\ AMERICAN PUTOFARTS COMPANY 


FrenchRoad 


Det.oit, Mich 


AMERICAN Springs 


ANY CAR rb 1 10)8) a8 ANY YEAR 
DISTRIBUTORS EVERYWHERE WRITE FOR CATALOG 


» 
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SEMI-STEEL 
REPLACEMENT PISTONS 


DAL CURATELY. ALL 
AL 


ALL 





For replacement work after a rebore or re-grind job insures your 
customer as good if not a better job than the original assembly. 


Dall Pistons are simply GOOD Pistons, made to manufactur- 
er’s specifications, sometimes more refined in design and lighter in 
weight, but always as carefully made and inspected as though they 
had to pass the most rigid inspection of a Motor Manufacturer. 


Dall Pistons are regularly furnished 
oversizes, also semi-finished 1/16 oversize. 


in standard and various 


Write today for price list and delivery schedule on all items. 
tributors at various points will take care of your requirements. 


THE DALL MOTOR PARTS COMPANY 


Post Office Station D, Cleveland, Ohio 
Southwestern Branch 
THE CARROLL CO. 
2218 S. Harwood St., Dallas, Texas 


Dis- 
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OILS 
GREASES 


In a class 
by themselves 


Lubrication is without question one of 
the most vital factors in automobile 
maintenance. One sure way to gain 
the good will and confidence of your 
customers is to advise them to use 
Harris Oils. After they have used 
Harris Oils a short while, they will 
wonder why you didn’t tell them 
sooner. For when it comes to a ques- 
tion of perfect lubrication, Harris Oils 
are in a class by themselves. 


“America’s Leading 


Lubricants” 
Copyright AWHOCO 1921 


A. W. Harris Oil Co. 


Dealers—Write for sales plan. 
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- Model 300 Steel Open Express Body 


for— Ice Men 
Creameries 
Ice Cream Dealers 
and General Express Purposes 


HIS sturdy and dependable body is 

built of No. 10 gauge steel—the bot- 
tom is strongly reinforced by seven heavy 
angle irons welded transversely across the 
bottom—it is built to last a life-time. 





It is equipped with an all-steel drop end-gate 
and heavy duty fenders. 
There is a Galion Body to meet every require- 


ment—and all makes of trucks. 


Write Today for Prices 


The Galion Allsteel Body Co. 


GALION, OHIO 








Dimensions—Width, 45”. Length, 96”. 
Side Panels, 16” & Up. Side Flares, 5”. 
































THE ONLY RECOMMEND 
ea A SPECIFIC 
PRACTICAL TYPE FOR 
WAY TO EVERY 
: MOTOR 
SELL CONDITION 





SPARK PLUGS 


In recommending the proper spark plug, it is just as es- 
sential to know the motor condition as the make of car. 





A Specific Type of Reflex Spark Plug is made for 
each motor condition. 


A chart of spark plug recommendations is furnished dealers, indicat 
ing the correct size and type of plug for each motor, according to 
whether it is a NORMAL MOTOR, HOT MOTOR LIGHT DUTY 
HOT MOTOR HEAVY DUTY, or an OIL PUMPER. , 








JUST THE 
THING 


FOR OIL 
PUMPERS 


The ball-tipped porce 
lain construction of 
the core holds the 
heat at tip preventing 








The enclosed end 
prevents creepage 
oik into plug 








hamber. fouling 
Write for details. 
THE REFLEX IGNITION COMPANY 
3060 W. 106TH ST. CLEVELAND, OHIO 
Since 1909—Spark Plug Makers Supreme 
Hot Motor Hot Motor 
Normal Motor Light Duty Heavy Duty Oil Pumper 
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Accelerator Pad & Foot Rest 


enables the driver to drive for long periods without getting 
the familiar cramp so commonly experienced from using the 
conventional type of accelerator. 


The GREEN Accelerator Pad is so designed to enable the 
foot to come down solidly and stay without any effort on the 
driver’s part. It enables the driver to feed the motor gas 
evenly, regardless of how rough the road is. 


It is cast of aluminum, highly polished, and adjustable to 
various positions. 


Your jobber has it. Ask him now for a dozen. 


Green Manufacturing Co. 
1072 First St., Milwaukee, Wis. 















































STEEL 
DISPLAY 
RACK 


FREE 









Quick Sales—Generous Profits 


Lempco high quality Axles of open hearth 
steel, when exhibited on the handsome 
free display rack, are bringing dealers a 
big and profitable replacement business. 
Their fine appearance, unconditional guar 
antee and low prices make them quick and 
easy sellers. 

Ask for name of nearest distributor, who 
will supply you with display rack without 
cost to you. 


LAKE ERIE METAL PRODUCTS CO. 
4001 W. 25th St., Cleveland, Ohio 


LEMPCO AXLES 


“~ 
THEE Die 


PELL 
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TRADE MARK 


Converts Glare to Daylight 


Relieves the driver’s eyes of all strain from oncoming headlights, 
sun glare, road glare and snow 
glare. A development of optical 
science which completely solves 
the glare problem. Made of 
beautiful sapphire-blue Belgian 
optical glass, mounted in a 
nickeled bracket. Does not ob- 
struct vision in the least. Driver 
sees right through it. 

Fits all passenger cars—in- 
stalled instantly. Two models 
for open and closed cars. 
Price: $3.50 complete Order 
through your jobber—write to 
us for “descriptive literature. 
Distributors wanted. 


Detro Sales Service Co. 

1647 Penobscot Bidg., Detroit 

Optoshield- attached. Note Sales Division, Grand Haven Brass 
adjustability Foundry 
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Air Compressor Units 


Suitable for Giant Pneumatic Truck 
Tires, Air Tools, and General Garage 
Purposes. 
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Write for Complete Information 


| ALLIS-CHALMERS 














Gets ’Em All 


The most stubborn wheel lets go when the 
Crane Puller is used. No fear of breakage—the 
Crane design and Crane materials make these 
pulling tools more than equal to their job. 


Arms drop forged from high carbon steel, screw 
case-hardened with inserted tool steel point. 


Three models, including the new universal Two- 
arm, Three-arm Crowfoot model, 4 sizes of 
each. Real tools for busy mechanics. 


Our 24-page folder gives vou the 
whole wheel-puller story. Write for it. 
CRANE PULLER CO. 
Arlington Mass. 


PULLER 














PULL 
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Perfect 
Ventilation 


Reduces discomforts 
of hot weather driving 


The Phillips “Keep Kool” Ventilator is new— 
something to make the driver more comfortable 
and keep him in a happy mood. Ford owners 
will be glad to know about it. Show it to them. 


7 REAL ADVANTAGES 


1. Gives more ventilation 
than a tilted windshield 
or any other ventilator 
on the market. 

2. Directs cool air on the 
feet of the driver. 

3. Absolutely rain tight 
when closed — protects 
the coil box. 


4. Made to fit standard 


Ford windshield frame. 

5. Adjusted in an instant 
—no screws to make 
tight or loose. 

6. Can be locked in any 
position and does not 
rattle. 

7. Adds to appearance of 
the car and very easily 
installed. 


Jobbers and Dealers. This is a thoroughly tested article 
—guaranteed. Sells readily and at a good profit. 


Distributors Wanted! Write for your territery now! 


F. C. PHILLIPS CO., Stoughton, Mass. 


Manufacturers Screw Machine Products. 
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Not a Specialty |\VENTILATOR 
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A Necessity 
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Even freezing will 
not burst it! 


The brass honeycomb core Its flattened tube construc 

















of the Atlas Radiator is tion gives it three times the 
flexible—it expands as the water capacity of the tubu 
water freezes which elim lar type and these tubes 
inates the danger of burst- have four times the cooling 
ing. surface, 
Furthermore the Atlas is A more efficient Radiator: 
better protected against it is also a stronger one. 
over-heating in summer. In its patented construc- 
tion a heavy steel bar runs 
across the rear face and 
this bar is formed integral 
with the bracket supports 


and radiator sides. 
Whatever happens the Atlas 
keeps its true shape. 


nn : 
aera x ‘ ‘ Made for all Fords and 
seatet beautifully finished — the 
Atlas offers a big dealer 
opportunity The discounts 
are right Write today. 


Steidle Mfe. Co. 


Cincinnati Ohio 


TLAS 
RADIATORS 


“The Radiator with a Backbone” 














Peck’s Assortment of coil 
springs contains about every- 
thing needed in the busy 
Garage, Service Station and Re- 
pair Shop in the shape of 
springs. 

It is also a ready seller over 
the Accessory counter. The 
car owner finds it to be just 
what he wants and needs. 
Always ready—no stopping to 








make—no waiting—just reach 
into the box and pick out what 
you want, 

Peck’s Assortment of Coil 
Springs comes to you in a well 
built wooden box, partitioned 
off into convenient spaces. 
Handy, efficient, good. Order 
your box today. 

Jobbers—write us for prices and 
discounts. 


THE PECK SPRING CO. 


PLAINVILLE, 


CONN. 

















The Ultimate Way 


WET INTERNAL GRINDING 


Wet grinding, as made possible by the Micro Internal Grinder, 
is as far in advance of ordinary dry grinding as the present day 
automobile is over the old ox team. 





The Micro is a highly developed type of internal grinder adaptable for 
either wet or dry xrinding, at the option of the operator, permitting 
highest quality of results. Its autematic action, both as to cut, feed and 
table travel provides the most accurate work humanly possible in excep- 
tionally quick time. 

If you’re going to get a grinder, get the kind that will pay you biggest 
returns. Our bulletin gives full information—send for it. 


MICRO MACHINE COMPANY, Bettendorf, Iowa 


Successor to B. L. Schmidt Co. 
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E. Z. 2 Sell—2! 


An improved Magneto Plug for 
the Ford. Makes cleaning 
easier and quicker, 
The flange screws permanently 
on to transmission, using old 
screw holes. The Plug screws 
into flange like a spark plug. 
No oil leaks. Guaranteed. 
A great dealer proposition. 
Sells fast and the discounts are 
big. Get busy. 
Distributors and Dealers, write 
for details. 

List Price, $1.00. 


The Deane Specialty Kon 


E-Z-2-KLEEN 


FORD MAGNETO PLUG 




















Clear View Ahead 


BOTH sides of windshield are cleaned and 
dried with one sweep across. 


Always 









Offers an wunobscured view of the road 
when most needed. Particularly valuable 
for driving at night in stormy weather 


Attractive — sturdy — effi- 
cient. Positively will not 
rattle. Made of aluminum 
and rubber. Quickly in- 


stalled. Fits all two-piece 
windshields. 


Dealers: Send for attrac- 
tive counter and window 
display. Get the details 


of our attractive trade 
offer. 


THE LA VIETES 
MFG. CO. 
Station A 

NEW HAVEN, CONN. 




















Do You Understand Two-Plug Ignition— 


the system that ignites the gas at two opposed ints at 
once? This burns the mixture completely and almost 
instantly; imereases power and gasoline enileages saves 
fuel and lessens carbon accumulation and spark manipu- 
lation. SU-DIG Series Spark Plugs added to the plugs 
now in your engine give Two Plug Ignition. 

A Wonderful Improvement in the running of your car. 

No change in present equipment required. Write for free 

booklet, ‘“How to get More Power.’’ Please mention car. -— 3 

Superior Motor Power Co.,75A Spring St.,New York 4 














Let Crooks Worry 


The owner needn’t. His steering wheel 
is held straight ahead. e@ car can 
be moved by firemen, but a crook 
couldn’t take it around the next oor 
ner. That’s complete protection. 
Attached to steering post in five 


SAFE- T - LOCK 


For Steering Wheels 
(Price $10.00) 


All parts made of case hardened steel 
which cannot be sawed, filed or chis 
eled. No keys. Combination works by 
tomeh in dark. Simple, unforgettable, 
induplicated. In handiest position for 
lrivyer. Good profits in selling all Safe- 
I'-Locks. Get the full line. Write for 
commete ! abure. 

Chas. Morse Mfg. Co. 
24 N. = St., Chicago, Ill. 
sales Rep ntatives 
Suite Sidionss Co. 

4750 Sheridan Rd., Chicago 
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Make Your “FREE AIR” Service 
A Profitable Investment— 


Install the Model 21 
Garage Compressor Unit 
—fast becoming the most 
popular “free air” dis- 
penser on the market. 

It has no intricate parts 
to get out of order and 
it lasts longer—in good 
condition. The profits 
from the extra gasoline, 
oil and accessories sold 
will more than com- 
pensate you on your in- 
vestment. 





Write for our interesting 
trade proposition. 











Machine Shop Equipment Co., Grove City, Pa. 


AUTOMOBILE BUMPER | 
SALESMAN 


High pressure man with strong following 
and successful record in selling bumpers. 
Good position, splendid opportunities. 
Tell us fully of yourself and your experi- 
ence. 


Address Box E-6046 Care of Motor Age 
5 S. Wabash Ave., Chicago, Ill. 
































g25S)S Mivs 
IN BATTERY CHARGIN 


Low maintenance cost in the Valley Motor- 
Generator Set makes it a profit earner for 
service stations and garages. 


The 


VALLEY MOTOR-GENERATOR 


provides vigueue ond emute divest carvent Sov Qaswine 
Rom on alternating house line ‘oe ie 
fect unit of ae motor, — 4 


rheostat, ammeter, fuse 
8-G, 9-@ end 36-G. wire FOR PAMPHLET. 
VALLEY ELECTRIC CO., 


(Formerly the St. Louis Electrical Works) 
3155 Se. Kingshighway St. Leuis, Mo, 
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Automatic Cylinder 
Finishing Machines 


Are speedy and accurate, 
self-centering and auto- 
matic. Produce a “gun- 
barrel” finish for close piston fit- 
ting. Ideal for grinding or hon- 
ing after reaming or boring, or for 
refinishing alone where wear is 
slight. 

STORM SELF-CENTERING 
FINISHING HEADS may be 
used with electric drill or drill press. 
Write for new book on Modern 

Cylinder Methods. 


STORM MFG. CO. dept. a 


406 Sixth Ave., So. Minneapolis 
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@Yy PREMIER 


WINDSHIELD VIZOR 
“Triple-Curve”’ 





The original, exclusive “‘triple-curve” construction of the G-G-H 
Premier means 
1. Strength—A guarantee against warping, wrinkling or sagging 
Although the G-G-H Premier weighs only 4% pounds, it will last 
the life of your car, 
2. Beauty—The G-G-H Premier enhances the appearance of any 
ear. The strong reinforced aluminum frame with genuine DuPont 
Pyralin panes adds beauty to the finest car. Brackets are black- 
enameled with nickel trim, 
3. Utility—The G-G-H Premier is a necessity, both for day and 
night driving. Winter or summer, it prevents accidents by over 
coming glare in any form 

Made in green, blue or amber Pyralin. One model] 

for all cars open or closed. Attached in five minutes 

Write for information. Retails at only $7.50. 


Grigsby-Grunow-Hinds Co. 


906 W. Lake St. Chicago 





















“DELUXE | as 
Products | 


Built to 
outlast 
the car 








Only $3.50 Retail 






ORDER DIRECT 
SPECIFYING 











mui ——_ 7/ UX PUMP 
geome Pump & Tube Co. 


INDIANAPOLIS 









ARVIN iN HEATERS 
DE LUXE, 
DEWXE VENTILATORS 
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BENZER 


BaseCrerare AUTOMOTIVE 
L: GLASSWARE 


BENZER Rear View WINDEFLECTORS 


Comfort for the Driver! 
Profit for the Dealer! 


Benzer Windeflectors for all makes of 
cars, are made of heavy plate glass, with 
metal parts of nickeled brass. Our two 
year guarantee goes with them Order 
three sets and we will send you the illus- 
trated ‘“‘silent salesman” to speed up 
business. 


SESS SCOSOO, 
° 


o 





Our price to you brings a profitable and 
rapid turnover on every sale. 
3enzer Rear View 
Windeflectors ...$22.50 
Benzer Windeflectors.............. 14.00 


=> No-Glare 
Headlight Lens 


Benzer tens throws a clear, glareless 
light without tilting the lens. It is legal 
and approved everywhere. A big margin 
of profit and quick turnover. Stock 
them today and get in on this 















$1.50 set 
1.75 set 


Up to 9” diameter 
Above 9” diameter 


lobbers Everywhere Sell BENZER Products 


The BENZER CORPORATION 


mee Myrtle, Cooper & Webster Aves. eee 
Brooklyn, N. Y. > S 
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Save Your 


Fly Wheels 


When a tooth breaks in your starter gear why 
buy a new fly wheel. Simply turn off the gear 
teeth and fit on a Meachem Steel Ring Gear. It is 
much cheaper and will outlast the car. Ten 
thousand in stock. 


THE MEACHEM GEAR CORP’N. 
Syracuse, N. Y. 
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We offer the services of our Engineers in assisting Designers on 
layouts involving the use of Thrust Ball Bearings in any type of 
machine where Thrust Ball Bearings can be used. Our broad experi- 
ence covers many years. We are ready to serve you at any time. 


THE BEARINGS COMPANY OF AMERICA 
LANCASTER, PA. ae 


Western Sales Office, ® 








Air-Tight Steel Tank Co. 


PITTSBURGH, PA. 


TANKS 





Tanks—High Pressure and Storage—Regular and Spe- 


l Order — Drazed or Welded —Gasoline Storage 
Tanks and Pumps—Structural and Machine Work. 
Send us your inquiries or specifications. 
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1012 Ford Bldg., Detroit, Mich. 
The Shop’s Greatest Need 
Combination Bench Furnace 


FOR SOLDERING 
FOR HEAT-TREATING 
FOR METAL MELTING 
and 
For many other odd jobs. 
Requires No Forced Air Blast 


or Blower. Just connect to city 
gas pressure. 


of Gas Appliances. P 
GAS APPLIANCE (4 
. Cedar Rapids ——* © IOWA e 


Write for descriptive literature 












MR. RADIATOR REPAIRMAN 


Make your own radiator cores 
and save 20% to 50% of their 
cost, give your customers quick 
service and a better core for less 
money. No need to carry large 
stocks of cores, and no damage 
in shipping. Increase your vol- 
ume of business. Send for illus- 
trated booklet describing our 
radiator core equipment. We 
supply small shops with formed 
core stock and the small fixtures 
to build cores complete. Write 
for information to 


Radiator Engineering Co. 


626 Nesslewood Ave. Toledo, Ohio 

















B EXPANSION 
HAND REAMER 
BLADES CUT AT 


DIFFERENT ANGLES 
Each successive blade 
cuts AT A DIFFER- 4 
ENT ANGLE 4 
from the one 
before it. 











y No CHATTER, 
no DIGGING IN — 
even in keyed holes. 


TWICE the expansion of others. All 
sizes. Money-back guarantee. 


Ask about the GAMMONS TAPER PIN 
REAMER—Wonderful Time-saver. 


THE GAMMONS-HOLMAN CO. 
Dept, C. Manchester, Conn. 
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CANEDY-OTTO MFG. CO. 


Manufacturers of Automotive Equipment, Drills, Punches, 

Shears, Shrinkers, Countershafts, Grinders Buffers, 

Forges, Blowers, Tuyere [rons and Blast Gates. 

Main Office and Factory—Chicago Heights, Ill. 
New York Branch—4107 Broome st. 























HB 8 Hour Constant Potential Battery charg- 
ing brings bigger business, reduces current cost, 
saves half on labor. HB Users clear $150 to 
$300 a month with 8-hour charging Write for 
full information. Hobart Bros. Co., Box AR 
231, Troy, Ohio. 


Sold on Easy Monthly Payments 

























The Standard Vulcanizer 
Equipment for Repair 
Shop Use 


A complete line, 
ment of the trade. 
Netreaders 


covering every require- 


y Tube Tiates, 
Vulcanizers 


Steam Boilers, Tools, etc. 
writ today for deseriptiv literature. 
rite today ! 
THE AKRON RUBBER MOLD & 





MACHINE co 
Akron, Oblo 








919 Sweitzer Ave., 


AKRON-D LU BBER MOLD 


TIRE REPAIR EQUIPMENT 























SEE PAGE 5 


























WRITE US ABOUT 


IMMEDIATE EXTRA PROFIT PLAN 


HAYES WIRE WHEEL CO: JACKSON : MICHIGAN 





















1925 


Mebruary 8, 





VOTOR 















How to Eliminate Piston Slap 


Piston Slap is a common and vexatious cause 
of engine trouble which in the past has bothered 
most car owners 

But it can now | eliminated 

With the E. C. L. Aluminum Alloy Non-Expand- 
ing Piston E. C. L. Pistons may be fitted with 
a closer degree ¢ learance than cast iron pis 
tons They reduce the consumption of gas and 
oil increase power and speed and eliminate 


spark knocks 
Let us tell you more 
piston Write for tl 


E. C. LONG 


Main Office and Factory 


4834 Beaubein Street 


about this remarkable 
details today 


Detroit, Mich. 
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“SAUTEX”’ 


EXTENSION REEL 
For Electric Lights. 
Fully approved by the National 
Board of Underwriters. 
Patented: Oct. 1915, Jan. 1917 and 
Dec. 1920. 


The “AUTEX” is also being extensively used by 
many of our largest industrial plants for portable 


drill and other electrical unit extensions. 
Made in two sizes—for 25 ft. and 50 ft. reinforced 


cord. 
sired point. 


to be taken in any direction from the reel. 


Automatically winds and 


locks at any de- 
Its swivel-joint feature enables the light 
Write 


for particulars. 


The Cincinnati Specialty Mfg. Co., Ine. 


Powers St, 


Cincinnati, Ohio 





























COMPLETE INFORMATION 


On Automotive Cables, Description— 


Sizes—Diameters, Classified as to Serv- 
ice—Fully Illustrated Will Be Found in 
the Current Issue of 





Automotive Equipment Association Catalogue. 
The Automobile Trade Directory. 
Chilton Automobile Directory. 


A Theasub 
Cleduic Comfany 


WARREN, 
OHIO 


























Get This 


‘‘Pioneer” 


Garage Special 





Louisville 


Incorporated 
C. B. Willey, Prea. 


Electric Drill 
and Valve Grinder 


Greatest time and money saver, 
as well as money maker, for 
your shop-- 


“It Will Do The Work” 
Electric Mfg. Co. 


Louisville, Ky., U. S. A. 
J. B. MoFerran, Seay.-Treas. 























eee TURNER) QUALITY | 
GUARANTEED 


Axle Shafts Spring Shackle Bolts 
Propeller Shafts Piston Pins 

Pinion Shafts Fan Bolts 

Pump Shafts Spindle Bolts 








Buick Valve Lift Assembly with Guide 
Sold Thru The Jobbers 


for Passenger Cars and Trucks 


The Turner Machine & Mfg. Co., Kansas City, Mo. 
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RANITE CABLE 


Best For Automotive Work 


We carry at all times a complete stock of every kind 
of cable used for automotive work. Many years of spe- 
cialization have brought PARANITE Cables to the high- 
est state of perfection. 
compound, cotton and flexible enamel varnish are used. 


The finest grades of rubber 


FOR 33 YEARS THE STANDARD 


Factory and General Offices—Jonesboro, ind. 


IF i7’s PARANITE 1r1’s RIGHT 


Quality jobbers handle quality cable— 
that’s PARANITE. 


Indiana Rubber & Insulated Wire Co. 


210 S, Despiaines St., Chicago 





































OUR REGRINDING PROPOSITION 
WILL CUT DOWN YOUR BALL 
BEARING BILLS. TRY US ANDO 
SE CONVINCED. SATISFACTION 






























Go talk with the men who drive the tractors in 
the fields and on the highways of America. 
You will find only praise for Waukesha 


high torque motors, and thousands running 
where other motors have tried and 
failed. You cannot afford to try 
an experiment—take the old 














High Torque Motors 


truly economital to the buyer. Manufactur- 
ers of automotive equipment, write us. We 
have a Waukesha to suit your requirements. 


WAUKESHA MOTOR CO., Waukesha, Wis. 


Decidedly individual in performance, and — ‘ 
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F-40 For Fords 


and Chevrolets. A thrust bearing 
for the differential Makes ‘em 
push easier, climb better, dodge 
axle trouble. 


Bantam Ball Bearing Ce., 
Bantam, Conn. 

















Big profits made possible 
in your own shop 
You can grind cylinders with the AUTO-HONE without 
dismantling the motor or removing cylinder block. Send 
today for full particulars. 


THE AUTO-HONE Co.,, 


1587 Main St., Buffalo, N. Y. 














dhe Borg &AReck Clutch 
Over 1,500,000 in Use 


Write for instructions for adjusting Borg & Beck Clutches. 


I The Borg & Beck Co., 920 S. Michigan Ave., Chicago 











Less ion and Mr Ree 
VER equ e 
WELEVERottin 25.222 
eature guaran! 
stop oil pumping, pre- 
PISTON RQ! NGS vent spark plug fouling 
and reduce carbon for- 
mation. 
Write for ym circular on oil pumping and details about this fast 


selling piston ring 
WELEVER PISTON RING CO. 


THE 
1713-15 Canton st. Toledo, Ohie 














SOCKETS WILL NOT BREAK 


This new socket wrench is something every mechanic 
has long wanted. Made from selected stock, specially 
heat-treated and hardened. No other sockets are 
quite so strong, no other ratchet quite so well made, 
no other universal quite the same. Care and quality 
is evident in every unit. Exceptional facilitivs allows 
marketing at an :ctractive price. Write for guarantee. 
THE EASTERN MACHINE SCREW 
CORPORATION 
10-20 Barclay St., New Haven, Conn. 


Williams Accelerator 
for FORD CARS 


Just one connection to be 
made at the hand throttle. 


Williams Bros. Aircraft Corp 


Sen Francisco 




















DAYTON AIR COMPRESSORS 


Automatic Control. Automatic Release. 
Start against no load. 

Style E-2: 2% cu. ft. per minute. 

140 lb. pressure. Tank, 16x36, 32 gallon. 

25 ft. hose with air chuck, 1% H. P. Motor. 


The Lucas Pump & Tool Co. 














THE HYDRAULIC CONTROL 


More than a Shock Absorber 
because it fluid-cushions all move- 
ments between the body and the 
chassis—gives a new experience in 
riding comfort. 


Good distribution territory is still to 
be allotted. For information write to 


AUTO SPRING CONTROL =. 
Y 

















Excel in merit. You profit by 
knowing them, Ask us!!! 


THE RUBY MFG. CO. 


SPRINGFIELD, OHIO 


RUBY 











430 Valley St. Dayton, O. Jamestown, 
Cut-Outs 
Match-Ash Holders S \ Specif y 7 S. P. VALVES” 
Accelerators 





Special Alloy or Chrome Nickel 


Bend for list Standard and Oversize—Forged in one piece 


RICH STEEL PRODUCTS CO. 


Los Angeles Cal. Battle Creek, Mich. 














DIAL GAUGES 


When you find Ames dial gauges in the finest 
automotive shops, on close limit work — _ there’s 
a reason. Let us tell you why. Write TODAY. 





B. C. AMES COMPANY 
Waltham, Mass. 








STOPS GUESSING 


Indicates definitely direction driver 
intends to turn. Signals at both 
front and rear of open 
or closed cars. Meets re- 
quirements of all State 
laws. Attractive — Dur- 
able — Effective. 

Dealers - Jobbers, write 
for details and territory. 


The Motor Products Co. 
Norwalk, Ohio 

























rT TT OLY 
Piston 


BURD Rings 


EXCEL IN SERVICE AND EFFICIENCY 


Sold by All Jobbers 
BURD HIGH COMPRESSION RING CO., ROCKFORD, ILL. 











NATIONAL COLLAPSIBLE 
RIM 
“On and Off in 30 Seconds” 
NATIONAL COLLAPSIBLE RIM CORP. | 


Knickerbocker Bidg., 42nd St. and Broadway, New York City 

















© Lycomin © 


MOTORS 


Fours exclusively—highly developed 
LYCOMING MOTORS CORP., | WILLIAMSPORT, PA. 





























The SPRITE 
Doubles Your Profits 
Grinds All Valyvs and 
\ Vaive Seats with an 
\ Emery-Wheel; Reaming 
»| Unnecessary; Cuts the 
i Time in Half. Motor 
7} runs 15,000 r.p.m. Write 
) for Free plan for making 
more money on valve 

work. Circular. 
The Threm & Davis Co. 
Teledo, Ohlo 
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BRUNNER 


AIR COMPRESSORS 
GOOD FOR 
“TWENTY YEARS AT HARD LABOR” 


BRUNNER MFG, CO., Utica, N. Y. 








GRINDING 
MACHINES 


BORING 
MACHINES 





|LANDIS 


LANDIS TOOL COMPANY 
WAYNESBORO, PA. NEW YORK OFFICRB: 


51 Chambers 8t. 




















A better, quicker, engine-operated 


a4 tire pump that sells for less. A 


VACUUM DRIVEN great dealer opportunity. Write 
Ti R ca PU Mm Pp for details today. 


VACUUM PRESSURE PRODUCTS CO., Ine.. 
105-115 South Calvert St. Baltimore, Md. 














Relio, an electric- 
drive wet grinder 
for pistons, pins, 
valves, bushings 
$575. 

Valvo, an electric- 
drive bench grind- 
er for valves, 
valve-seat reamers 
$175. See page 
ads this paper. 

















THE GRAND PRIX CAR 


DUESENBERG 


Original Straight Eight 


Duesenberg Automobile & Motors Co., Inc., Indianapolis 


Van Norman Machine Tool Co, 
EXHAUST 


LINENDOLL nearer 


Warms any car, open or closed. 

No odor, smoke, dust or noise. 

Easily installed, operated and cleaned. 

Sells quickly. Write for our attractive trade 

proposition. 

THE NORWALK AUTO PARTS COMPANY 
Norwalk, Ohio 



































Let us send you our FREE Catalogue on 


uetter's 
Fly-Wheel GearBands 


Huetter Machine & Tool Co. 
545 Kentucky Ave. Indianapolis, Ind, 





Automobile and Radio batteries charged for a 
nickel. Ten million car owners and five million 
radio fans are prospects for 


HOM THE E Q 
BIG PROFITS. WRITE NOW. 


The Automatic Electrical Devices Co. 
122 West 3rd St. Cincinnati, Ohio — 




















Shop 
HOYT Electrical Testing Instruments 


Boston, Mass. 


Equip Your 


with 


Burton-Rogers Co., 














RED GIANT RIM TOOL 


As we have reduced the price on Red Giant Rim 

Tools to $3.25 to dealers, you cannot afford to le 

this opportunity pass to get a real rim tool at « 

cheap price. 

Sold in every state in the Union, Canada, Maexioo, 
Denmark the 


Hi Belgium, 

Islands. If your jobber cannot supply you, do not 
take something ‘“‘just as good,” but order direct. 
RED GIANT TOOL CORP. 
Lynchburg, Va. 

















Auxiliary firing-chamber 
gives it the explosive 
a power of a howitzer. 
, Carburetor must be ad- 
justed LEANER imme- 


diately. Overcomes oil, SPARK PLUG 
self-cleaning. Retails $1. 


Distributors wanted. With the Explosive Spark 


THE T. N. T. SPARK PLUG CO., 
Cleveland, Ohle 
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PISTONS 


WEIGH LIGHTEST - FIT TIGHTEST 
Regrinders, Repair Men, Dealers 
Write for literature. price list and liberal 
proposition. Prompt service and delivery 
on all standard and special oversizes up 
to .065. Over 600 models. 


THE KANT-SKORE PISTON CO., Cincinnati, Ohio, and Kansas City 

















“Bull Dog” Foot Accelerators for Fords 
A live article—in demand because it always makes 


good. 
RUBBER COVERED PEDAL 
MAT BINDER 
NON-SLIP FOOT REST 
The W. H. Thomas Mfg. Co. 


Dept. A 
Spencer, lowa 
Sales Representatives 
The Fulton Co., Milwaukee, Wis. 














COLEMAN 


Quick-Fill Tire Pump 
“More Air with less Strokes’ 


Write for Prices 


The Coleman Lamp Co., Wichita, Kans. 




















950 WEBSTER 


MAGNET LIGHT 
-@o WEBSTER ELECTRIC COMPANY 


— STICKS WHERE stuck 





























KS “COURIER™ 


“The most completely and conven- 
iently lubricated car in America” 


THE COURIER MOTORS COMPANY 
SANDUSKY, OHIO 





ot 
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POMEROY GASAFIERS AT COST 
in unoccupied territory 
MR. DEALER: We want YOU to profit the same as 
1000 other dealers have in selling the 


POMEROY ‘izcreic GASAFIER 


SUMMER VALUE ALSO.—Just ask on your letterhead 
for our “Get Acquainted’’ offer—ONE UNIT AT COST 
FOR YOUR PERSONAL USE. References: Any Roches- 
ter, N. Y., jobber. Cars in your territory will appreciate 
the service value of PRIME WITH HEAT. 

POMEROY ELECTRIC CO., Inc., Mfrs., 44 E. Main Street, Rochester, New York 








AGE February 8, 1925 








SAY “W. & C.” 


and Your Jobber Will Give You the 
Most Successful 
W. & C. Shock Absorbers Sell 
P. H. WEBBER COMPANY 


Hoopeston Illinois 




















Garage Men and Accessory Dealers Want ‘‘Sav-Oil” 


“The Only Ring With a Mileage Guarantee’”’ 


Sav-Oil”’ is stamped inside of every ring 


THE SAV-OIL RING MFG. CO. 


1037 S, Figueroa St. Los Angeles, Calif. 











PERFECTION 
GEAR 
COMPANY 


SILENT 
DURABLE 
DEPENDABLE 





WORLD'S 
STANDARD 
REPLACE- 
MENT 


1475 
Michigan Ave. 
CHICAGO 


Silent Timing 

















WARNER GEAR COM PANY 
MUNCIE,INDIANA 





CLUTCHES, TRANSMISSIONS, CONTROLS, DIFFERENTIALS 








Connecting Rods Rebobbrited 
| eR, ale 


‘7a@a\ 2nd rebuilt with new 
4 bolts and nuts, lami- 
nated shims, new pin 
Information and prices on request. DUShings. 
WATKINS MFG. COMPANY 


205 North Waco Street, Wichuta, Kansas 
INDIANA WATKINS MFG. CO 
21 West South Street, Indianapolis, Indiana 






ALL-STATES REBABBITTING SERVICE 
} East 41h Street, Waterloo. lowa 
WATKINS MPG. COMPANY 
203 Wyormung Street, Syracuse, New York 


























ALVORD QUALITY TOOLS 





Taps, Dies, Cutters, Drills, Reamers 
Send for Catalog 

ALVORD REAMER & TOOL COMPANY 
Millersburg, Pa. 








Piston Pins 








RINDL cares 


—SSSSSSSSSSSS= 

Oversizes Standards ; 4 ger 
Prompt shipment, highest grade materials, precision accuracy to 
closest dimensions and unexcelled workmanship. Send for specifi- 


cation and price lists—they make pin and valve buying simple. 








THE TRINDL CO., 2917 Wabash Avenue, Chicago, Ill. 














Send Us Your Armature Repair Work 





FORD MOST ANY 
ARMATURES conten, 
REWOUND 
$2.00 ARMATURE 
’ $5.00. 


ALL WORK GUARANTEED—WRITE FOR PRICE LIST 
U, 8. AUTO SUPPLY CO., 3845-49 S. WABASH AVE., CHICAGO 




















There is a Harvey 
Steel Disc Wheel in 
the various _ styles 
which we make for 
each size of car at 
interesting prices. 


Rim & Wheel Co., Inc 
25 E. Jewett Ave., 
Buffalo, N. Y. 



























































































































































See the Beveled Edge and Oil Groove 
of the Universal One-Piece Piston Ring 


Forced Lubrication Prevents Foul Plugs. The beveled 
top edge and central groove keeps oil from the com 
bustion chamber—reduces carbon. Dealers—Write for 
the details. 


UNIVERSAL MACHINE COMPANY 
Baltimore, Maryland 
H. G. Paro, §412 S. Michigan Ave., Chicago, Ill. 


























JOBBE KS 
Do not overlook these live selling and profit- 
able items. The metal is brass, heavy nickel 
plated and will not rust. 
Four styles—one for every car. 
No. 503 with the Hump Base. 
No. 504 with Ell Base. No. 505 
Plain Lock-Type. No. 506 Swivel 
Lock-Type. 
Packed fifty to carton; five display 
cards of ten each 
The company that took the rattle 5 
out of Anti-Rattlers 
THE AUTOQUIP MFG. CO., Inc., 495 St. Paul St., Rochester, N. Y. 
























SURREY 


Quicker—Safer—-More Preftebie 
THE BURNLEY BATTERY & MANUFACTURING CO. 
Northeast, Pa. 

















Beacon Visible 
Gasoline System 


Double check. Pay only for the gas 
you _ get. Makes satisfied customers. 
Write for catalogue. 


BEACON VISIBLE PUMP CO. 
Incorporated 
Louisville, Kentucky 











































































































february &, 


= 


1923 


VOTOR 














AGE 








SSeS 


INLAND 


COMPLETE 


A ring for every purpose 
complete line of semi-steel 
Piston Pins. 


Main Office and Factory 


PISTON SERVICE 


Spiral Cut 
Replacement 


Write for details. 
INLAND PRODUCTS CO., 


INC, 
St. Louls, U. 


Oiless and StepSet—and a 
Pistons and high- 


grade 


S. A. 








U. S. ASBESTOS 


Also Durabestos & Motobestos 
BRAKE LINING 


Unequalled in its Performance 
Write us 


United States Asbestos Co. Manheim, Pa. 

















Universal Test Benches, 


4358 W. 


WEIDENHOFF PRO 

Electrical Testing Equi 
Growlers 
Write today for Bulletin 
Roosevelt Rd., Chic 


DUCTS 

pment 

Magnetizers, etc. 
M-18. 

ago, Ill., U.S.A. 








LAHQGOTA 


Let your customers hear the 
Sparton speak! 
Special display beard given free with initial 
order for six. Write for complete particulars. 
The Sparks-Withington Co., Jackson, Michigan 
































The Jacobs 


Manufacturing Co. 


JACOBS CHUCKS ARE STANDARD 
EQUIPMENT ON THE BEST PORTA- 
BLE DRILLS. 
Write for cular, “A Jacobs Chuck for 
Every Purpose.” 





KING QUALITY 


PISTON PINS 
King Quality—highest in everything but price 
Automotive Division 


























Carburetion 


Company, Ine. 


Bridgeport, 


Hartford Conn. Kinc SEWING MecHINE CO., BUFFALO, N. Y. 

Is a process developed to Like a Pocket ma Shirt 
provide dry, unified, clean- Has many uses. Drain crankcases, 
burning gas The instru- test tubes, scrub parts, carry tools, 
ment that does this can be ‘ keep parts, throw scrap in it One 
ittached to any carburetor piece = —. cenge a 
na short t e ¢£ der- Stee on ip over sist 

Dry Gas ate on Both Sole ana os 00 $2.50. West of Rockies 
jobber make good profit Sal n 
The Bullard Machine Tool ae Dee. 


Conn. 














Mfg. by 
Robertson Bros. 
5401 S. Western Ave., 


Standard Motor Parts Co., 
1420 S. Michigan Ave., 
Chicago, Illinois 


Mfg. Co. 
Chicago, I. 





























T 









TARKINGTON 
ROCKFORD 


M O T 


territory Ph< 
request 


TARKINGTON 


togr 








aphs 


OR CA 


and full details will be 


MOTOR CAR CO., 


TARKINGTON 


R 


The dealer agreement has been written from the stand 
point of a direct, permanent connection, liberal compen- 
sation and close co-operation in each dealer’s personal 


sent on 


Rockford, Ill, 








AXLE SHAFTS—SPRINGS 


Axle Nuts, Keys, Keystock, Propel- 
lers, Pinion Shafts, Jackshafts for all 
models of cars—large stock. 


BUTLER AUTOMOTIVE 





Replacement 
ae STEEL COMPANY 
Manufacturers 101 D Street, Easton, Pa. 





























Lifts 8 
valve 
in thir 





onds, eliminates 
the necessity of 
} removin 
springs. 


to 12 
springs 
ty sec- 


g valve 
VALVE SPRI 


cpBE)0) 


MULTIPLE 


Write for 
and details 


offer. 


NG LIFTER 


Speed-O Multiple Valve Lifter Corp. 


611 Amsterdam Avenue, 


New York City 


de- 


scriptive data— 


of 


our special trade 











HOSE 
CLAMP 


UNIVERSA 





Adjustable. Two sizes will clamp any hose of 
any diameter. Made from cold rolled steel out 
of wire. No rough edges to cut hose. Put on 


in less than a minute. Everlastingly leak-proof. 
Order Universal Hose Clamps. Trademark on 
every clamp and carton. Get them from your 
jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. Hackensack, N. J. 




















EXPOSED VIEW 
NOTE DOUBLE 
SPRING 
CONSTRUCTION 


OHNSON 








coil from heavy shocks. 
Remarkable flexibility 
This shock absorber has 
Your jobber can supply 


been a big 
you for any Car. 


SHOCK ABSORBER 


Small spring absorbs light shocks and prevents sharp re- 

Large spring absorbs heavy shoc 
and smoothness of action is result. 
success for many years. 


ks. 


Shock Absorber Co., 4143-45-47 W. Kinzie St., Chicago 





PISTON RING 
g NO-LEAK-O 





NO-LEAK-O PISTON RINGS 
Won’t Leak Because They’re Sealed With Oi) 


“NO-LEAIKO 


No-Leak-O Piston Rings are making money for 
dealers everywhere. Their ‘‘oiISEALing’’ groove— 
found only in No-Leak-O—packs an oil film in 
between piston and cylinder walis like ‘‘packing’’ 
in a pump. Oil and gas stay where they belong. 
National advertising is helping the dealer sell No- 
Leak-O by teaching the motorist the lesson of more 
mileage on less oil and gas. 
It will pay you to stock No-Leak-O at once. 
Price 50c and up. 
PISTON RING CO., Dept. T-57, Baltimore, Md. 





























greene. Furnaces 


Compressors; 
a tn Meta! Sage Tanks; Oil 


706 Canal Street, 


orges; Oil 


Systems; Water Softening Systems 
WAYNE TANK & PUMP COMPANY, 
Fort Wayne, Ind. 


Gasoline and Oil ‘On Baralng 
Filtration 


































More 
Power 


Less 
Fuel 
Zenith Carburetor Company, Detroit, Mich. 








u fe 









































MOTOR 


A G E 


February 8, 1923 


















RushTimer 


FOR FORDS 


Rush & Co., Mfrs., 112 N. Daly St., Los Anat, Callf. 


w.s 
S. S$. McClelland Co., Eastern Distributor, 1926 Broadway, N . Y. City 
Rush Brake Shoes—Transmission Band Oiler & Cooler 





y The old original, non-drying, non- 
freezing, ready 


| 
Water-Mixed | 

Valve Grinding Compound _ | 
| 


| 





Does a better job in half the time. 


PEP MFG. CO., INC. 
33 West 42nd Street, New York, N. Y. 

















GUAY CLUTCH DISC & PLATE 


For Dodge Bros. Cars 
iels for other cars will be announced shortly Ex 


gers at a given lengih of % inch. Thus all strings 
under the same measured spring tension. Steel and 


JOHN C. HOOF & COMPANY 


Mc 8 > : % - 
traordinary flexibility and durability are gained by pass- 
ing every thread of asbestos over and under the steel 
finge rive ng? M sh. 8 8 ‘ 
are z » > meas ing . Stee 
asbestos only materials used. No wires or rivets to cause 
uneven wear. Price of complete set, $12.00. Good dis- 
counts to trade. Write for complete details. 

Mfg. Division 159 W. Illinois St., Chicago 





For All Cars and 
Trucks 


Write for Catalog and 
Prices 


National Spring Co. 
Newcastle, Ind. 





























speed—all because of 
Live dealers are reque 


51-6/10 MILES ON A GALLON OF GAS 


It is the official world’s record-breaking test with Ford Touring 
car. The new 1922 Stromberg Carburetor and Hot Spot did it— 
made this marvelous mileage possible. 

Tens of thousands of Ford owners are now obtaining more miles on 
a gallon—quicker getaway—easier starting—increased power and 


having their cars so equipp ped. 
sted to write for facts pertaining to territory. 


Stromberg Motor Devices Co. 
64 E. Twenty-Fifth St. Dept. 27 Chicago, Ill. 





























Standard tools for fast, ac- 
curate work in refacing, 


~, reseating and grinding Universal Valve and Cutter Grinder 
es “4 any and all size valves, ut or a 8 vabven, -—E and cutter om Is A a. with 
Garage Tools also Flexible Shaft At- a flexible shaft for reaching out-of-the-way places with «a grinding wheel 
Ask your Jobber. tachment. Don’t spend a lot ot of ‘money for quan equipment ent until» you have investi: 
. . gated this handy, reasonably priced tool. jobber 
or write us direct. 
Albertson & Co., Manufacturers, Sioux City, lowa you, a ng nd 4 





A LITTLE SELF CONTAINED MACHINE SHOP 


THE FRANKLIN 




















THE T. A. 








Martin Auto-Hoists 
See our full-page announcements in 
the December 13th and 27th issues 
of Motor World and the December 
28th issue of Motor Age. 

MARTIN EQUIPMENT CO., Inc. 

Bridgeport, Conn, 





The ‘Simplicity’ is a uni 
_ a a versal tool and will bore 
and grind cylinders rang 
| 1 ing from 2% in. to 5 1/16 
in. in diameter. This 
range takes in all pleasur 
Cc cars, trucks and tractors. || 
Send for illustrated folder. || 
Pp bl R Simplicity 
-b . 
ortable @-DOFe? pasine & Mie. Co. | 
and Grinder 10 Lake St. | 
Port Washington, Wis. | 



































The Aristocrats 
of Motordom 


7 Models-Open and Closed 

















Distributors in principal cities 
Open territory now bemg closed 


Kissel Motor Car Co. 
Hartford, Wis. 








: | 
LOSIER | 
Sensible light weight pistons 
FOR SMOOTH RUNNING | 
MOTORS AND QUICK | 
ACCELERATION 
You should have them in stock. 











i 
| 
Foster-Johnson Reamer Co., 1052 Beardsley Ave., Elkhart, Ind. 
























General Sales Office: 


OV2LI9I6 Seals both the cylinder 
wall and the piston groove 
—the double sealing fea- 
ture that has made this 
ring famous. Write for 
our dealer proposition— 





Pk SEALS 


SEALS THE WALL— THE Groove, !t’s & mighty good one. 
DOUBLE SEAL RING COMPANY 


2335 S. Michigan Avenue, CHICAGO 





DOUBLE YOUR OIL SALES 
Install one or more units of the Correct Measure Motor Oil Display 
Pump on your curb. ‘‘Make him think of oil.” This pump is hand- 
some in design, sturdy, holds 12 gallons, Empty weight 65 Ibs. Low 
center of gravity. Can be rolled to curb in morning and back indoors 
at night. Delivers % gal. in 12 seconds. Price $45 per unit. | 





Write for details. 





Correct Measure Co., Inc. Rochester, Pa. 























hed food td 


LS 


“It Cleans 
While 
You Drive’’ 


THE FOLBERTH 








FOLBERTH 


utomatic 
DSHIELD CLEANER 
A good profit for you in this 


wonderful, fast-selling necessity. 
Ask your jobber or v ite. 


AUTO SPECIALTY CO., CLEVELAND 














Aiiftieeste a The meaceae 
‘Ne’e worry” bution for d 


8, 
IN 


"MURRAY RUBBER co 


TRENTON NEW JERSEY 
































































pido ee 


a 





February 8, 








1923 


MOTOR 

























The Replacement Spring 


JENKINS VULCAN SPRING CO. 
Factory: RICHMOND, INDIANA 
BRANCHES: Boston, Mass., 819 Boylston St.; Dallas, Tex., 2216-18 Com- 
merce St.; St. Louis, Mo., Main and Cedar Sts.; San Francisco, Cal., 1035 
Polk St. 





Jennings Corporation, Homewood Station, Pittsburgh, Pa. 












Simple 
. Positive 

. constant-unit mechanical 
CARBURETOR “tion. 


6 TO 12 CARBURETORS IN ONE 























EVERYDAY—the Only Ring That Is 
Absolutely Locked 


The EVERYDAY Master Lock locks the piston ring Edgewise— 
Widthwise—Lengthwise, just like a solid ring. You can’t force 
gas—oil—power past the joint. 

Write now for the’ Xtra Profit Plan on EVERYDAY Piston Rings. 


EVERYDAY PISTON RING CO., Inc. 


East Rochester, N. Y. 


GASKO CEMENT 


It’s Better Than Shellac for Motor Gaskets 
Send 25c in stamps for Trial Tube—Today. 


VAN SICKLE MFG. CO., Lincoln, Nebr. 


GET ACQUAINTED WITH 























ape CONNEAUT’ &— 
Plastic Metallic Packing 


Patented 
June 18, 1918 

Stops the leaks in automobile water pumps. Mold it with your fingers. 

Makes a smooth, metal bearing—adjustable and practically frictionless. 

At your Jobber—Get it today. It does the trick. 


The Conneaut Packing Company Conneaut, Ohio 














MOTOR CAR Jackson, Michigan 


THE VALUE 
of TODAY 


EARL MOTORS, INC.. 























WHY PULL THE MOTOR? 


The C. A. ADJUSTABLE CENTER BHARING CAP 
Corrects end-play in FORD crankshaft and sets 
magneto to give full efficiency, without removing 
the motor from the car. Installed in a few min- 
utes and GUARANTEED TO WEAR FOR ONE 
YEAR. Retail price, $3.75. If your jobber or 
dealer cannot supply you, write ws. Address 
Dept. M. 


ADJUSTABLE BEARING COMPANY 
BRAZIL, IND. 




















OILING SYSTEM 


for Fords JOBBERS are offered an 
opportunity to cash in 
on a strong advertising 
and sales campaign on 
a necessity Ford-owners 
are glad to buy. Ask 
for particulars. 
ROLAND & KOCH 
Successor to 

THE YALE CORP. 
44 &. Main, Los Angeles, Calif. 








AIRCO IGNITION GAUGE 


The Original Ignition Gauge Utilizing Neon 
Instantly locates spark plug and other ignition troubles 
Place it alongside the oil can for convenience. Test the 
spark plugs every time you oil the car The motor will 
purr its appreciation. 
. 





AIR REDUCTION SALES COMPANY 
342 Madison Ave., New York, N. Y. 
Pioneer in commercializing the elements of the air. 


1.00 with Clip and Screws 

























QOlways Look For 
% "the Name ‘ 
ROBERT BOSCH 


end this 
Trae Aan ; 














The genuine, original Bosch Ignition—the world’s 
standard since 1887. Send for latest catalogs— 
“Bosch Facts’’ and ‘‘Bosch Victories’’. 

ROBERT BOSCH MAGNETO CO., INC, 
OTTO HEINS, Pres., 123 W. 64th St., New York 









WICACO Twin Cut Piston Ring— 


With the Wandering 
Oil Groove 
pronounced | \ 
WICK-A-CO 


SCREW & MACHINE WORKS, IN“%., 4801 Stenton Ave., Phila., Pa. 
































VELTLE 


There is some excellent open territory and a most attractive dealer proposition. 


VELIE MOTORS CORPORATION, Moline, Illinois 


Every Time We Sell a Car We Make a Friend 








Monogram Light Distributors 


Standard Equipment on 30 
of America’s Foremost Cars 


Write for Prices. 


MONOGRAM LENS CORP., 
1834 Broadway, New York 


























































KEYSTONE “SIX” 
PIs 


‘. 


ADJUSTABLE PILOT 
IN REAMER 


In twelve sizes, to cover all the sizes of piston pins 
im the cars, trucks and tractors being manufactured. 





Write for Catalog SIX A. 


KEYSTONE REAMER & TOOL CO. 
Western Sales Div., 180 N. Market, Chicago 
Eastern Sales Div., 30 Warren 8t., New York 























LATHES 
tor Garages and 

Repair Shops 
Be sure to get 
our Spectal 
Prices. 


Carroil- 
jJamlesos 
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MOTOR 


AG i: 





February 8, 1925 








Send 
for 
Catalog me 


Sth St. 





TESTING EQUIPMENT 


FOR 


ELECTRICAL 
SERVICE STATIONS 


Pe. J. DURHAM CO. 
New York City 




































THE VALVE Ten Days’ 
GRINDER Free Trial 
EVERY 








SHOP 
NEEDS 
General Tool & Equipment Co. 
Distributors 
70 W. Monroe St. Chicago, Il. 

















DRIVEN LI 
Distinctive in te arance. 
Most powerful in action. 


Sells on sight. 
Berill & Co., 








WIPER. 


Cue wIP SPEEDO E ETER 


Most durable in operation. 


Buffalo, N. Y. 





$ 


0 














4 














“The Testing and Repairing of Automobile Electrical Equip 
ment 
Elmco line and how to start and continue 
business of giving up-to-the-minute electrical service. 
profit-making possibilities of this business are also gone into 
at length. 


337 
N. F. Andruss, 


WRITE FOR OUR BOOKLET 


as a Profitable Business,’’ which explains the complete 


the ever increasing 


The 


The Electric Machine Company 
Ohio St., Indianapolis, Ind. 
404 Goldengate Ave., San Francisco 


w. 





























| TIRES“OTU 


131 South Main St. 








Kokomo Long Life tires and 
tubes make money for deal- 
ers who handle them. 
Kokomo Twin-Grip Fabrics 
Kokomo Two-Grip Cords 
Kokomo Everlaster Red Tubes 
Kokome Standard Gray Tubes 


KOKOMO RUBBER CO., Kokomo, Indiana 





forward. 
easy installation 


Welco Products Are Quick Sellers e 


All-Size Step Plate fits all running boards by simply moving toe plate 
Welco Ford Accelerator works independently of hand throttle; very 
Welco Blanket Holder keeps blanket securely on radiator 
against strongest wind. 

WELKER MANUFACTURING CO., Middletown, Conn. 


Write for trade proposition. 














WELCO Products 

































K-D Parallel Jaw 
Valve Spring Lifters 


Does Your Jobber 
Carry K-D Specialties? 


&, 


COmp Ss 


K-D MANUFACTURING CO., 








K-D No. 100 
Cut-Out Pedal 


Dealers Write NOW 
For Discounts 





Lancaster, Penna. 














shoe AIR SPRINGS 





THE REID AIR SPRING CO. NEW HAVEN.CONN. 


FLOAT THE CAR ON AIR 
EASY TO SELL~ EASY TO INSTALL 
EXCLUSIVE TERRITORIES 
BIG PROFITS 























THE CLEARING HOUSE 
OF THE MOTOR 


FOR PARTS, ACCESSORIES, TIRES, MACHINERY REBUILDING, REPAIRING, WELDING AND USED 
ALSO HELP AND SITUATIONS WANTED AND MISCELLANEOUS CLASSIFIED ADVERTISING 


CARS. 








Parts and Repairs 


WE’VE GOT EVERYTHIN G 


—In the line of New and Used Auto Parts, 
Accessories and Supplies, for all makes and 
models of cars. 

Engines; Transmissions; Clutches; 
Wheels; Rims; Tires; Radiators; 
Shafts; Bearings; Magnetos; 
erators; Coils; Batteries; etc. 
Ours is the largest stock of its kind ‘in the world. 
You will save time and money by getting in 
touch with us first whenever you are in need of 
anything in this line. 


WARSHAWSKY & COMPANY 


World’s Largest Car Wreckers and Replacement Parts 


House 
1915-31 So. State St., Chicago, Il. 


Ne Branches Ph. Calumet 7315 No Branches 


Axles; 
Gears; Axle 
eeneret Gen- 


PILI 


a 


AUTO 2x00 Moats PARTS 


NEW AND USED GEARS, AXLES, 

SPRINGS, MAGNETOS, GENERATORS, ETC. JOB. 

BERS IN BANKRUPT AUTO SUPPLIES. 
BRIGHTMAN AUTO EXCHANGE 

331 Windsor Ave HARTFORD, CONN. 


REUEEEERCRRERERERERERRRRERERERREORRRRRRRERERECRORERORRDRORGEREO TOR RED ODOR COCR OeEEES. 


teeeeeeeuene TPTISIIII 


Teneosssscccevenccccccnccesensens 








Parts and Repairs 


COOOERCEROREROROEEERCESCEREERCOEEREOEREORORECROCOROOECEOCECOROORGREREREGRR ERROR EORE, 


PARTS 


NEW AND USED 
for all makes of cart 
QUICK SERVICE 
AND 
RIGHT PRICES 


WRITE—WIRE--OR COME TO 
FRANKLIN SALES COMPANY 


TIT 
TITTLE 


200-202-204 North First Street, East 
CEDAR RAPIDS, IOWA 
Pe TITTT alii iii iii iii iii iii iii iii 
: Late model Duntley Timers for = 
he ee $ .75: 
= Lee Motor Meter Lock, dozen........ 7.50 : 
= Lee Oil Gauge for Ford.................... 25.¢ 
: E. A. BOWMAN, INC. : 
= 41 Harper Avenue Detroit, Mich. : 


INDUSTRY 














Parts and Repairs 


pecrocnsccsccsoncossonssansanconscnsnecosssscnnsccsccssesancescesccecescenccenedtes, 


New 


GEARS & SHAFTS: 
for 
TRANSMISSION AND AXLE 
SILENT TIMING GEARS 
FLY-WHEEL STARTER GEARS : 
All Shipments Made Same Day _ : 


GUARANTEED GEAR 
SERVICE COMPANY 


1714 S. Michigan Ave., 208 Wells St. = 
Chicago, Ill, Milwaukee, Wis. = 





MANUFACTURERS 


if you are equipped to do cylinder and : 
crankshaft regrinding, this section af- : 
fords you the opportunity to secure : 
excellent returns. . 

MOTOR : 
Mallers Bidg. Chicago, Ill. : 


PILI 


AGE 


TIT 





1923 


ebruary 8, 


P and Repairs 


Tire 


arts 
s 


TITTLE 


GENUINE NEW 


DAMS 


: FOR 

= Allen, Anderson, Auburn, Climer, 

: Elgin, Elcar, Norwalk, Monitor, Pan, Piedmont, 
Economy-Vogue, Seneca and Sun. 


HARRY P. ANDERSON CO. 
5950 2nd Blvd., Detroit 
Exclusive Authorized Service of 


the Adams Axle Co. 
Send for Parts Book 


TRUE 


Harroun, 


DUOEOCEREREOOEOCOOEOEEUOROEOOEORERRTERCEEOCOUOECERCESCERCECORCCRROEOOSRCRERRREER Ee 


New for 
3 PARTS 
Used Cars 


Save 25 to 75% 
AUTO SALVAGE & PARTS CO. 


Oklahoma City, Okla., U. 8S. A. 


SAVE 


susnusnoussncuancussnusnsouener 





50 to 75 Per Cent 
on Reclaimed 
Auto Parts 
The Original ‘“‘We Tear "Em Up and Sell the Pieces’’ 


AUTO WRECKING COMPANY 


1413-1415 McGee St., Kansas City, Mo. 


EES AS 2 





MOTOR AGE 


cilding as 1 Re i 
Miscellaneous 


EAGLE PROCES 


We do not heat or enlarge 


119 


| 


Altor 


Patent 
sianeous 
Wanted 


Misc 
Help 


Ne zirin 





WE MAKE A 
SPECIALTY 
OF 


COPPER SCORED CYLINDER 
“LAY REPAIRING 


the diameter of the bore; no soldering or 


* welding, no melting or falling out; just a simple mechanical method 
Cylinder of copper inlay; guaranteed the life of the motor under all sorts of 
Grinding conditions. For information address the 

yo EAGLE MACHINE CO., 24 N. Noble St., Indianapolis, Ind. 


Ship your work to nearest branch 


EAGLE PROCESS 


, Trind! Co. . « Chicago, Ill. Louisville Grinding Co., Loulsville, Ky. 

Scored Cylinder Auto Engine Co... . ; St. Paul, Minn. Sunderland Machine Shop, Omaha, Neb 

Kepairing New Haven Machine Co.. Mow Waves, 9 & Wf Machine Co... . St. Louis, Me. 

onn. ' : 

‘Steel Starter Stafford Machine Co.. Kansas City, Mo.  Youngstrem Co. Des Moines, ta. 

Gears Installed Gladish Machine Co.. Chattanooga, Tenn. ramter Mfg. Co. . . . Pittsburgh, Pa. 

P BS Marine Ways Machine Co., St. Peters- Adams & Meyers Co., Fort Wayne, Ind. 

Oversized Pistons, burg. Fla. Schiotz fool Gear & Machine Works, 
Rings and Pins J. A. Hingley Machine Co., Denver, Colo. Waterloo, ta. 


J. B. Cook Auto Machine Works, 


Rock, Ark. 


Littie Thexton Machine Co., 


National Machine Co. 


Toronto, Canada 


All work guaranteed Erle, Pa. 














ALUMINITE PISTONS and 
Connecting rods for all 
make cars 
FORD SPEED SPECIALTIES 
Special ALUMINITE racing 
pistons for Ford motor 


(12 02.) 


HIGH SPEED CAMSHAFTS 
POWER-PLUS cylinder head 


SUNEUDEDOUUOOUEESROREGOOUODOODEOUAORORERSROGERERDODDEOOOOOCORRERR ORR ROHOOOORORRERE OD 


: Patents Procured and Trade- 
Marks Registered 


Advice and Terms Upon Request 
ROBB, ROBB & HILL 


1407 Hanna Bidg. 946 MecLachien Bidg., 
Cleveland, Ohio Washington, D. C. 


SERCUUGEOROOUOEGEUCUORECEODAEESECHRSHUCHORORSEUEORDRCERDRHRCOREORSOSRURROREEEOEREEOES 








COCRDECOSOEROROOREOEOROCOGOOSECERCESEREROROHEED EOE EERSOOEEOSOURROROORRORROREHROREBORS 


ATENTS 


QOOKLET FRE HIGHEST REFERENCES 
PROMPTNESS ASSURED BEST RESULTS 
Send drawing or model for examination 
and report as to patentability 
WATSON E. COLEMAN, Patent Lawyer 
624 F Street N. W., Washington, D. C. 


seeeeeeeceaenaeeany 








MID 


Notice to Auto Parts Dealers 


Chandler ring gears and pinion gears, 53-12 
spiral, fits all models 1916 to 1921. Brand new 
A-1 guaranteed gears. 
Write for prices 
Dorman Automotive Parts & Gear Co 
No, 21 E. 8th St., Cincinnati, Ohio 
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for Ford cars 


IRON REPLACEMENT 
PISTONS 


Green Engineering Co. 
DAYTON, OHIO 


MITT 


TUTTI 
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Attorney-at-Law and Solicitor of Pateats 
C. L. PARKER 

rmerly Member Examining Corps., United 
States Patent Office 

American and foreign Patents secured. Searches made 


to determine patentability and validity Patent suits 
conducted. Pamphlet of instruction sent upon request. 


McGill Building, WASHINGTON, D. C. 


PUPAOOUOUUECONOUOORCUOEGOCEDCOSDESEOESOOEOSORGEEROOERONOSOOEDOOREOOORORECOROEEDEEDODE 


I 


seeeeeees 
PPITTTITITITITITITITITITITTTTTTTT TTT LLL LLL LLL hhh 


puenees 
PPTTTTITITITT Tee TTT 


bp TITIIIIT 





A U T,9., 3,000,000 Auto Parts. 
Why buy new parts, when we can 
SAVE YOU 50% to 75% off list? 
Parts for all models, Maxwell, Overland, Stude- 
baker, from 1910 to 1920, and others 
EUREKA AUTO PARTS & TIRE COMPANY 
334 N. Capitol Ave. and 503 N. Illinois St. 
Indianapolis Indiana 
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FOR SALE, CHEAP—One F. B. Chevrolet 
Are You Interested 1922 Power Plant. Almost new. With three 
port exhaust head. Borg & Beck multiple 


dise clutch and tungsten steel valves. Would 
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a * ° make fine race motor. Bore, 311/16x5% 
Regrindin — 
” "8 S HOLLIS GARAGE 
Cylinders? 931 So. lith St., Springfield, Ml. 





PARTS 
FOR NEARLY ANY MAKE OF CAR 
At 25 to 75% Off List Price 
Satisfaction guaranteed or money refunded 
WOLF AUTO PARTS & TIRE CO. 


“A Million Parts” 
Illinois St. Indianapolis, Ind. 
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WICHITA AUTO WRECKING CO. 
> “The Old Reliable’ 
: Offers you quick service, quality parts and 
= Satisfaction,—and our prices are a little lower We 
an old reliable house and all that implies Our 
ck of perts is one of the largest in the country 
rom a 190, one cyl. Reo to a 1921 Overland Four 
: Wichita GIVE US YOUR NEXT ORDER Kansas 
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NEW PARTS FOR ALL CARS 


Axle Shafts, Bearings, Gears, Universal Joints 
Starting -Motors, Lighting Generators, Coils, Magnetos 
eels, Rims, Springs, etc. 


Dealers Write for Special Bulletin 


PURITAN MACHINE CO. 
DETROIT, MICH. 
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: ‘DEALERS AND SALESMEN 


t our rock bottom prices and our exclusive 


territorial rights on 


TIRES AND TUBES 


THE ARMSTRONG TIRE CO. 
00 S, Wabash Avenue, Chicago, Til. 
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The Heald Machine Company build a: 


machine expressly for this work. Garage for Sale : 
Simple, self-contained, large capacity, 75x125 brick front, stuccoed tile walls, steel = 
and sold at a moderate price. beams with a well equipped shop. Agency for = 
Buick and Dodge cars. Located in Osceola, 
Regrinding is ideal for small machine Wis., in a good farming community. 
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; : ADDRESS BOX E-6044, CARE MOTOR AGE : 
shops, auto repair shops and welding : 5 Se. Wabash Avenue, Chicago, Illinois 

concerns CCECECRROCORCCOER EERE REERRERECERORRERERROROEREECEREREREREECERR EEE R Ree Rete eeeeeeteeeeee 
Let us send you a survey of what MILIIIIITIII 


others are doing in this business. 


TITTLE 


WANTED 


Agents who call. automobile 
supply houses, also battery 
Liberal commission, 






and 
service 
Address, 
WILKENS ELECTRIC MFG. CORP., 

=: WHITE PLAINS, NEW YORK 


STITT 


All Phones: LAMMERT & MANN CO, _ 215-21_x. wooa st. 


West 491 ESTABLISHED 1894 CHICAGO 


EXPERT CYLINDER AND CRANKSHAFT RE-GRINDING 


SPECIAL LIGHT WEIGHT PISTONS—RINGS—WRIST PINS 
CAST IRON PISTONS SCORED CYLINDERS REPAIRED 


on electric 


stations, 


The Heald Machine Company 
61 New Bond St. 


Worcester, 


Mass. 
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TITITITIIITIITTITITII ITT ee SUOUDOGESESUEDOODESSN AERO EO GEORORCEEORDOGENOROELOOOOOROREOROOGRESEDSUEUSTD SUETO ROGGE 
WANTED: = $100.00 to $200.00 
: i A WEEK 
Sales Representative to call on the Hardware, Garage, = 


To Live Wire Agents and Salesmen. Only men 
of this calibre need apply. The biggest selling 
necessity for Fords on the market today. Terri- 
tories closing out fast. 


THE H. J. BORGMANN CO. 
Main Offices, Stamford, Conn. 


PTTITITIT 


Motor Supply. Tire and Car Agency Dealers to sel! 
Automobile Seat Covers, Tire Covers and Top Recovers 

Advise what territory you are covering and how 
often. Also state references 


Address Bex E-6043, Care Motor Age _ 
5 So. Wabash Avenue Chicago, Illinois 
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RING 


Make big profits re- 
placing stripped and 
battered flywheel gears 
with Logan Ring 
Gears. 

Saves the delay of 
sending for new fly- 
wheel and means a fly- 
wheel that is better 
than new. 

Logan Ring Gears are 
of highest quality — 
with gears cut to accu- 
rate pitch and cham- 








Cut-in 
hardened, 
heat-treated 

steel 


LOGA 


Kauffman Metal Products Company 


Bellefontaine, Ohio 


FLY 
WHEEL 


GEARS 


fered to mesh perfectly 
with starter pinion. 


Put old flywheel in 
lathe and turn off bat- 
tered teeth, then shrink 
on Ring Gear. Not 
difficult at all. 


A real service at a real 
profit and new gears 
that can never give 
trouble again. 


Write for the details 
today, 





MOTOR AGE 



































“775” 
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attention to such knocks. 
tifically manufactured to withstand all sorts 
of abuse. 
ciency and remarkable strength that makes 
them indispensable in the best spark plugs. 
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spark plug insulators never pay any 
They are scien- 


They have a “heat cooling” effi- 


When you see “775"" on the spark plugs 
you buy you will know that the spark plug 
manufacturer secured the best insulation ob- 


tainable. Lowered production costs made 
“775"" no more expensive than inferior in- 
sulators. It will pay you to look for this 
mark. 
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FRENCHTOWN 


PORCELAIN COMPANY 


Trenton, New Jersey 


“Established 1910- 


Busy ever since” 



























February 8, 1923 
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The Advertisers’ Index is published as a convenience 


and not as a part of the advertising contract. 
index correctly. No 
made for errors or failure to 


eare will be taken to 


ance will be 


A. C, Spark Plug Co 60 & 61 
Adjustable Bearing Co 117 
Advance Auto Acc. Corp 1 
Ahlberg Bearing Co... 111 
Air Reduction Sales Co 117 
Air-Tight Steel Tank Co 110 
Akron Rubber Mold & Mach. 
SEs eee , ....110 
Albertson & Co..... a 116 
Allen-Bradley Co. ...... 84 
Allis-Chalmers Mfg. Co 106 
Alvord Reamer & Tool Co........114 
American Autoparts Co 104 
American Hammered Piston 
Ring Co. 79 
Ames, B. C., Co...... 112 
Anderson Motor Co..... 55 
Arrow Grip Mfg. Co...... 3 
Auto-Hone Co., The...... 112 
Auto Spring Control Co 112 
Automatic Elec. Devices Co 113 
Autoquip Mfg. Co...... 114 
Bantam Ball Bearing Co 112 
Beacon Visible Pump Co 114 
Bearings Co. of America._.......110 
Bennett Injector Co.................... 93 
Benszser Corp. .................. 109 
Berill & Company ‘ 118 
Blumenthal, Sidney, Co ian 
Bishop & Babcock Co . 82 
Black & Decker Mfg. Co..2nd Cov. 
Borg & Beck Co............ 112 
Bosch Magneto Corp., Amer- 
ican . SAS 2 Ee 12 & 73 
Bosch, Robert, Magneto Co 117 
Bowser, 8S. F. & Co., Inc ne 
Boyd, R. D., Corp.............. 103 
Brown-Lipe-Chapin Co. .. 114 
Brown-Lipe Gear Co..................114 
Brunner Mfg. Co............. 113 
Buick Motor Co a Oe 


Bullard Machine Tool Co., Inc.115 
Burd High Compression Ring 


> a sae rw — 112 
Burnley Battery & Mfg. Co......114 
Burton-Rogers Co. ...... owe AS 


Butler Automotive Steel Co 115 


Canedy-Otto Mfg, Co 110 
Carroll-Jamieson Mach. Tool 
ee ; ane 
Carter Motor Accessories, Inc..103 
Chevrolet Motor Co .. 86 
Chicago Solder Co........................100 
Cincinnati Spee. Mfg, Co............111 
Clark, James, Jr., Elec. Co 121 
Clearing House 118-119 
Coleman Lamp Co 113 
Commercial Vehicle . = 
Conneaut Packing Co., The........ 117 
Correct Measure Co., Inc............ 116 
Courier Motors Co.............. 113 
Crane Puller Co............................106 
Curtis Pneumatic Mach. Co........ 97 
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Dall Motor Parts Co 

Detro Sales Service Co 
Double Seal Ring Co 
Duesenberg Auto & Motors (o 
Durham, P. J., Co 


Karl Motors, Ine 

Eastern Mach. Screw Corp 
Electric Machine Co., The 
Elkhart Carr. & Motor Car Co 
Everyday Piston Ring Co 


Fedders Mfg. Co..... 

Fisk Tire Co., Inc 

Folberth Auto Spec, Co 
Foster-Johnson Reamer Co 
Franklin Mach, Tool Co 
Frenchtown Porcelain Co 
Galion Allsteel Body Co 
Gammons-Helman Co., The 
General Asbestos & Rubber (Co 
General Automotive Corp 
General Storage Battery Co 
General Tool & Equip. Co 
Gill Mfg. Co...... 
Gilmer, L, H., Co 
Goodrich-Lenhart Mfg. Co 
Green Mfg. Oo.................. 
Grigsby-Grunow-Hinds Co 


Harris, A. W., Oil Co 
Harvey Rim & Wheel Co 
Hayes Wire Wheel Co 
Hazel Specialty Co 
Heald Machine Co 
Hobart Bros. Co ‘ 
Hoof, John C., & Co........... 
Iluetter Mach. & Tool Co 


Indiana Piston Ring Co 
Indiana Rubber & 
Wire Co. ....... we 
Indiana Watkins Mfg. Co 
Indianapolis Pump & Tube (: 
Inland Products Co., Inc 
International Harvester Co 
International Stamping Co 


Jacobs Mfg. Co 
Jenkins Vulcan Spring Co 
Jennings Corp. 
Johnson Gas Appliance Co 
Johnson Shock Absorber Co 
Jordan Motor Car Co........Ft 
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Kauffman Metal Prod. Co 
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King Sewing Machine Co 
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Kisse!| Motor Car Co 
Kokomo Rubber Co 
lake Erie Metal 
The 
Landis Tool Co 
LaVietes Mfg. Co 
Lexington Motor Car Co 
long, E. C 
Louisville Elee. Mfg, Co 
lucas Pump & Tool Co 
Lycoming Motors Corp 


MeQuay-Norris Mfg. Co 
Machine Shop Equip. Co 
Manley Mfg. Co 

Martin, T., A., Equip. Co 
Meachem Gear Corp 
Micro Machine Co 
Milwaukee Die Casting Co 
Monogram Lens Corp 
Morse, Chas. R., Mfg. Co 
Metor Products Co., The 
Motor Wheel Corp 

Murray Rubber Co 


Nash Motors Co 

National Collapsible Rim 
COU, ssceeictlscivesnianisdiatnsect 
National Spring Co 

New Departure Mfe. Co 
No-Leak-O Piston Ring Co 
Nordyke & Marmon Co 
Norma Co. of America 
Norman Mfg. Co 

Norwalk Auto Parts Co., The 


vr Works 


kard Elec, Co 
Peck Spring Co., The 
Pep Mfg. Co 
Perfection Gear Co 
Phillips, F. C., Co 
Piston Ring Co., The 
Elec. Co 
Portland Cement Assn 


Pomer oy 


KR. & V. Motor Co 

Radiator Eng. Co 
Raybestos Co....... 65 
Red Giant Tool Co 

Reflex Ignition Co 

Reid Air Spring Co., The 
Reo Motor Car Co 

Rich Steel Products Co 
Rickenbacker Motor Co 
Robertson Bros. Mfg. Co 
Rola d & Koch. 
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Ruby Mfg. Co 112 
Ruggles Motor Truck Co 59 
Rush, W. S., & Ce 116 
Sav-Oil Ring Mfg. Co 114 
Shafer Roller Bearing Corp...... 92 
Shaler, C. A., Co .. 96 
Simplicity Engine & Mfg. Co....116 
Sparks-Withington Co c 115 
Speed-O-Multiple Valve Lifter 
Corp. 115 
Steidle Mfg. Co., The 107 
Stemco Engineering Co 89 
Stephens Motor Car Co 122 
Stevens & Co 114 
Storm Mfg. Co 108 


Stromberg Motor Devices Co._.116 
Superior Motor Power Co 108 


T. N, T. Spark Plug Co., The 113 


Tarkington Motors Co. 115 
Thermoid Rubber Co. — 
Thomas, W. H., Mfg. Co 113 
Threm & Davis Co., The 112 
Timken Roller Bearing Co....... 67 
Trindl Co., The 114 
Turner Mach, & Mfg. Co. 111 
U. 8S. Asbestos Co. 115 
U. 8S. Auto Supply Co 114 
Universal Industrial Corp. 115 
Universal Mach. Co. 114 


Vacuum Pressure Prod. Co. 113 


Valley Electric Co.. ..108 
Van Norman Mach. Tool Co......113 
Van Sickle Mfg. Co. 117 
Velie Motors Corp 117 
Warner Gear Co. 114 
Waukesha Motor Co 111 
Wayne Tank & Pump Co. 115 
Weaver Mfg. Co. 85 
Webber, P. H., Co. 114 
Webster Electric Co. 113 
Wedge Rite 116 
Weidenhoff, Joseph 115 
Welever Piston Ring Co. 112 


Welker Mfg, Co., Inc., The......118 
Weston Electrical Instrument 
Co. . 101 
Wicaco Screw Machine Works 117 
Williams Bros. Aircraft Corp...112 


Willys-Overland, Inc, .......80 & 81 
Wright Mfg. Co. 117 
Zenith Carbureter Co. 115 














Internationally 
the standard bearings for 
ignition apparatus and 
lighting generators 


THE NYRMA CYUMPANY 
VF AMERICA 


Anable Avenue 


Long Island City 


SALL,. RULLER AND THRUST SEARINGS 


PRECISIYVN 
BALL BEARINGS 


recognized as 


New York 























The shaftis now equipped 
with an extra pulley, fur- 
nishing power for air com- 
pressor or driving other 
machinery in the plant. 
Write for complete catalog. 


Jas. Clark, Jr. Electric Co. 


INCORPORATED 


Factories and Offices, Louisville, Ky. 


DRILLS 
GRINDERS 


“First 
in the 
Field” 


Grinders 


Buffers 


For automobile tire re- 
pair work Clark Tire Grinder 
and Buffer will give longer 
and better service, and will 
prove its economy in a short 
time. 


It was designed to meet the 
exacting requirements of the 
automobile tire industry, and 
embodies many exclusive 
Clark features. Synonymous, 
for 25 years, with long life 
and precision work. 
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: Stephens Dealers ; 
s Double Their Orders 3 
gl Ke 
I I 
<Q) . . ° - , 

S Shown for the first time at New York, the remarkable 

x character and dollar value of the new Stephens line are ? 
g| certified by the fact that all 1923 contracts signed by A 
$ old Stephens dealers and distributors call for double—or KR 
R more than double—the number of cars ordered by the 3 
ss : . R % 
a same representatives In 1922. K 
& That’s confidence. Confidence built on experience and 3 
«% ~ ° ° 6 is 
S careful study of the brand-new Stephens line, with its ? 
Sy , - 24 
N two models and seven body types. Let us give you the : 
| tacts. Write to Moline today for your territorial lay- 8 
<I out, our liberal contract terms and 8 
S a catalogue showing all the Stephens $ 
$ ie 0 5 P enw Re 
~ Cars 1n their actual color. Vice- President and General Manager iv 
<4 % 
S rOURING CAR, 5-PASS., $1295 rOURING SEDAN, 5-PASS., $1595 SEDAN, 5-PASS., $1895 We 
xe ROADSTER, 2-3-PASS., $1345 TOURING CAR, 7-PASS., $1685 SEDAN, 7-PASS., $2385 8 
s3 SPORT “FOURSOME,” +PASS., $198 5 ALL PRICES F. 0. B, FREEPORT, ILL. [2 
3 STEPHENS MOTOR CAR COMPANY, Inc., Moline and Freeport, Lil. q 
S Z 
S) T 2 | | FR % 
‘ CMotor 4 Cars : 
2) i 
‘S| Turn back to the Announcement of our 1923 line in the New York Show issues of this and \2 
S$ other trade papers. Size up these great cars in the light of their extraordinary success. If 

ee you can’t locate the Announcement, we’ll be glad to send you one. Write Moline today. 
























































HY is it that your breath quickens and 

your heart beats faster when you glimpse 
a racy-looking roadster in the stream of traffic? 
Or watch it flash by on the open road? 


For old and young feel the lure alike. Youth 
welcomes the roadster as the fitting companion 
for golden moments that are—Age yearns to 
it as the symbol of spring-time years. 


Comes then the sk ylark a new Lexington in 
a class all its own. 


Graceful—Fleet—Agile—Tireless—Responsive! 


All these—and something else besides. Some- 
thing more to you! Something you cannot know 
until you see it—and drive it! Something you 
may never even then express in word or 
thought—such is the new Lexington Skylark! 








INUTE MAN SIX 


LEXINGTON MOTOR COMPANY 
CONNERSVILLE INDIANA USA 


Subsidiary United States Automotive Corporation 










































Any piston ring need—any type, any 
size, any price range—can now be sup- 
plied from this one famous line, of 
known reputation. 


The place won by Special Oil-Wiper 
ringsand ServusStep-Cutringscompares 
only to the commanding position of 


Gill Interlocking-Joint rings in the pat- 
ented field. 


All three types are individually cast of 
the same special grey iron composition. 
All three are lathe turned for utmost 


Gil 


Interlocking-Joint 





accuracy and exceptional quick-seating 
properties. Highest resistance to fric- 
tion and heat is obtained. 


Piston rings so well made can be de- 
pended upon to hold in compression 
and keep out excess oil for the maxi- 
mum number of miles. 


Improve the motors you overhaul by 
using the Gill —Special—Servus line. 
Jobbers everywhere, supported by 36 
factory branches, make all sizes and 
types available when you want them. 


GILL MANUFACTURING COMPANY 


8300 South Chicago Avenue, Chicago 


Eastern Headquarters— 10 Central Park, West, New York City 
Canadian Factory— 415 King St. W. (Brown Engineering Co.), Toronto 


Sole Canadian Distributor—Canadian General Electric Company, Limited 
Export — American Steel Export Co., Woolworth Building, NewYork City 


